uncreasing Auto Accessories and Tire Sales 


rdware 
Age 


a... . New York, April 2, 1925 


Founded 1855 $3.00 a Year 











TAmericas Universal Plier” 











we 











CRORE IO Tog 
* * ° 


Sty tRORR DIRE Cys 





my 














eee KAMER SSR 


Tool Department 


1 _MosT IMPORTANT in selling tools is an effective store display. 
“—THIS must show your entire variety—and be easily accessible 
to your clerks. 


—TO BE SUCCESSFUL, a dealer should have a well-selected variety 
of tools—the quality of which is well-known and advertised. 


4 —FROM TIME TO TIME window displays must be made. Nothing 
attracts new customers like a well trimmed tool window. 


“ KRAEUTER PLIERS will help you meet these requirements. 


KRAEUTER & COMPANY 


ESTABLISHED 1860 NEWARK, N. J. 





Published Weekly by the IRON AGE PUBLISHING CO., 239 West 39th Street, New York, N. Y., U. S. A. 


Entered as second class matter May 22, 1913, at the Post Office, at New York, under the Act of March 3, 1879 : =1 
Advertising Index, Page 146 Editorial Index, Page ! 
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Time and again you have had folks ask you 
over the counter: “What kind of hardware 
can you recommend for my new home and 
farm buildings?” 








Every time that a patron asks such a ques- 
tion he has confidence in you. And right 
then is your opport?: t+" to destroy or keep 


that faith. 







If you can say: “I know this is the best be- 
cause it’s guaranteed,” you are building up 
confidence and repeat sales. 






Frantz Quality Builders’ Hardware holds 
the confidence of thousands of dealers be- 
cause they have found that the Frantz guar- 
antee in turn builds up the confidence of 
the trade in them. 









You cannot mistake Frantz products, for 
every package bears a distinctive label on 
whichthenameof the makeris predominant. 







FRANTZ MFG. CO. 


Sterling, Illinois 
Dept. HA-2 







F. M. Co. 1925 
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$1500 Prize Money in the PYREX Display Contest 





‘‘The event was a good one for our PYREX 
department and surely showed a remarkable 


increase 1n Sales.’’ 


How the Prizes Will Be 
Distributed 


Hundreds of such letters were received after iii page oem —e 

the PYREX 1923 Contest. : Population. 
Ist Prize $100.00 

Thousands of dealers will be rewarded by ac- rd Prize 25.00 
tive selling—and 125 will receive additional re- i aa 
ward in PYREX ANNIVERSARY CONTEST Also 
prizes this year. 20 Prizes $5.00 Each 

GROUP 2 


The Contest is now open. It covers a period 


Dealers in towns between 


5,000 and 10,000 


of three months, March, April and May. + ae 
Ist Prize $100.00 
Start now to plan your Contest window. If oo pepe 
you need display material, write, and it will be 4th Prize 15.00 
sent promptly. ee 10. 
20 Prizes $5.00 Each 
RULES OF THE CONTEST GROUP 3 








Dealers in towns between 


10,000 and 25,000 


1. Contest is restricted to those 4. Contestants are not restricted to Population. 
dealers who had PYREX in an entire window displaying lst Prize $100.00 
stock or on order at the time of PYREX. Other merchandise 2nd Prize 50.00 
the first announcement of the — be displayed = hes ell. The 3rd Prize 25.00 
ecianats judges will render their decision 4th Prize 15.00 

on the basis of originality, 5th Prize 10.00 

2. Contest will be continued until merchandising and display value Also 
June Ist, 1925. Contestants may of the PYREX displays. 20 Prizes $5.00 Each 
send in as many entries as they 5. In case of ties the prize tied for 

GROUP 4 


like. The remaining two months’ will be awarded to each tying 
duration of the contest will en- contestant. 
able you to enter more than one 


Dealers in towns between 


25,000 and 50,000 





window, thereby increasing your 6. Any kind of a photograph will : 
chance to win a prize. be accepted, but contestants ist Pri Population. $100 
should endeavor to secure clear on d Pris aaa 
3. Contestants must submit photo- reproductions. rize ; 
hs of their wind Phot 3rd Prize 25.00 
a - aga nae . “ 7. Photographs must be received in 4th Prize 15.00 
en en Pangpeedlen— iy ~anggp cite" Corning on or before June 10th. 5th Prize 10.00 
ly and not held up until the end A doe 
of the contest. Each photograph 8. The Contest will be Judged by ‘ 
20 Prizes $5.00 Each 


MR. LLEW SOULE, Editor 
Hardware Age, New York City, 
MR. RIVERS PETERSON, 


should have the name and ad- 
dress of the dealer on the back 
and is to become our property. 


Dealers in towns over 50,000 


Mail photographs to the PYREX Editor Hardware Retailer, 

SALES DIVISION, CORN- Indianapolis, Ind. MR. ROY 

ING GLASS WORKS, Corning, SOULE, Editor Hardware Ist Prize $100.00 

N. Y. Dealers’ Magazine, New York. 2nd Prize 50.00 

3rd oe 25.00 

The announced decision must be recognized as final. Photo- De Prize aoa 
graphs will be judged and prizes awarded promptly after the ; 
contest closes. Checks will be mailed promptly to the success- 20 Prizes $5.00 Each 


ful entries. : ; 
If your store is in a small town—you will compete only with 


dealers in towns of approximately the same size. If in a large 
town—you will compete with large-town dealers. Prizes will be 
awarded in each group. All towns are grouped in five divisions, 
according to population. Every PYREX dealer has an even 


chance. 
PYREX Sales Division 


CORNING GLASS WORKS 
CORNING, N. Y., U. S. A. 


Originators and Patentees of Oven Glassware 











Right now, during April and May 
—months when women are replen- 
ishing household equipment, when 
thousands of gifts are being bought 
for the season’s weddings, when the 
housecleaning program is on and 
new household merchandise of all 
descriptions is being purchased—is 
the time to put PYREX to the 
foreground in your windows. 

And you have the added incentive 
of the cash prizes being offered in 
this Anniversary Window Contest. 























4 HARDWARE AGE April 2, 1925 


Here is a Sure Fire 
Profit Maker 


SIMONDS 


Home & Farm Saw— 
Cost you 21622 adozen 
Retails For #22° 

24inch length - 7and8- 
points only 
Prompt 
Shipment 


































2 all 
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Date, 





SIMONDS 
SAW AND STEEL CO. 
470 Main Street 
FITCHBURG, MASS. 







Send us 2 seven-point and 4 eight-point 24-inch Simonds No. 44 Home 
and Farm Saws. 
Name 





Street = 


City 














Our Jobber’s Name is__ es icpniitiaonin ° 
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Put This Sand’s Level 
Display in Your Window 


The Assortment: Thousands of level users will see the above illustration featured 
eee in Sand’s national advertising appearing in April and May 
1 No. 7-A Mason Wood Level, 48” issues. ‘They'll recognize it in your window and it’ll bring 
lL No. 677 Carp. Wood Level, 18” ° 
1 No. 678 Carp. Wood Level, 24” them in. 

Lh No. 118 Carp. Wood Level, 24” 
bi ees Sel: SF The poster is produced in six striking colors—it catches the eye 
1 No. 30 Aluminum Level, 30” and tells a sales story at a glance. 


An Assortment of Sand’s Nine Best Sellers 


It gives you a representative line without any “stickers,” in a 
display box, with one 48” 6-color poster, and another cut into 
three panels, a window card, retail price list, and suggestions for 
a window trim, all for less than the dealers’ regular cost if 


bought separately. 
Write or Wire Your Jobber Today! 


Have your assortment shipped at once so you'll have them in 


) 


““Sand’s Levels time to get one in your window early in April for your Spring 
Tell the trade, and the other for a store display when the national adver- 
Truth’’ tising will do you the most good. ‘The price is so low we must 


limit two to a dealer. 


SANDS LEVEL & TOOL CO. 


8626 Medbury Ave., Detroit, Michigan 
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Last lot completed ; 
entire washing ready 
for the line in one hour. 


In Two 


Into basket : second 
and third batches wash: 
ing in two tubs 


Into the blue rinse : }j 
second batch washing 
in the first tub 


Wring tirst lot into 
second tub. filled with 
scalding hot suds 


Lower the lid and turn 
on the switch and the 


into the first tub, filled 
first lot is washing. 


with warm suds. 


Double || Tub Cuts 


A New Window Trim for DEXTER Dealers 


HANDSOME six-piece, two-color window trim 
that includes six individual window cards, each 
card 814” x 17”, supported by an easel. The 
whole trim spells the name ‘“‘Dexter”’ in large letters and 
tells an interesting story about the operation of the 





Dexter Double Tub— one of the 
most attractive window trims 
we’ve ever prepared. It is free to 
you for the asking. 








HAT is the outstanding 
advantage of Dexter Double 
Tub that makes a demon- 
stration so convincing to your 
customer, cuts down your selling 
time and effort, and enables you 
to get clear away from old ‘“‘cut- 
and-dried’’ washing machine sales 
arguments. 

It washes—rinses—wrings—all 
at the same time. Its remarkable 
agitation cuts the usual 10 or 15 
minutes to 5 minutes or less per tub and turns 
out the clothes beautifully clean and white 
without soaking, boiling or hand-rubbing. 

The water doesn’t have to be changed 
during the whole washing, and the last lots 
do not have to be washed in dirty water. All 
of the heavy dirt is removed in the warm 
suds of the first tub, so that each lot is 
finished in the clean scalding suds of the 
second tub. 





Washing 







——e 





The new Double Tub, Model 20-E, has 
been simplified and improved—fewer gears 
and fewer working parts than in any simi- 
lar washer, oilless bearings throughout, 1m- 
proved swinging wringer with single lever 
control. 

It’s an easier washer for you to sell be- 
cause it is an easier washer for your cus- 
tomer to use—and there won’t be any serv- 
ice or repair costs to cut down your profit! 


Write for details of liberal dealer plan 


Warehouses at 
Peoria, Columbus, Harrisburg and Utica 


The Dexter Company 


Fairfield, Iowa 
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(;ood Hammers for the Mechanic and 


the Handy Man— 


Finish, lines and balance are essential to good Hammers and to 
each of these, the utmost care and attention is given in making 


PEXTO Hammers. 


They are forged from one piece of special tool steel and tem- 
pered to an extreme toughness. The handles, which are shaped 


to fit the hand, are made from selected second growth white 
hickory. 


The line is complete and covers practically every style ham- 
mer in common use. 


“The 


PECK STOW & WILCOX CO 
Southington, Conn. U.S.A. 


Ask for Tool Catalogue No. 20T. 
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Mi Hind a Hundred Uses 
Megese Brushes in four Og}, ,, Fe 
re me ee 

5 4 a » fn -_ | 


: 














Osborn Blue Handle House- 
hold and Personal Use 
Brushes are never e6old by 
canvassers or solicitors. 

















Lr 4 4 } 7; , 
Osborn Biue Handle House: 4 , , 
hold and Pereonal Use 
Brushes are sold only through 


selected retail stores. 



























and AA 
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Good Housekeepin 
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Comentint 
HOUSEKEEPING MAC 
































This window and counter display stand will work 
for you. Ask us, or any Osborn distributor. 


Keep the Brush Business in your 
Store - Where 1t Belongs 


These well-known houses are authorized dis- 
tributors for Osborn Blue Handle Household 
and Personal Use Brushes. Ask them. 








le og Toledo: ee Es 7 The house to house canvassers (glorified peddlers) have 
oe, eee hee go sal profited through the fact that there never has been a con- 
cuse; Decatur & Hopkins Co., Boston; certed effort on the part of a legitimate manufacturer, dis- 
getus Eres Co, Beare; Sree Sa tributor, and dealer to hold the brush business. 


Co., Evansville; C. H. & E. S. Goldberg, New 
aed et — b . na." Syracuse; } son 

ubbar on 0., yracuse; Janney, : 
Semple, Hill & Co., Minneapolis; Kelley-How- But that is changed now. 
Thompson Co., Duluth; Lee-Kountze Hdwe. 


on Me R ~ Go. beitaraies The Osborn Blue Handle line of quality Household and 
Morley Bros., Saginaw; Northern Drug Co., ; 

Duluth; The Philadelphia Wholesale Drug Co. Personal Use Brushes, and the Osborn Display Stand are 
Philadelphia; Plimpton-Cowan Co., Inc., Buf- the finest definitely planned means to keep the brush 
falo; John Pritzlaff Hdwe. Co., Milwaukee; : ‘ : , 

The Salt Lake Hdwe. Co., Salt Lake City; business where it belongs—in the retail stores. 
Supplee-Biddle Hdwe. Co., Philadelphia; H. D. 

ee Goan” Temata Mees & tigen Gn Hanes Distributors and dealers all over this country are joining 
o., Troy; Townle eta we. Co., Kansas . , ' > 

City; _Ven Camp Hdwe. & iron Co., indianapo- with Osborn in this new and profitable merchandising plan. 


lis; The Walding, Kinnan & Marvin Co., Tol- 
edo; Wyeth Hdwe. & Mfg. Co., St. Joseph. 








Osborn Brushes are of the finest quality; ingenious in design; 
distinctive in appearance; popular in price; consistently ad- 
vertised—and they pay you real profits. 





Write now for full details—and join in the nation-wide 
movement to keep the brush business in the stores. 


es The Osborn Manufacturing Co., Cleveland, Ohio 





MAKERS OF QUALITY BRUSHES SINCE 1892 
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The Bite 


of a Morco 


The “‘Oil-hardened” teeth of a Morco Pipe Wrench bite with a firm secure grip— 
no slipping, gouging or false holds. The jaws clamp with a vise-like hold that gives the 
full benefit of every ounce of purchase—each new hold is accomplished with a free ratchet 
movement that leaves no unnecessary mutilation on pipe or fittings. 


MORCO—Made for heavy service 


MOORE DROP FORGING CO. 
Springfield, Mass.US.A. 


New York Office Chicago Office London Office Paris Office Brussels Office 
74-76 Murray St. 34 N. Clinton St. 27-28 Anning St., E. C. 18 Rue Corbeau 30-34 Rue Locquenghien 
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Get This 





Powerful Automatic Salesman 
to Boost Your Sales of 





This beautiful, compact, lithographed, all steel 
Counter Display Case holds one ream 
sheets) of Sandpaper, in assorted sizes—oo to 


No. 3. 


It will not only double or triple your sandpaper 
sales, but will point the way to sales of paints, 
varnish, floor wax, brushes and a lot of other 
things that the Sandpaper-user needs. 

It also gives you something you never 
had before—a clean, tidy place to carry 
your sandpaper stock where it won't 
curl or deteriorate—and where your 
customers will see it and be re- 
You stop 


minded of their needs. 
losses and increase sales. 


How to Get It 


Send your order to our fac- 
tory or nearest branch named 
below, to be billed direct, or 
thru your jobber for 


Ruff-Stuff Display Case 
and One-Ream Display 
Assortment 


The complete shipment will be 
billed you at $9.60 F. O. B. ship- 
ping point, our regular list price 
on an assorted ream—less regular 
trade discount. 


Case will come to you securely 
packed in an individual carton, 
together with the 480 sheet Dis- 
play Assortment of Ruff Stuff 
Flint Paper. 

The case is yours—no “strings” 
to it, except that we are sure that 
when the time comes to refill it 
thru your jobber, you will stick 
to “RUFF -STUFF”—A Sand- 
paper that makes firm friends out 
of every buyer—especially con- 
tractors, carpenters and _ other 
people who know good sandpaper. 



















? 


The Sandpaper that Satisfies 


_ BA Quality Product-Tryitt 
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The Sandpaper that Satisfi 


The sheets lie flat 
he grits are sharp 
he surface is uniform 
he paper is tough 


Ww, & “av l , 


Put it on the counter—it takes but little room. It will attract 
favorable attention and will pay handsome dividends. 


‘Wausau Wisconsin 





Ruff-Stuff 


selling numbers, as follows: 





Display Assortment 


Consists of RUFF-STUFF Flint Paper assorted 
so as to give the largest quantities of the best- 


4 quires 00 2 quires 
4 quires 0 1 quire 
4 quires ¥% 14 quire 
4 quires 1 1% quire 


Display Case included without extra charge. 


ausau brasives@ 


Branch Warehouses: Chicago Detroit New York t. Louis 


Cleveland os Angeles 








ortment of Ruff- 


Please ship to the undersigned ome Ream_ Display Ass 
as advertised in 


y . 
3” Stuff Flint Paper, ‘together with Counter Display case, 
1925. for which we agree to pay you $9.60, 





214 Hardware Age for April 2, 
3 F. O. B. shipping point, less regular trade discount. 

Bill— 
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Address 
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AN7 AMERICAN BRAND 
7 §—_— SCREEN WIRE CLOTH 


GALVANOID 


Galvanoid is the recognized 
leader in weather proofed 
screen wire cloth. Heavily 
electro-zincked after weaving. 
Always dependable. It will 
pay you to specify Galvanoid. 


BRONZE 


American Bronze combines 
great durability, tensile 
strength and hardness. Firm, 
resilient. Will not sag or 
bulge. The supreme quality 
screen wire cloth. You can 
profit by its good name. 























YAME RIC 


a 











We also manufacture copper, 
galvanized and painted screen 
wire cloth. 


® gf 


American Wire Fabrics Corporation 
Subsidiary of 
Wickwire Spencer Steel Co., Inc. 


General Offices: 
41 East Forty-second Street, New York 


Western Sales Office: 
208 South LaSalle Street, Chicago 


Worcester Buffalo Philadelphia Cleveland 
Detroit San Francisco Los Angeles Seattle 
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Get Ready NOW For 
MAY 9th! 


We urge every hardware dealer in the country to place 

' an order for TRIMO Pipe Wrenches in all sizes AT & 

ONCE in anticipation of the increased demand for this 

nationally-favored tool which will be greatly stimulated 
around May 9th on the occasion of 


TRIMO’S 2nd FULL PAGE 
advertisement in the 


SATURDAY EVENING POST 








Where 


TRIMO’S 

Be sure to include the 10” Wood handle (household) National 
size packed in individual cartons. Make TRIMO Window Advertising 
displays from May 7th to May 16th. Hardware dealers a a 
e Satu y 


Evening Post 
The Country 





all over the country who cooper- 


ated in this way when the first Gentleman 
TRIMO full page “POST” ad- TRIMO oad = gga 
vertisement came out—Febru- Farming 
ary 14th—reported big sales. PIPE J —. 
Plumber’s Trade 
VISES Journal 


Sanitary Engi- 
neer 
Power 


It’s up to you to get the full 


benefit of the second big event 














It will pay you to stock 








TRIMG 


in our national advertising. Pre- the FIVE sizes of these fast wen Age 
, wa Southern Engi- 
pare NOW. selling Vises. They com- naan 
bine all features that appeal Oil and Gas 
strongly to plumbers and Journal 
mechanics. The name ~ —- 
TRIMONT M “TRIMO” inspires confi- ar te 
FG. CO. d : Ask Agent 
ence in consumers. S Petroleum 
Roxbury, Mass. your jobber about TRIMO Register 
PIPE VISES. They’re Total 
America’s Leading Wrench Makers for being widely advertised. Circulation 
Nearly 40 Years 5,500,000 





137 
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Well Known Tools 


eae = Meet No Sales Resistance 






















And Williams’ Line of Screw Wrenches 
successfully meets the demand of all mechanics 
and purchasing agents who know the worth of 
established brands. 


Three patterns supply a comprehensive selection: 

“W & B’”’ Machinists’ Knife Handle and 

W &B “Railroad Special’? (Iron Handle) are 
quality wrenches of the highest grade. 


“W & B” Agricultural Wrenches are good, care- 
fully made tools at moderate price. 


Head and Bar, drop-forged in one piece from 
specially selected steel and case-hardened. 


Extra Heavy Jaw, case hardened and accurately 
fitted with easy-acting, solid steel screw. 


Profit by “The Wrench People’s” popularity and 
widespread publicity. Add their “good will” to 
your own prestige. Stock “W & B” Screw 
Wrenches. : 


> a 
oro" LL 
7 
oS + . Fe 
— > 
— 7 
«>< 








Details and Wrench Book on request. 


J. H. WILLIAMS & CO. 


“The Wrench People’ 
New York BUFFALO Chicago 


WILEIAM 


“W&B” 
SCREW 
EF  =©6——C '.._- WRENCHES 


WAMU LUNA 








4 
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THE 


GOODELL-PRATTI 
ALL STEEL MITRE Box 








Steel and nothing but steel. Rigidity, strength and indestructi- 
bility. Accuracy at any angle or at any depth of cut. Unexcelled 
finish. Superiority at every point. 


No Wonder They Sell 
GOODELL-PRATT COMPANY 
GREENFIELD, MASSACHUSETTS, U. S. A. 


ne ee ER 


jee GOODELL-PRATT 
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Science finds a way to focus 
more heat on the cooking 


Your customers 
are learning 
about it. Will 
you get their 
business? 


ROR centuries cooking was a slow busi- 


ness—and a troublesome one. 


The old open fires sent most of the heat 
But little reached the cooking. 


Then came wood and coal stoves—and 
finally gas and oil stoves. All were designed 
to save heat—to put more heat on the bot- 
tom of the pot or pan and speed up cooking. 


into the air. 


Now science has perfected an oil 
range that focuses even more heat 
on the cooking. This oil range puts 
a greater percentage of heat on the 
bottom ot the pot or pan than any 
other high-powered burner. It speeds 
up cooking. It cuts down fuel con- 
sumption. 


This oil range is the Florence. You 
see its burner pictured above. You 
see how close the flame is to the 
cooking. You see how the heat goes 
right to the target—to the bottom 
of the pot or pan. You may already 
know how much heat this is—how 
the Florence flame is not a wick 
flame, but a kerosene-gas flame— 
efficient—safe— economical. 


How women are learning 


Women all over the country are be- 
ing told about the focused heat of 
the Florence. If they read the maga- 
zines or newspapers they are sure to 
learn of this remarkable advance- 
ment in the science of oil range con- 
struction. 


Countless women are learning of 
focused heat through the Saturday 
Evening Post. Three double page 
spreads and several full pages in 
color tell the story. 


Hundreds of thousands are read- 
ing of focused heat in every issue of 
Good Housekeeping. 


Farmers’ wives everywhere are 
reached with an extensive campaign 
in sixteen farm papers. 


In cities and towns throughout 
the United States women are read- 
ing of Florence focused heat when 
they go through their morning or 
evening paper. 


Business is there for you 


Thousands of these women will want 
to see the oil range that speeds up 
cooking and lightens kitchen drudg- 
ery. They will want to see the range 
with the leveling device that insures 
the even flow of oil to each burner. 
They will want to see the range with 
the oven whose “‘baker’s arch’’ and 
patented heat distributor evenly 








Why the Florence is a 
money-maker 


Florence allows a liberal mark-up— 
well above the average. 


Florence is the range that most per- 
fectly suits women’s requirements. 


One of the most widely advertised 
ranges. 

Extensive co-operation given to 
merchants and retail salesmen who 
sell it. 











distribute the heat and keep food 
from burning on the bottom. They 
will want to see the range endorsed 
by the Priscilla Proving Plant, the 
Good Housekeeping Institute, and 
the New York Herald Tribune In- 
stitute. 


When they see it, they will buy. 
Its many features sell themselves. 
Will you be one of the thousands of 
merchants who have it to sell them? 


Get the complete facts! 


Hundreds of merchants, in every 
section of the country, have in- 
creased their oil range business from 
a few stoves a year to carloads by 
standardizing on the Florence. 


It will pay you to find out why 
they have been so successful, and 
why it is that the Florence has built 
up for them such a profitable oil 
range business. 


Mail the coupon on the opposite 
page and we will send you the facts. 


You can easily decide whether the 
Florence should be ‘“‘your money 
maker among oil ranges’”’ as it is for 
sO many other merchants. 


FLORENCESTOVE Co., 1011 Park.Sq.Bldg. 
Boston, Mass. 


DIVISION OFFICES: NewYork, Chicago, Atlanta, 
New Orleans, Dallas, Denver, Detroit, Cleveland 
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Above are three double-page spreads on the Florence which appear during 
April, May, and June in the Saturday Evening Post. They are followed 
by seven more full page advertisements. 


This three burner blue model of the Florence 
also comes in 1, 2 and 4 burner sizes. You can 
get the gray enameled_range in the same 
sizes and models and at the same prices. 
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A few of the magazines carrying Florence adver- 
tising are shown above. Most of the advertise- 
ments in these are full pages in four colors. In 
addition to the magazines, Florence advertising 
appears in hundreds of newspapers. 





FLORENCE STOVE COMPANY 
1011 Park Square Bldg., Boston, Mass. 


Gentlemen: 


Please mail me a copy of your catalog. 


Name_. 


Address 
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FOR 
REPAIR TOOLS 


This is the busy spring overhauling season. Thousands 
of garages and car owners are doing the little repair jobs 
necessary before putting their cars on the road again. 


And around the factory, farm and home, spring finds all 
sorts of odd jobs to be done. 


See that your shelves are kept well filled to meet the de- 
mand for repair tools. Nothing satisfies a customer more | 
than being able to get tools when he wants them. ! 





You will find “Headquarters” an ideal place to put your 
ey replacement orders. Our large stocks will enable you to 

Save time and money by ordering all these items at one Lie Git 
time from one company. Your saving will come in 
reduced clerical, postage, freight and cartage charges. 
Make one large order do the work of a dozen scattered 





Pipe Wrench 
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Repairman’s Taper Reamer | 
Round Adjustable gtomngen Re-threading 
Die Die 
Taps and Dies Gages 
Screw Plates GREENFIELD § TAP AND DIE Pipe Tools 


“Little Giant” 
Pipe Wrenches 


Twist Drills 


Reamers 


ATION 


MASS.,U.S.A, 





CORPO 


GREENFIELD. 
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SOLID COPPER 


STORE FRONTS 


Kawneer ~ 


The quaint, picturesque shops of yesteryear served well enough 
for the times, but progress in merchandising brought about many de- 
velopments, particularly in window design. 







That merchants in many lines of business appreciate the beauty and 
trade-drawing power of Kawneer Solid Copper Store Fronts has been well 
established during the past 20 years. 


Brown and Hamilton Co., of New Castle, Pa., write: “When one sees 
with their own eyes the OLD and the NEW, there can be no misunderstand- 
ing—the contrast between our old front and the new one just installed by 
you has been the subject of much favorable comment.” 


And to learn more about Kawneer Solid Copper Store Fronts for 
your particular business, just send the coupon which will bring the 
information without cost or obligation. 





The 
Kawneer Company, 
2217 Front St., 
Niles, Michigan. 








See other side for Six Points of Kawneer Superiority. 











>yse send me without obligation 
k” of Kawneer Solid Copper 
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kyscraper Strengt 


and Resiliency are embodied 
Kawinee 


STORE FRONTS 








The cold-drawn, solid copper mouldings 
enable Kawneer Store Fronts to give enduring 
service to the modern skyscraper. 





And in addition to the long life feature, 
Kawneer Store Fronts are so constructed that 
all vibrations pass out thru the edges of the 
plate glass. This is accomplished by means of 
the Kawneer resilient grip which provides the 
necessary give-and-take. 


A more complete description of Kawneer 
Store Fronts and the 6 features illustrated be- 
‘low will be gladly given without cost or obli- 
gation to merchants who return the coupon 
shown on the opposite side of this page. 








RESILIENCY 




















VENTILATION 





EASE of INSTALLATION 
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Machine Screws 
Stove Bolts 
Tire bolts 


American Screw Co. 


PROVIDENCE , RI. 


WESTERN DEPOT 
225 WEST RANDOLPH ST., CHICAGO, 


LO OD 
city Abs. path <a, ee a a. _. 
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One More Reason Why Brown & Sharpe Tools 
Are the Tools Mechanies Ask for 


—Superior Design— 






Note that the new 
Brown & Sharpe In- 
side Micrometer can 


Mechanics want tools with 
“are * || features which help them 
their work. Brown & Sharpe 
Tools have these features. Their 
ready adaptability to unusual 









-¥, aes jobs is known throughout the 
a ren world. The tools on this page 


show a few of the advantages 
of Brown & Sharpe Design. 
trove e Sharpe atuviannesave HH 6) MMechanics want to buy tools 
that help them in their work. 
— Sell them Brown & Sharpe 
The long bulton 18 8 spell tn Tools. 


makers’ Button ns. "hs pee mits med 
ing holes oi Gas Sane. 







Tools with superior features like these and 
over 2000 others are shown in the new Small 
Tool Catalog No. 29. Copy sent to any 
address. 


Brown & Sharpe Mfg. Co. 
Providence, R. I., U. S. A. 


Mechanics Like to Use Them 


You can get a tool setting from \%” to Dealers Like to Sell Them 
advantages. 


8%” with the Brown & Sharpe Planer 


and Shaper Gauge. And this gauge can 
‘Standard of the Mechanical W orld” | 





be used on its side—two Brown & Sharpe 
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ou are judged by 
tho Tires you sell / 


The good Hardware Merchant cannot 
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; afford to handle poor tires. For they di- 
‘ rectly injure his reputation. Lessen public 
; confidence in him. Tend to hurt his entire 
business. _ 

4 That is one of the big reasons wise Hard- 
: ware men are turning to the Para-Bell. It 
j is always safe, because of uniform high 
character. A good will builder, not alone 
; for itself but for the entire business of the 
E man who handles it! | 


Best of all, the Para-Bell is the high quality 
tire that is competitively priced—an ideal 
product for the hardware merchant any- 
where. 


PARA-BELL 


PARA -BELL RUBBER Co. Mansfield, Ohio 
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Ford One Ton Truck PRICE COMPLETE 
With New Stake Body = hy > 5 
Now you can buy a stake body mounted on the F. 0. B. DETROIT 


Ford Ton Chassis as one complete Ford unit. 
- ‘ : . Sturdy all-steel frame. 
This new product combines wide trucking 


utility with the operating economy of the 
Ford Chassis. It is built for hard service. 


Selected well-seasoned wood 
used for floors and rack boards. 


Racks are in five sections and 
See it at the show rooms of your nearest when latched at corners and 


Authorized Ford Dealer. joints give you a body of 
extraordinary strength and 


durability. The racks are easily 


Fora Motor removable to provide a plat- 
or Gomfuany., form truck. 


FF 
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STILLSON, like Walworth, 
is a trademark and regis- 
tered by its owner — the 
Walworth Manufacturing 
Company—in the U, 8S. Pat- 
ent Office, in the several 
States and in foreign coun- 
tries, 
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Use these two displays to 
sell STILLSONS as a line 














WORTH 


size of STILLSON from 6 to 48-inches. - 


The most generally used is the 10-inch, 
nationally advertised and handily packed in 





‘te Walworth line includes every wanted oil 

















individual boxes. Keep the Walworth counter 

carton working to sell these to your house- 

hold trade while the metal STILLSON stand Gus of thoes stenie 

holds up the 6 to 18-inch sizes to catch the a any dealer 

eye of the mechanic and the car-owner. , |] ing assortment. Ask 
You’ll find an attractive extra sales help iliac an 

tucked into every carton. This Walworth maa “one Sateen 

display packing costs no more than bulk aoe 

wrenches but be sure to specify ‘‘In cartons’”’ (Stee! Handle) 

when you order them. 
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WALWORTH MFG. CO., Boston, Mass. Sales Units and Distributors in All Principal Cities 
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Mansfield Dealers say 


Se, this Tire Rack 
makes money 
for them 
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Tell Your Jobber You Would Like to Have One 


Among the many things Mans- Now they tell us that it actually 
field has originated to help Dealers attracts customers so that many 
make more money, this Tire Rack a sale results that would not other- 


seems now to be the favorite. wise be made. 


Dealers first took to it as an at- Tell your Jobber you would like 


tractive store fixture that is alsoa _ to have one, or speak to his sales- 
great convenience. man about it next time he calls. 


THE MANSFIELD TIRE © RUBBER COMPANY, MANSFIELD, OHIO 
Balloon Cords Truck Cords Heavy Duty Cords Regular Cords Fabric Tires 


Tire Manufacturers Extraordinary to the Hardware Trade 


MANSFIELD 
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A Bumper Crop this Year 







Patent 
Pending 


for the McKay Dealer 


Here’s why — the outstanding improvements in McKay designs 
give McKay Dealers the edge on the other fellow. McKay Bumpers 
are new in design and new in construction. They add greater 
beauty and better protection at the same time and that’s what 
the motorist wants. 

The McKay bead end construction combines these two import- 
ant qualities. While it improves the appearance it adds strength. 
The end bolts are held away from the bars and beads by: patented 
flange washers (A). These bars and beads absorb the shock 
leaving the bolts firmly in place and Keeping the bars rigid and 
always in alignment. And in McKay Bumpers you'll find double 
resistance. Both brackets and bars give car protection. 


The McKay line of Bumpers is complete. 
Write for our dealer proposition. 


UNITED STATES CHAIN & FORGING COMPANY 
UNION TRUST BUILDING, PITTSBURGH, PA. 


Makers of McKay Tire Chains, McKay Shurout Chains, McKay Ready Repair Links, 
McKay Bumpers, and Chains for all Industrial and Commercial purposes. 
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MCKAY: so BUMPERS 
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Why Hardware Dealers 
Make More Money 
Selling Hartford Tires 


. There is no sales resistance on account of 
price—Compare Hartford list prices with 
the list prices of other tires, particularly 
those sold through the hardware trade. 
. They are economically distributed —The 
leading hardware jobbers throughout the 
country handle them. 

. They are of the highest quality —This 
brings repeat business. 

. They are favorably known—Nearly thirty 
years on the market. 


. The line is complete: 

— Hartford Balloon Cords for 20, 2) and 
22 inch rims. 

— Hartford Balloon-Type Cords for pres- 
ent wheels and rims. 

— Hartford Cords in regular sizes for the 
car owner who is not ready to change to 
balloon tires. 

— 30x34 ““H” Tread Clincher Cords— 
a big seller to the owners of light cars. 


- * ¥* 


Thousands of hardware dealers have 
built a profitable tire business with the 
Hartford line. 

W rite for list of Hartford Tire jobbers—. 
there is one in your locality. 


HARTFORD RUBBER WORKS COMPANY 


1790 Broadway New York City 
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cd Remarkable 


| NEW TYPE of FLASHLIGHT 
Retails for *1°° 











Complete with Batteries 


/ HIS is the world’s most simple flashlight. 
° Composed of only 7 parts—all interchange- 
able. It is made up with heavy nickel case. 
| Genuine YALE QUALITY throughout. A | 


indie 






REAL FLASHLIGHT! 








Fit All Standard Flashlights 


The patented construction of the 
Yale Mono-Cells make a short cir- ° 
cuitimpossible in a flashlight. They 


are “‘chock’’ full of dark-dispel- 


YALE MONO-CELLS Here are some of its | 


2. No Contact Strip to Corrode or break. 
3. Bulb Assembly fits either end. 
4. Batteries can be inserted in either end. 


1. No Contact Switch to go wrong. 







Do you want to know how it works? 









Write us today for full particulars. 








YALE ELECTRIC CORPORATION 


CHICAGO BROOKLYN SAN FRANCISCO 
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Be | GREASE Cups 
a, | 2 O ‘ L. Cu PS 


a For 30 years Empress Grease and Oil 


No. 18 ° ° 
Hinge Lid Straight Cups have demonstrated their downright 


Oil Cup ° . ° 
fe superiority for repair and replacement 

















parts as well as for new work. 


Their great sale is due to the fact that haa 
each type is made exactly right for the a ye 
purpose intended. 

















No. 52 Your Jobber will supply you. 
Snap Top 
Oil Cup 
AUBURN, NEW YORK 
No. 249 
Branches hs Ratchet 
NEW YORK, 220 Broadway CHICAGO, 2110 Michigan Ave. — 
DETROIT, 2760 W. Warren Ave. CLEVELAND, 7113 Euclid Ave. 
KANSAS CITY, 2005 East 15th St. MINNEAPOLIS, 983 17th Ave. 
BOSTON, 161 Massachusetts Ave. SAN FRANCISCO, Monadnock Bldg. 





Wick Peed Reservoir | Complete data on these cups and over fifty other types of grease 





Oil Cup 














and oil cups is given in Booklet No. L-102. Write for it to-day 

























“Red Devil” Pliers 


Made for the man who wants to buy 
the best in tools, at a reasonable price. 


Over 100 styles and sizes, for every 
conceivable use. Drop forged from 
steel. 

National advertising, attractive display 
boards, metal signs and dealer co-oper- 


ation make them easy-selling. Catalog on 
request. 


Smith & Hemenway Co., Inc. 
Mfrs. of “Red Devil” Tools 


98 Coit Street Irvington, N. J. 


“Red Devil’’ Fence Tools, Glass Cutters, Snips, Wrenches, 
Screw Drivers, Auger Bits, Chain Drills, Cold Chisels and 


Punches, Nail Pullers, Linemen’s and Electricians’ Tools, etc. 
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known to be the best tube repair outfit 


Shelf hardware that sells 


guickly and brings repeat sales 


If you handle a line of auto accessories 
you know that with most accessories you 
sell ONE to a motorist, and that’s the 
end of it. 


But every sale of a Shaler 5-Minute 
Vulcanizer makes a steady repeat cus- 
tomer for Shaler Patch-&-Heat Units 


to use with it. 


That’s why the Shaler Vulcanizer is 
especially profitable for you to handle 
—even if you don’t carry a complete 
line of accessories. It’s staple shelf 
hardware, occupies but little space and 
does not have to be carried in a large 
range of sizes—one model for all cars. 


HARDWARE AGE 


Widely advertised for many 
years—more than ever this year 


The Saturday Evening Post campaign 
begins April 11, and will continue all 
through the heaviest driving seasons— 
spring, summer and fall — with full 
page and quarter page advertisments. 


The earlier in the season you get 
Shaler Vulcanizers into the hands of 
motorists, the more Shaler Patch-&- 
Heat Units you will sell this year. 

Order Now. Don’t wait for your 
jobber’s salesman to call. You'll want 
more by that time if you order now. 
Tell him you want Shaler’s free window 
display material. ‘“Tie-up’’ your store 
with this big advertising campaign that 


tells your customers to ‘‘vulcanize First, 
and make it LAST.” 


C. A. SHALER CO., 1502 Fourth St., Waupun, Wis. 





9-MINUTE VULCANIZER 


31 




















HARDWARE AGE 


April 2, 1925 























2 
SARGE 





Orr 








Aocks & Fardware 





Up and working 
in a third of the usual time 


A CARPENTER told one of our 
salesmen that his men can apply 
three Sargent Door Closers to one 
of other makes because of the blue- 
print template which is packed in 
each box. And your carpenter 
customers are not the only ones 
who will be interested in this point. 
Speed means ease and simplicity of 
attachment—and simplicity is a 
point that will appeal to the man 
who desires a closer or two for the 
doors in his home. He wants to be 
sure that they can be put up with- 
out fussing, and that they will 
work perfectly when up. 


Show Sargent Door Closers in 
the various sizes and suggest their 
usefulness to every customer who 
comes in the store. An increasing 
number are being sold for screen 
and storm doors, lavatory, cellar, 


backstairs, refrigerator room and 
other important doors in the home. 
“520” is the Sargent Closer for this 
work. It’s a mighty fine small 
edition of the larger Sargent Closer 
which is so widely used on heavier 
doors, of stores, apartments and 
public buildings. It is being adver- 
tised in leading home magazines. 


Show the Sargent blue-print 
template and. explain that these 
closers may be attached to right or 
left hand doors without changing 
parts. They stand all the tests of 
actual service. Each is guaranteed 
to be perfect and in proper work- 
ing order when it leaves the fac- 
tory. We will furnish interesting 
folders, imprinted with your name, 
for counter and mailing use. Ask 
also for our Co-operative Adver- 
tising Service Booklet. 


SARGENT & COMPANY, Hardware Manufacturers, New Haven, Conn. 


New York: 92-98 Centre Street 


Chicago: 221-223 W. Randolph Street 


THE DECIMAL SYSTEM OF PRICING AND PACKING HAS BEEN ADOPTED FOR SARGENT HARDWARE 
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TRADE MARK REG- 


doing for the dealer? 


Intensive Advertising in More 
Than 800 Leading Newspapers 


is carrying the Panco message of foot comfort 
and economy into millions of homes through- 
out the country! 

-—the best kind of advertising for YOU, Mr. 
Dealer, because it is concentrated in your 
community through the columns of your local 


paper. 


Outwears Best Leather 2 to 1 


is a sure-fire sales clincher! You can guar- 
antee it—we'll stand behind you. Hardware 
merchants everywhere are finding Panco Half 
Soles—Heels and Strips profitable items—with 
an unusually quick turnover! 











S 








Black or Tan—for Men, Women and Children. 
Look for If It Doesn't 
This oo | g f \ D Bear It—lIt’s 
Trademark TRADE MARK REG Not Panco 


\\ Va 




















Panco Co. Chelsea, Mass. 





April 2, 1925 


HARDWARE AGE 


34 























































































































































































































































































































































































































































































































Se ee ee 





































































































































































































iii 
Li 


GRAY-WICK 


SCREEN WIRE CLOTH 
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eavin 
Extra Heavy Electro Zinc Coating 
and Enameled with White Varnish, 
which Binds Wire together and makes 
a Dull Gray Finish throughout. 


Dull Finish—Multi 
Galvanized After 


Compare weight of our Screen Cloth 


Made from Open Hearth Steel. 
with other makes. 
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Wickwire Brand Hex Nettings 


Galvanized Before or After Weaving 


Write your Jobber for Full Information and Prices 


WICKWIRE BROTHERS 





ENTIRE FACTORY AND OFFICES 
CORTLAND, NEW YORK, U. S. A. 


' ESTABLISHED 1873 


INCORPORATED 1892 
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What a cut 
bolt thread - 
looks like 


F course you can’t see it 
with the naked eye, un- 
less the thread is broken 

down altogether. 

But there is another eye, the 
eye of the Comparator, with its 
cold, white, remorseless light 
that will see it for you—and 
show it to you. 

Then you will know why so 
many bolts won't fit, why so 
many bolt threads stick or strip 
or slip. 

And you will be cured of cut 
thread bolts from that day on. 
Empire Bolt Threads Are 
Now Made Without Cutting 

The edge of a cutting die 
grows duller with every bolt 
that passes through it. And the 
duller it gets the less accurate 
the thread becomes. You never 
know what's going to happen 
when you turn a nut down on 
a cut thread bolt—whether the 
nut will finish the journey, or 
get stuck half way down, or 
whirl around without going 
anywhere at all. Anything's 
possible. 


The Eye That 
Never 








under the 
searching 
eye of the 
Comparator 


That is why Empire engineers 
developed their wonderful new 
process of thread building. They 
sought a method that would 
eliminate the defects of die cut- 
ting. 

They produced a die that 
builds up the thread under pres- 
sure on a specially prepared 
blank. This die is made on a 
machine tool of a new type that 
works to unbelievably close 
limits of accuracy. 


The Last as Accurate 
as the First 

Run through the die, the pre- 
pared blank comes out a perfect 
bolt. It’s not just the first few 
bolts that come out that way, 
but as many as are run through 
for as long a time as the bolt 
machines are kept going! The 
hifty thousandth bolt will be as 
accurately threaded as the first. 

Empire New Process bolts are 
now in full production, and 
available at no advance in price 
over former Empire bolts. 

Free samples, if you want 
them. Write and ask. 


RUSSELL, BURDSALL & WARD 
© BOLT& NUT COMPANY © 


PORT CHESTER.NY. 


PEMBERWICK.CONN. ~- CHICAGO - 





SAN FRANCISCO 
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ROCK FALLS ILL. 


Comparator pho- 
tograph, hardened 
and ground gauge 

thread. 





Comparator pho- 
tograph, New Pro- 
cess bolt thread. 
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This Tag at the End of 
the Roll Identifies 
Genuine Jersey 
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spite of it. 


The chief reason for the popularity of 
Jersey Copper Insect Screen Cloth is 
that it /asts. It is made of copper 
99.8% pure. Hence, unlike so-called 
bronze cloths, every wire is uniform 
in composition. It cannot rust. 


Our nation-wide advertising 1s con- 
vincing your best customers of the 
fact. Above are shown a color page 
in Collier’s and a color spread in The 
Saturday Evening Post, which will 
appear early this month. No other 


Ne tee7 





Quick and Easy Sales 


ERSEY Copper Screen Cloth is actually easier to sell 
than the slightly cheaper, but quick rusting kind 
made of iron or steel. 
proved it to their own satisfaction. They find that more 
and more of their customers are tired of the trouble of 
vearly painting and the expense of frequent renewal in 


Hundreds of merchants have 


screen cloth is so extensively adver- 
tised as Jersey. 


This month our customers are featur- 
ing Jersey Copper Screen Cloth in 
their windows. Fifty prizes, aggre- 
gating more than $1,000, are being 
offered for the best window displays. 


To merchants who carry an assort- 
ment of Jersey, we furnish attractive 
advertising material and dealer helps. 
Write us for further information. 


THE NEW JERSEY WIRE CLOTH COMPANY 


Trenton 


628 South Broad Street 


New Jersey 


All Grades of Wire Cloth made of All Kinds of Wire 


creen Cloth 


Pure 
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WHITCO “The Easy Hardware” 


Is the ideal equipment for sun rooms and sleeping porches. 


Detail showing WHITCO ap- Zz. i 


plied to bottom of adjoining 
pair of multiple casements. 




















Joint between sash may be 
rabbet or astragal as desired. 

















: ~ ". No special sash or frame detail 
Turned upside down, this ° is required. Mulitons are 
shows WHITCO at the top Sa. entirely unnecessary. 
of the same installation. >: 
Whitco Hardware solves every problem of dows are open, that it is hardly visible. When the 
swinging and controlling multiple casements windows are closed, it is entirely concealed. 
in wide openings more dependably and But best of all—especially for sun rooms 


and sleeping porches—the fact that Whitco 
is attached to the header and the sill, in- 
stead of to upright members, means the 
elimination of the mullions that otherwise 
would have to be provided between the 
sash—a saving that will pay for the hard- 
ware many times over. 

Any number of sash may be used in one 
opening. The installation is simple and 
the labor cost is much less. The drawing 
above shows how it is applied. No special 


more economically than any other. : 

In addition to taking the place of butts ff 
and adjusters — Tt 

Besides permitting the sash to be opened 
as much or as little as desired — 

This hardware makes such clever use 
of the principles of leverage and friction 
that it not only insures a perfectly opera- 

ting casement at all times, but it holds the 
e sash in any position, in any wind, without 
: rattle. 





. . ” : WHITCO makes it easy and ; és , . re 
And it is never unsightly. So little Of safe to clean the outside of the Mill detail is required. The joint between the 


this hardware shows, even when the win- “"@¢/7™ wihintherum. cash may be rabbet or astragal as desired. 


The retail hardware dealer can obtain WHITCO through his jobber. 


e In Solid Brass—per set, (the equipment for one sash or transom) $2.25 
Ee In Rust-Proofed Steel $1.75 


Full particulars on request 


VINCENT WHITNEY COMPANY 


Western offices: | Env 


365 Market Street WEILE 


3 Faeyr a 





Eastern offices: 
636-642 Mass. Trust Bldg. 


San Francisco MAROWARE Boston 








Send all inquiries to nearer Office. 
Copyright 1925, H. E. Holbrook Co. 
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Customers are quick to grasp and appreciate the remarkable advantages of U. S. Poul- 


try Fence once these are called to their attention. 
tures will aid you in selling U. S. 


Superiorities of U. S. 
Simplify Selling 


It’s Allin 
the Weave 


No Top Rail 
No Baseboard 


Rolls Out 
Flat on Floor 


Costs Less 
“Put Up” 


A Fence to 
be Proud of 


U. S. Poultry Fence is built like a Farm Fence. Line 
wires run parallel the full length of the roll. The in- 
tertwisted, reinforced joints lock the line wires so firmly 
together that they cannot slip or spread. This superior 
construction is found only in U. S. Poultry Fence. 


U.S. Poultry Fence requires no top rail, no baseboard. 
It stretches like Farm Fence, without buckling, bagging 
or sagging. The tighter you stretch it the better it 
looks and the better it stays. 


U. S. Poultry Fence rolls out flat like carpet. It cuts 
without waste. The neat, compact rolls occupy one- 
third less space than old style netting. 


With all its superiorities, U. S. Poultry Fence costs no 
more. Really it costs less “put up” for it requires no 
wood frame and fewer posts to erect it. 


The neat, symmetrical appearance of U. S. Poultry 
Fence appeals instantly to all buyers. It is easy for a 
customer to picture just how well a fence made of U. S. 
will look upon his own place and when he weighs all 
of these features, there can be no doubt in his mind 
which fence he will buy. 


There are few items in your store which will sell as readily, 
as profitably and as satisfactorily as U. S. Poultry Fence. 


Indiana Steel & Wire Company 


Muncie, - - Indiana 





These outstanding sales fea- 
Poultry Fence with the minimum of effort. 
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There Are Only Two Kinds of S 


1—If made of 107 lb. base tinned, you cannot dent it with 


your thumbs. 





2—If factory-tested by air and water, it won’t leak under usage. 















A Sprayer is like any other product made of tin—its strength depends 
first upon the weight of its base. 


You cannot build a sturdy house without a solid foundation. And we 
know from twenty-five years experience that any Sprayer of less than 
107 lb. base tinned will crumple between your thumbs under ordinary 
pressure. 


Of course, heavy weight tin costs us more. But it produces a sturdy, 
strong Sprayer. And when we double-test each one, as illustrated below 
with air and water, we have finished doing a real manufacturing job and 
that’s what we offer you. 


Certainly, if you were buying for your own use afid not resale; you would 
buy a Lowell. And no one can make a Sprayer at lower price without 
sacrificing one or the other of the above necessities. 


So order “Lowell.” ‘That’s Sprayer “insurance.” 


LOWELL SPECIALTY COMPANY 


Largest manufacturers of sprayers in the world 


LOWELL, MICHIGAN 








No. 210 Compressed 
Air Sprayer No. 112 


Special Tin Sprayer 





No. 115 
Continuous Tin 
Sprayer 


1. 107 lb. base tinned. 
2. Guaranteed against leakage. 
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T pays to give your customers “Most 
for their Money!” That is what 
you sell in a Dietz Lantern. 


First of these “most for the money”’ fea- 
tures 1s superior lighting power. The 
better construction that gives Dhetz 
Lanterns superior lighting power like- 
wise provides lasting strength, handy 
operating features, excellence of finish 
and good looks. 








We have now added the greatest im- 
provement in years—T ERNE BOT- 
TOMS—coated with a mixture of lead 
and tin—a heavy, durable surface— 
giving superior protection. 


Most hardware merchants sell Dietz 
Lanterns. They believe it pays to give 
‘most for the money.” 


R. E. DIETZ COMPANY 
| NEW YORK 


Largest Makers of Lanterns in the World —-Founded 1840. 
Output Distributed Exclusively Through the Jobbing Trade. 












“Most 
for 
their 
money 


‘DIETZ. 


\ LANTERNS 4 


bP 












April 2, 1925 HARDWARE AGE 


A HODELL CHAIN 
FOR EVERY PURPOSE 


SS 





VL. 


Nodell 
Chains 
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“STOP WASTE KEG” 
“Stop Waste Keg’’ keeps 
chain bright, clean and 
free, and saves space. 
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GARAGE REPAIRS 


Hodell chain is best for 
repairs about garage and 
home. 
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Chain Makes Repairs Permanent 


Unless you are selling chain for repairing farm implements, 
for renewing porch swings, for fixing garage doors, and for 
every other of the hundreds of uses about home, factory or 
office, you are overlooking profitable sales. It takes but your 
suggestion to sell chain to carpenters, plumbers, farmers, 
lawyers and every one of your customers, because they all 
need and use chain. 

If you sell some coil chain every day, the volume will sur- 
prise you, also it will stay sold, because it won’t fray or 
break. 

Hodell coil chain, made of highest quality materials is 
packed especially for the dealer’s convenience. Buy it in 
neat cartons, on handy reels or in “Stop Waste Kegs.” 


Sell More Chain—It’s Profitable 
SHS CHALI 2PRVVUCIS SY 
Established 1886 
CLEVELAND, OHIO 








FURNACE CHAIN 
Hodell Furnace chains 
made in Hodell, Cepeco. 

and Bulldog pattern. , 
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SASH CHAIN 
Proper sizes in_ correct 
finishes for alb weights of 

double hung sash. 
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AGRICULTURAL 
IMPLEMENTS 


Hodel! chain furnished in 
proper sizes for repairing 
\ Agricultural Implements. 








N § 




















HARDWARE AGE April 2, 1925 


| Zine {nsulated 


TRADE MARK 


Fences 


| Extra INSULATED AGAINST RUST 
(gn(¢F 40% T0 100% MORE ZINC 


AMERICAN, ANTHONY, NATIONAL, ELLWOOD, ROYAL, U. S. 


MORE THAN DOUBLE HEAT TREATMENT in zinc bath, the only proper way to 
give thicker coating, in connection with . 


PERFECTED DRAWING THROUCH OUR DIES BY THE MOST SKILLED WIRE 
DRAWERS IN THE WORLD, PRODUCING SMOOTH, ROUND SURFACE WITH- 
OUT RIDCES, TO WHICH ZINC IS EVENLY AND INSEPARABLY APPLIED. 


Reduces fence cost per year. Absolute security against hardest use. 


THE ZINC INSULATED PROCESS ADVANCES QUALITY TO THE LIMIT OF 
FENCE ENDURANCE POSSIBLE TO ATTAIN BY PRESENT KNOWN METHODS. 


THE WIDEST ADVERTISED AND BEST SELLING 


Ds FENCES ON THE MARKET 
7 BANNER Write us for selling details 


; arrow STEEL FENCE POST 
‘ 


























Built like a railroad rail. Remarkable stiffness and durability. 
~~ Has sprung into immediate popularity. Extensively advertised. 
: Write us for selling plans and literature. 


Nails, spikes, tacks. 
Barbed—our celebrated 
brands Ellwood Clidden 
American Glidden 


American Special 
Waukegan Lyman 
Ellwood Junior 
Baker Perfect 


Bale Ties. Telephone. Reinforcement. 
WE STAND BEHIND DEALERS FOR PROMPT QUALITY SERVICE. 


AMERICAN STEEL & WIRE COMPANY 


Chicago, New York, Boston, Denver, Birmingham, Dallas 
U. S. Steel Products Co., San Francisco, Los Angeles, 
Portland, Seattle 








Every kind for every pur- 
pose, in every form and 
every finish. 
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Another 

two-thirds 

page in the 

May issue of 

Good Housekeeping 


_ These advertisements in Good 
Housekeeping are convincing 
progressive women in your 
vicinity that BLUE STREAK is 
the greatest development in 



































kitchen utensils since the in- New Way to 

vention of the food chopper. Open Cans 

Are you ready for your share er Turn the handle and the top is off! 
of this exceedingly profitable A turn of the Biue Streak handle cuts the entire 
business ? top from cans of sardines, asparagus, fruit, and 


cans of any shape — round, oblong or square. 
Contents are removed whole. Blue Streak is 
neatly packed in a trim blue box, $2.00 in 
stores, by. prepaid mail, $2.20 





THE TURNER & SEYMOUR MFG. COMPANY, TORRINGTON, CONN 








It's different — and better 


The Blue Whirl Egg 
Beater is firm and strong. 
Stays bright and new for 
years. In blue box, $1.00 
at your dealer's, $1.15 
by mail. 

















The distinctive blue package 
draws attention, and appeals 
to the good taste of your 
customers. 





THE TURNER & SEYMOUR MFG. CO. 


Torrington, Connecticut 
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BISSELL’S 


N' ew Loy 
“— Sweepers 





Are real playthings that sweep. Colorful, 
attractive and with improved mechanism 
and construction; all built with an eye for 
use in active youngsters’ hands. 
values in toyland. 


Best 






“LITTLE GEM” 


7incheslong. Red and 
blue case, coppered fit 
tings. Solid rubber 
wheels. 


“LITTLE 
JEWEL” 


Crotch mahog- 
any graine 
case, nickeled 
fittings. Nine 
inches long. 


“JUNIOR” 


All wood c ase. 


nickeled fit 
tings. A com- 
plete miniature 
carpet sweeper 


Retail from 50 cents up. 


Liberal profit margin. 
Write for large colored illustrations and prices. 


New York Office and Export Dept. 
46 West Broadway 


BISSELL 


CARPET SWEEPER CO., GRAND RAPIDS, MICH. 
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“Decorator ” 
Display 


Is offered gratis, upon request, to mer- 
chants selling Bissell Carpet Sweepers. It 
is aptly named. Has a background of gold 
bronze with Grecian motif scroll work in 
light green, gold latticed light blue borders 
for the snappy jet black letter panels, and a 
touch of red and white. Forceful, yet dig- 
nified—a charming color combination 
carrying a direct invitation to “Buy Now” 
at your store. 


Broadly helpful, there are no strings except that 
you use it to our mutual advantage; although if 
your carpet sweeper stock is low there never was 
a better time to attend to it because there is always 
profit in showing sweepers along with such related 
articles as may be of special interest during the 
spring and housecleaning season. Write for Spring 
Announcement showing display in color. 


Made for use 
as well as possession 


Ca we mena 
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=FOSTER RANGES= 


A 
Beautiful 
Range 























Wins 
Customers 
Everywhere 











The Newest Foster No. 88—18 Combination Range 


A two-unit Gas and Coal Combination that oper- 
ates successfully with either or both kinds of fuel 
with strictest economy. 


The convenient, roomy gas oven is quickly and 
evenly heated with our improved flame spreading “Bun- 
sen” burner. This burner works perfectly with natu- 
ral or artificial gas. 


The Coal oven with our improved opal flue system 
is famous for its, quick, uniform heating and baking. 


The Foster Stove Co. 


Makers of “THE FOSTER LINE” 


Oven Thermometers insure correct temperature for 
baking. An enameled drip pan is included in equip- 
ment. 


Furnished in plain Black or a beautiful shade of 
Blue or Gray enamel. The price is less than most 
customers suppose for a Range combining such rare 
quality with “Foster” efficiency. We supply attractive 
cuts for advertising. 


Write for proposition, catalog and trade prices. 


Ironton, Ohio 
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ATLAS TACK CORPORATION 
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Works at Fairhaven, Mass. 





Have you seen our 
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TACKS 


3 Oran, | ms 


Cor 

















A 3 oz. package to retail at 5c. 


A variety of plated steel tacks for a variety of purposes, in an at- 
tractive display case and the packages are in two colors. 


Fairhaven, Massachusetts St. Louis, Missouri 
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Works at St. Louis, Mo. 
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Cannon Ball Sie Door Sets 


ANNON Ball Garage Door Sets are the most 

easily salable garage door equipment on the 
market. With them you can offer your cus- 
tomers all the advantages which have made 
Cannon Ball Track and Hangers famous, em- 
bodied in a complete, convenient package which 
simplifies installations to the greatest possible 
degree. Everything—equipment, screws, bolts— 
snugly packed in a handy box. Parts also sold 
separately if desired: 











Cannon Ball Equipment plus Cannon Ball pack- 
age convenience is a best seller everywhere — 
write for catalog, prices and agency details. 


HUNT, HELM, FERRIS & CO. 


Harvard, Illinois 
Albany Minneapolis Los Angeles San Francisco 


STAR, 


Equipment 
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“‘They copied ali they could follow, 
But they couldn’t copy my mind! 
And I left ’em sweating and 
stealing, 

4 year and a half behind.’’ 

— Kipling 


The Leadera Year Ago 
The Leader Today! 


4 \‘ 


The Blue Streak All-Steel-Coaster, 
originated and introduced a year ago, 
was immediately recognized by the 
trade as the best coaster wagon ever 
produced. Though widely imitated 
this year, the Blue Streak All-Steel- 
Coaster is still the best coaster wagon 
ever made. 


3ut no wonder! Consider the all-steel 
construction, the removable body, the 
curved tubular handle, the 
baked enamel finish, Balloon 
tires and roller bearing wheels. 
Little wonder this coaster out- 
lasts any other Coaster Wagon 
made. 


The Toledo 


Beye STReEak 





Body easily detached from the steel bed as illus- 
trated by the removal of four wing nuts. The 
kids like this feature. 


Here’s the Complete Line 


Tuvenile Autos Scooters 

Coaster Wagons Tot Bikes 

Steel Coaster Wagons og Ae ~ all 

\ elocipedes (ycle Velocipedes 
Express Wagons Knee Scooters 
Tey Wagons Doll Carriages 


Indestructible Toy AUTO TRUCKS 


APRIL TOY FAIR, Chicago, April 13 to May 2. 


Meet us there. Rooms 601-2-3, Morrison Hotel. 
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= 

Line 

—is quality throughout, but 
this all steel coaster wagon 
with its extra heavy gear, 
carefully and _ substantially 
braced, a body strong 
enough to support 300 Ibs. 
side pressure, plus strong 
double-disc type _ wheels, 
offers you your biggest op- 
portunity to cash in on the 
parents’ desire for a practi- 
cal, permanent, unbreakable 
plaything. 


Ask your Jobber, or our 
salesman for the facts on this 
exceptional seller. Or, if you 
prefer, send for circular, 
prices and Catalogs on the 
complete Toledo Blue Streak 
Line of children’s vehicles. 





















The Toledo Metal Wheel Co. 


Toledo, Ohio 
Makers of Dependable Wheel Goods Since 1887 
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No joints mar the uniform 
flexibility of the True Tem- 
per Fishing Rod. Guide 
mountings are wrapped 
with copper wire and do 
not interfere with bend or 
action. 


Every one of the 
features listed below 
apply to all True 
Temper Rods regard- 
less of price: 


Hand forged 
One-piece 
Rapier-steel 

True temper 
Perfect taper 

No joints 
Uniform flexibility 
Well finished 


Strong and durable 


Give your customers 
the whole story. 





Display the True Tem- 
per Fishing Rod in 
your store and invite 
your customers to test 
it. 


TRUE TEMPER FISHING Kop 








are inviting 


Handsome mountings 
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YOUR customers 


UR May advertisement in the sporting magazines 

will invite your customers to your store to test the 
True Temper Fishing Rod. An attractive and conven- 
ient display stand, like the one shown in the illustration 
is awaiting you. One will be shipped direct upon re- 
quest or can be had through your hardware jobber. 


The surest way to sell the True Temper Fishing Rod 
is to let the customer handle it with reel and line at- 
tached. Words and pictures fail to describe its balance, 
the workmanship and the uniform flexibility of the 
steel. The True Temper Rod sells itself to the expert 
fisherman who knows a good rod when he handles one. 


Made by 
THE AMERICAN FORK & HOE Co. 


Sporting Goods Division 


General Offices: Cleveland, Ohio 
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To simplify stocks 
and quicken sales 


Special Stock Order No. 
25 includes a represen- 
tative assortment of best 
selling Bassicks, a liberal 
supply of advertising 
material and sales helps 
—plus a good profit. 
May we send it? 
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Is any other line | 
quite so complete? 





Big casters, little casters—casters for tea wagons f 
—casters for beds, casters for heavy davenports, 
for light and dainty tables, for bulky bureaus, 
chests and chairs—all of them easy-rolling 
Bassicks. 


No need to cast about for casters. Bassick makes 
them all—and makes them all a little bit better. 
Is any other line quite so complete—does any 
other caster roll quite so easily—as Bassicks ? 


Bassick 2:25 


The BASSICK COMPANY 
Reg. U.S. Pat. Off. 


p “gO preys hers phere eee 








BRIDGEPORT, CONN. 


For thirty years the leading makers of high grade casters 
for home, office, hotel, hospital, warehouse and factory 
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Householders on the “Glorified Peddler” 
About Conspirators. By Saunders Norvell 


Increased Turnover and Departmentization Urged by 


Southern California Hardware Convention 
Washington Information. By W. L. Crounse 
Current News of the Trade 
General Market Information 
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68 (Signed) A. V. Soderstrom, | 
Columbus, Ohio. 


, tion and ld be at a loss ___ ||| 
| Stamp Out the Business Burglar . D1 aie ais si cuiatatiaaliaaiaaaes HI 
| Our Readers’ Forum o4 (Signed) Julian W. Davis, Hill 
} Columbia, S. C. 

| Suggestions for Increasing Your Auto Accessories Turn- | | 
i eon 56 “HARDWARE AGE contains the ih 
il best merchandising advice that Hit 
| Announcing Catlin’s Merchandising Corner 59 money can buy. If the subscrip- it 
1 2 qian “jp # tion price were $10 it would still be 
| The Wholesaler’s Réle in Reducing Distribution Costs money well spent.” 1 
i By Rudolph Tenk 60 (Signed) E.R. Sauermilch & Co., Hy 
Mi Modern Store Fixtures Help Sales 62 uicnsinedines Hil 
Ht . _ ; ' “I figure that because of HArRp- HiT 
Main Street Merchandising: Interior Display Space 66 wane y ot market reports, the ||| 


70 

“T cannot see how any hardware 
retailer can do without HARDWARE 

72 AGE. My subscription saved me | 
$30 on one bill of goods. The price | 

74 service is of great value.” 

76 (Signed) H.C. Mell, 

‘OD Farmington, Mo. 

79 


By John Cassin 99 











HARDWARE AGE April 2, 1925 


ictortal Index of 
MCKINNEY Shiva sets 


Kinney Manufacturing Co., Pittsburgh 
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Stamp Out the Business Burglar! 


<8 Gia tiE business burglars who received credit on false 


, 
. ~ 


Md pe premises caused this country a credit loss of 
% iG" $700,000,000 in 1924, according to a statement by 
J. H. Tregoe, secretary, National Association of Credit 
Men, at the recent New York credit men’s dinner. | 


As Mr. Tregoe pointed out, this loss came through poor 
credit work plus infamous methods of crooked men. The 
heavy cost entailed was passed to the honest consumers 
of the country. 





As an honest merchant you had to help collect this loss 
from honest customers. This amount had to be charged 
to bad debts. It increased the business overhead in 1924 
and had to be covered in resales. And you had to help col- 
lect from YOUR customers. 


You do not want to help collect another $700,000,000 
in 1925. Raise the standards of retailing in your commu- 
nity, so that honest merchants will be known by their repu- 
tations and dishonest men in trade may be equally as easy 
to identify by their lack of those standards. 


In your own business, exercise greater caution in the 
granting of credit. Cooperate with other merchants in 
your town so that a sound credit situation will reduce your 
proportion of the annual contribution to credit loss. A 
common credit bureau is a wonderful agent to prevent dis- 
honest people from obtaining credit. Such a bureau is 
easily organized and operated. HARDWARE AGE plans 
to tell you how healthy credit relations are maintained in 
Flint, Mich., and other prosperous towns. 


Do your share to stamp out the business burglar. 
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Our Readers’ Forum 


Wanted—Merchandise Facts, 
Not Theories 


o6 ELL, here is a right brand new 
one—a check from Mr. S. G. 
Thigpen, Secretary and ‘Treas- 

urer of the 'Thigpen-Whitfield Hardware 

Company, Picayune, Miss. His letter 

reads: 





Picayune, Miss., March 6, 1925. 
Hamp Williams Hardware Company, 
Hot Springs, Ark. 
Dear Sirs: 

Will you please send us your mailing mat- 
ter until you have sent us what cost you the 
amount of the check inclosed? In other words, 
put us on your mailing list for a while. 

We are seeking the “Light” in hardware 
retailing, and we feel sure that we can get 
some valuable information for ourselves in 
getting your literature for a little while. 


Tkank you very much. 
Yours truly, 


THIGPEN-WHITFIELD HDWE. CO., 
By S. G. Thigpen, Sec. and Treas. 


‘“*Now what do you think of that’ I said 
to myself. “That fellow evidently doesn't 
know that he can get more information 
about the retail hardware business out of 
one issue of HarpwarE AGE than I could 
tell him in months,’ so I proceeded to advise 
him to join the Mississippi Hardware & 
Implement Association and to read hard- 
ware journals. He surprised me again 
when he came back with a letter stating that 
he had belonged to the Mississippi Hard- 
ware Association for years; attended all its 
conventions, read all the hardware journals 
in this country, and profited by them but 
that was not enough. He wanted that and 
more. 

“In his last letter he sent me two copies 
of his store paper, which goes to 2200 peo- 
ple. The paper was so well edited that I 
immediately placed a copy with our printer 
and asked him to give me prices on printing 
a similar paper. 

“Since we started this correspondence I 
have got more information out of Mr. 
Thigpen than he has from me, and I am 
now debating in my mind if I should not 
return his check and send him mine. It 
does show this, that Mr. Thigpen wants 
practical information from a merchant who 


has had the actual experience of passing the 


goods over the counter, and not theories 
from someone who is merely a professional 
writer or talker. 

“A young married woman once said that 
she had a model husband. A middle-aged 
lady who was present at the time remarked 
that she never cared for models, she pre- 
ferred the genuine, herself, and that is what 
we are all looking for—the genuine. We 
want genuine salesmen, and in order to be 
a genuine merchant in this age we must read 
the experiences of others and have them tell 
us first hand how they do it; then select from 
all the different ways of running a store our 
own choice, and finally adopt it and put it 
into practise. 

“That's the worst trouble we have in our 
stores. We get the ideas all right, but we 
do not use them. ‘Talk about waste—there 
is no waste so wasteful as our failure to use 
the multiplied millions of good, practical 
ideas we receive on how to live, how to buy, 
and how to sell; how to produce wealth, and 
how to spend it. We begin getting these 
ideas in the schoolroom—yes, much earlier 
than that—and they keep coming with great 
rapidity, but we heed them not. 

“However, here is the kind of an idea 
that sticks. A man from Hannibal, Mo., 
spending his vacation in Hot Springs, met 
a couple of very fine appearing gentlemen 
whor he fell in love with at first sight. They 
showed him where they could make a million 
dollars in a few minutes if they had $60,000 
eash, which happened to be the amount he 
had in the bank at home. He was actually 
afraid to leave these crooks for fear that he 
would lose the deal, so he sent his wife back 
home to get the $60,000 in money; told her 
to tell no one what was up. If she did, he 
might lose the deal. He himself never told 
«a soul. His wife returned with 60 $1,000 
bills, which he promptly turned over to the 
crooks while he held the net for the snipes 
that never came. He was a butcher who got 
butchered. No wonder we have badger 
fights-—there are plenty of old folks who 
never heard of one.” 


(Signed) Hamp WILLIAMS, 
Hot Springs, Ark. 
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On Mr. Norvell’s ** Evolution of the 
Jobber ’’ 


66 WISH every jobber, particularly 
| the jobbers who also retail hard- 
ware, would read Mr. Norvell’s 
article of March 5 Harpwarer Acs, “The 
Evolution of the Jobber,’ particularly that 
paragraph in which he says: ‘If the hard- 
ware jobbers of this country have enjoyed 
such great prosperity; if they have had 
unusually good luck; if conditions have 
played into their hands; if they themselves 
are thinking seriously about present con- 
ditions, should they not feel their respon- 
sibility to take a very active hand in adopt- 
ing practical means to help their retail 
customers who are their distributors meet 
some of che new competition that is bear- 
ing down so heavily upon them? 
“Referring to the last part of the para- 
graph, most of our jobbers have been think- 
ing of doing something to help the hard- 
ware retailer, but what has been accom- 
plished amounts to so very little, that were 
the situation not so serious, it would be to 


laugh. 


“Tf a retailer wants to get on the job- 
bers’ list with the manufacturer there are 
certain requirements which must first be 
complied with before manufacturers will 
recognize him as such, but none of these 
stipulations require him to drop retailing; 
furthermore he is his own rule and guide 
as to whom he may sell at reduced prices, 
and were a list available of parties to whom 
hardware jobbers sell hardware at reduced 
prices, who are in no way entitled thereto, it 
would be a revelation to the retailers. 


“Tf the hardware retailers knew how 
many millions of dollars’ worth of hard- 
ware was sold at reduced prices to parties 
who are not entitled to reduced prices, and. 
retailed in competition to the retailer they 
would scratch their heads in perplexity. 

(Signed ) “G. BEGNER.” 


As Mr. Bales Views the ** Peddler’’ 
ad discussion of ‘The Glorified 


Peddler’ seems to be free for all, 
so I will try to present some ideas 
I have entertained for years. 
“I put money into the retail business on 


my own initiative, and on the assumption 
that I would be able to supply the wants 
of my customers at as low prices as anyone 
else could, and now looking at the situation 
from as nearly an unselfish standpoint as 
possible, it seems to me that if the system 
we are using does not enable me to do this 
it will be far better sportsmanship for me 
to try to improve my own methods or to re- 
tire from the game, rather than undertake 
to form combinations or pass legislation 
for the purpose of hindering any class of 
competition. 

“Prohibition seems to breed desire. If 
we outlaw the Peddler, the mail-order 
house and the _ retailer-owned jobbing 
houses, I am of the opinion that it will only 
result in increasing their number and effi- 
ciency. The Montana Association is now 
trying to pass legislation requiring all 
traveling agents to pay a license. I find it 
difficult to draw a distinguishing line be- 
tween the salesman who solicits from door 
to door and the one who solicits from store 
to store. I believe in a wide open field of 
competition. If any system of business is 
unable to keep the pace, let it drop out of 
the contest. 

“The buying public has shown by their 
patronage of the mail-order houses that 
they are willing to pay in advance and wait 
for the goods for a price consideration. 
The sooner the retail merchant recognizes 
this fact, and undertakes to adopt methods 
that will enable him to successfully meet 
the prices of all comers, regardless of who 
or where they are, or the methods they use, 
the better off he will be. 

“Service has been overestimated and 
overdone. The price is the point that must 
be stressed. The public are awake to the 
fact that a large per cent of the good hotels, 
local passenger trains and bus lines are 
maintained by the patronage of traveling 
salesmen, and that they are paying the ex- 
pense of these institutions in the price of 
the goods they buy from the retail mer- 
chant. They are also aware of the fact that 
the mail-order houses do not contribute to 
any of these things, and for that reason are 
able to make lower prices than the retailer 
can. 

“For years it has been demonstrated 
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Maintain a gas and oil service 





Don’t forget the vulcanizing 
outfits 





Distribute road maps carrying 
your name 
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AUTOMOBILE 
SALES 


66 FARDWARE retailers should handle auto accessories,” 
advises Percy Peck, manager of the tire and accessories 

, department of the Martin Hardware Co., of Mansfield, 
Ohio. The reasons for Mr. Peck’s success with this line may be 


summed up in the following advice from him: 


“Sixty-five per cent of your accessory business should come 
from the garage trade. Keep away from freakish items which 
have no practical application in touring comfort or service. Geta 
license list from your local auto club and circularize every car 
owner in your community. Link up your auto accessories and tools. 
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A large number of items are shown in this window of The John G. Wilkinson 
Co., but there is no suggestion of crowding 


Every car owner is a prospective tool buyer. To succeed you must 
know your line. The differences in various cars must be studied. 
To sell oil you must think in terms of lubrication. Some one man 
in your organization should be delegated to buy, stock and sell 
accessories.” 

Personal solicitation of commercial users together with the use 
of 10 road signs and constant attention to sales possibilities is the 
policy of this company which turns a large tire and tube stock five 
times a year. It sells tires on the basis of satisfaction guaranteed 
but does not promise stated duration or definite mileage. 

In selling the car owner the tire and tube are sold as separate 
items. The company does not advocate the practice of making a 
combination price for both. pieces. It appeals to the buyer on the 
principle of investment, saying to the stubborn buyer who has 
already purchased a shoe; “You surely will not sacrifice a $22 shoe 
for the sake of a mistaken saving of $2 which should be invested 
in a tube.” 

The persistent cultivation of the farmer trade helps Forman & 
Mason, of Centerville, Md., to turn its $1,000 stock of auto acces- 
sories three times a year. Through the maintenance of a gas and 
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oil service, the company has developed good will and established 
many new contracts which have resulted in much business. The 
company opened its accessories department primarily for the con- 
venience of its farmer customers and its stock is designed particu- 
larly to meet the requirements of the agricultural trade. 

Many farmers like to trade in one place. They like to centralize 
their purchases, as it were, and buy all that they need at one place. 
It saves them time and trouble and petty inconvenience. The hard- 
ware merchant who fails to carry everything that the average 
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The floral decorations lend a real spring atmosphere to this accessories window 
of the Pettee Hardware Co. 


farmer is likely to want when he comes to town is bound to lose 
trade in the long run. 

“Main Street” Merchandising methods have enabled G. T. Mer- 
ritt, of the Sparkman Hardware Co., of Sparkman, Ark., to develop 
his auto accessories business to very satisfactory proportions. The 
company handles a clean, comprehensive line of up-to-date acces- 
sories and it keeps its prices in line with those of larger cities. 
It believes casual customers can be made permanent by good ac- 
cessories. 

Mr. Merritt considers the auto accessories department one of 
the most important in the store and has always followed the policy 
of adding to the stock as items are needed and by adhering to the 
best lines as closely as possible. 

The personal element—that it, close and friendly contact with 
customers—is one of the reasons for the unusual success which 
Shannahan & Wrightson Hardware Co., of Easton, Md., has experi- 
enced in the sale of automobile accessories. This company carries 
an $8,000 stock of automobile tires which it turns four times an- 
nually. In addition to stressing the personal element in its mer- 
chandising, the company makes use of advertising, window and 
interior displays, and circular letters to prospects. 
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Know your stock—most buyers 
are from Missouri 





Accessories help business in 
other departments 


Good windows are importunt 
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Weilbacher’s Plan for 


#1l., recently tried an experiment in retail 
merchandising which resulted in making 
November the banner tire sales month for 1924. 


: : ENRY WEILBACHER & SONS, Columbia, 


Usually, this particular 
month has been a slow 
time for selling tires, 
but thanks to this ex- 
periment we learn that 
November sales were 
easily 100 per cent 
greater than the next 
highest monthly record. 
Any plan which re- 
verses the trend of a 
sales curve is worthy of 
consideration and study. 
This particular plan was 
an adaptation of ad- 
vance dating idea which 
is frequently offered 
merchants by the firms 
who supply specialties. 

C. F. Weilbacher al- 
lowed customers to buy 
tires in November, pay- 
ing for them’ with 
checks dated April 1, 
1925. The blank check 
and circular letter used 
are both reproduced on 
this page. 

Mr. Weilbacher com- 
ments on the plans as 
follows: 

“We placed a very 
large order for tires 
and sent out the at- 
tached form letter to 
all auto owners in the 





Boosting Tire Sales 























HENRY WEILBACHER & SONS 
ed 
ney a Main and Madison 
General Merchandise COLUMBIA, ILLINOIS 
se ca 
December First, 
19 2 4. 
Dear Priend:- 


You can't begin to run your machine without 
tires. And how disagreeable it is to vet out in winter time 
and change a tire. WMost folks do not drive their car a lot 
in winter tive and usually make their oli tires do over the 
winter months. If that's your case, then here is an inter- 
estin: bit of news for you. 


You c&an buy your winter and spring supply of 
tires and tubes here now. You can sive us your check for 
them - but you date it mext April first. You ride on the 
tires 211 winter and you pay for them next summer. YWhere 
else can you get such a good proposition? 


An@ here you have a good selection - three 
different oranids: 2, Gem and ° 
These @re 211 good first erade tires - no off grade stuff 
with the serial mumbers scratchei. “ach tire is a "most 
miles per dollar” investment. 


There is no extra cost for this service. We 
meet 211 price.competition. Our prices are as low if not 
lower than you pay elsewhere for a similar grade of tire. 
You can luy one or as many As you need on this plan. 


Come in to see me real soon - ask to have me 


wait on you for anything you may want in the tire or hard- 
ware line. I'll be glad to give you some good service, 


Yours very truly, 


Drken, behunrhb . 


THE TIRE MAN AT WEILBACHER'S S?OR: 








vicinity offering to sell them their winter and 
spring supply of tires now—dating their checks 
to cover April first next. 
blank checks and simply filled in the bank’s name, - 


We had a bunch of 


and amount. This elimi- 
nated all bookkeeping, 
and will simplify collec- 
tion next spring. 

“This check end was 
strictly adhered to, and 
where a customer had 
no bank account we 
took a check just the 
same on the bank we 
always do business with 
—with the understand- 
ing that the customer 
could come in any time 
before the first of April 
and pay the check, and 
same would be _ de- 
stroyed. 

“Our tire business 
for November was easi- 
ly 100 per cent over 
our high month for the 
year so far. While we 
do not look forward to 
this increase continu- 
ing during the winter 
months, the additional 
November business has 
more than repaid our 
efforts.” 

This firm deals in gen- 
eral merchandise and 
considers the tire stock 
a very important part 


(Continued on page 109) 
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Announcing— 


Catlin's Merchandising 
Corner 


HARLEY CATLIN is going to run 
a merchandising corner in HARDWARE 
AcE. Beginning next week, he is 
going to offer through these columns the 
boiled down experiences of thirty-two years 
in the field of hardware merchandising. He 
will discuss selling, window display, store 
display, sales plans, advertising and other 
things that go to build up merchandising 
success. He will handle his subject without 
gloves, yet in the human vein of a man who 
has lived what he talks. 

Charley Catlin started his business career 
as a stock clerk in a large hardware jobbing 
house. From that job he graduated into 
the position of addition and cancellation 
clerk. For seven years he worked as an in- 
side man, acquiring a knowledge of hard- 
ware, and the systems involved in its dis- 
tribution. 

He went on the road selling a general 
line of hardware. ‘Then he became a special 
cutlery salesman. During this period of his 
career he built his business by helping re- 
tail dealers resell the merchandise they 
bought from him. He personally put in 
hundreds of display windows, planned hun- 
dreds of special sales and suggested con- 
structive sales methods to thousands of re- 
tail sales people. 

IF’rom the road he assumed the duties of 
departmental manager and buyer of cutlery 
and silverware in the jobbing hardware field 
in the United: States and Canada. 

Eight years later he became associated 
with a nationally known manufacturer of 
silver plated flat ware and steel game traps 
and was placed in charge of the St. Louis 


Charles P. Catlin 


territory. In 1913 he was called on to help 
introduce their silverware line in the British 
Isles. Later he was appointed sales promo- 
tion manager for the jobbing trade of the 
United States with headquarters at the fac- 
tory. During this period he presented in- 
teresting and sales-stimulating ideas to the 
salesmen of many of the principal hardware 
jobbing houses throughout the country. 

Finally, an opportunity presented itself 
for him to get back into the cutlery and 
sporting goods business on a large scale, and 
he accepted. ‘Today he handles the adver- 
tising, sales promotion and merchandising 
for The Remington Arms Co., Ine., manu- 
facturer of firearms, ammunition, cutlery 
and cash registers. 

With his wide experience, coming in con- 
tact with the hardware retail and jobbing 
trade, sporting goods trade, jewelry trade, 
wholesale dry goods trade, department 
stores, mail order houses, ete., Catlin has 
had unusual opportunities to acquire a prac- 
tical knowledge of merchandising in all its 
phases. 


He knows the retailer's problems. 

He knows the jobber’s problems. 

He knows the salesman’s problems. 

He knows the manufacturer’s problems. 

Last, but not least—he has that happy 
faculty of putting his experience and knowl- 
edge into words, in a human, thoroughly 
readable way. 

You will find Catlin’s merchandising 
corner full of practical ideas and sugges- 
tions to help turn your dull time into live 
profits. 
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The Wholesaler’s Role in Re- 





ducing Distribution Costs* 


There Are Many Things the Wholesaler Can Do to Help Elimi:- 
nate Waste 


By Rudolph Tenk 
President, Tenk Hardware Company, Wholesalers 


OME economists have maintained during 

the last few years that the costs of get- 

ting merchandise from producer to ulti- 
mate consumer are excessive. While a portion 
of this criticism is justified, many retailers 
and consumers, have been misled by it, in 
that all the underlying facts have not been 
analyzed. Since most of the criticism is di- 
rected against the distribution of manufac- 
tured products, it behooves every manufac- 
turer, wholesaler and retailer carefully to 
analyze the important factors which enter into 
the costs of distribution. 

Anyone who has given serious thought to 
this subject must admit that in present meth- 
ods of distribution there is much unnecessary 
expense and waste which should be reduced so 
far as practicable. There are some goods 
which, owing to their nature, can be sold by 
the manufacturer directly to the ultimate con- 
sumer without adding to the expense involved ; 
but this is true of a very small part of the out- 
put of our numerous manufacturing plants. 
Again, there are other goods which can be 
sold economically by the manufacturer direct- 
ly to the retailer, then by the retailer to the 


*Reprinted from Printers’ Ink. 


consumer. What percentage of goods can be 
handled most economically by each of these 
two methods, it is impossible to say. Gen- 
erally speaking, the most economical method 
of distribution is for the manufacturer to sell 
in liberal quantities to wholesalers who are 
located at advantageous points throughout the 
country; the wholesaler selling to the retailers, 
who in turn sell to the consumers. That there 
is some unnecessary expense in this chain of 
distribution is evident, but the method has ad- 
vantages which save the consumer far more 
than the expense which might be eliminated. 
To convince ourselves of the truth of this 
assertion, we have only to consider the large 
number of retailers and consumers located in 
the small towns and villages. Without the 
service of these retailers, the millions of con- 
sumers who cannot easily get to the large or 
small cities would be seriously inconvenienced ; 
and as a result the output of the manufac- 
turer, too, would be materially reduced, for 
the reason that things we can procure only at 
great sacrifice or inconvenience, we often do 
without. Anyone who feels that the jobber 
is not an absolute necessity in our economic 
scheme of merchandising, needs only to ana- 
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lyze the distribution of our population and the 
capital rating of the retailers of the country. 

The distribution of our population for the 
year 1924, as shown ‘by statistics, is as fol- 
lows: 


Towns under 1,000 population....... 124,437 
1,000 to 2,000 population............ 3,508 
2,000 to 3,000 population............ 1,284 
3,000 to 5,000 population............ 1,026 
5,000 to 10,000 population........... 721 
10,000 to 25,000 population.......... 461 
25,000 to 50,000 population.......... 143 
50,000 to 100,000 population......... 76 
Over 100,000 population............. 69 


It. will be seen that there are 130,255 towns 
of 5000 or less population, as against 1470 
cities or more than 5000. An analysis of the 
capital ratings of the stores listed as general, 
drug, dry goods, hardware and grocery, shows 
that there are 508,937 of these stores of all 
ratings, but of this total only 17,311 have capi- 
tal ratings of $50,000 or over. Anyone who 
has had experience in extending credit to re- 
tail merchants in cities and towns of less than 
5000 population, knows that very few of these 
stores come under ratings of $50,000 or more, 
and that the greatest number of these stores 
come under ratings of $10,000 or less. If 
wholesalers were eliminated, and the small- 
town merchants were obliged to buy directly 
from the manufacturers, it would not be long 
before the failures among these dealers would 
be appalling, owing to frozen stocks and losses 
of sales resulting from inability to get what 
they need in quantities, to suit their business 
on short notice and at low transportation costs. 
The dealer in the small town cannot create a 
sufficient volume of sales per item to enable 
him to buy in sufficient quantities from the 
manufacturer directly. 


Bill of Hardware Represents Many Factories 


It is nothing uncommon, for instance, to find 
on a retail merchant’s bill of hardware, which 
often amounts to only $75 or $100, that the 
items consist of the products of 20 or more 
different factories. In many sections of the 
country orders from hardware merchants lo- 
cated in small towns average less than $35, and 
many of these orders average less than $1 per 
item. This is sufficient proof that the whole- 
saler, by combining in these orders the prod- 
ucts of many factories, distributes these goods 
at a much lower cost than the manufacturer 


could do. 


Another important element which should 
not be overlooked in computing the costs of dis- 
tribution is the fact that the wholesaler—es- 
pecially the local wholesaler—can study the 
sales possibilities of his territory much bet- 
ter than even the retailer himself. The manu- 
facturer sends representatives to place his 
lines with the wholesalers. These salesmen 
are usually well trained and qualified to pre- 
sent and explain the manufacturer’s line to the 
wholesaler’s buyer. The buyers in wholesale 





houses are usually men of long experience and 
training. These buyers, in turn, instruct the 
wholesaler’s salesmen how to present these 
lines to the retailers. If the manufacturers 
(in the lines enumerated) were required to 
sell all of their products directly to the re- 
tail merchants, they could not afford to employ 
the same highclass salesmen that they do 
when selling to the wholesaler; because the 
volume of sales of the dealers in the small 
towns would not be large enough to justify 
paying the salaries and expenses demanded by 
the class of men these manufacturers need to 
represent their lines properiy. 

The local wholesaler has the further advan- 
tage of being able to make a closer study of 
the sales possibilities of his territory, since he 
has a small number of salesmen working in 
a limited territory, who, being thoroughly con- 
versant with the needs and demands of their 
respective territories, are in a position to give 
accurate information to the buyers and to the 
managers of the wholesale house. 


Dealers Need Wholesalers 


Since the retailer must place many orders to 
keep his stock assortments complete and stay 


- within the limits of his capital, the salesman 


representing the wholesaler can get enough 
husiness on each trip to make frequent visits 
to his customers profitable; whereas, if the 
dealers in the small towns were obliged to buy 
these goods directly from the manufacturer, 
the volume of business would be so small that 
the manufacturer’s salesmen could afford to 
call only at rare intervals. It is apparent that 
the wholesaler, by reason of his diversified 
lines, can supply the needs of the retailers in 
the small towns at a lower cost of distribution 
and transportation, in quicker time, and with 
much less of the dealer’s capital tied up. With- 
out this service many merchants would not 
have sufficient capital to carry the needed as- 
sortment. 


Of course, there is some unnecessary ex- 
pense, which means waste, in this chain of dis- 
tribution. There are several things which 
have helped to bring about the conditions lead- 
ing to this unnecessary expense. One of these 
is the excessive number of merchants in the 
same line of business in a town. In some small 
towns, where the potential business of the field 
is enough to support perhaps only one retailer 
in a particular line, it is nothing uncommon to 
find two, three, four or even a greater num- 
ber of retailers in the same line. To maintain 
this excessive number of retail stores is an 
unnecessary expense to a community, notwith- 
standing the public imagines it is benefited by 
such competition. Eventually some of these 
merchants fail. The result is further economic 
loss to business, for which the consumers pay 
in the end. 


Nor does this condition obtain only among 
In many sections of the country 
(Continued on page 106) 
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Modern Store Fixtures Help Sales 


N discussing his new store fixtures with a representative of HARDWARE AGE, Mr. 

Mabon, manager of the Blairsville Hardware Co., said: “A customer came in last 
week to purchase a 2-cent hook and eye for a screen door. He walked out with $14.50 
worth of tools which he saw displayed in the cases. Could anyone wonder at our en- 
thusiasm over such results, for this is just One case among many.” 


UCH critical comment has been heard 
recently over the fast growing practice 

. of drug and other stores handling the 
more profitable specialties that should properly 
belong in the harware stores. Many such stores 
nowadays carry sporting goods, electrical goods, 
radio, cutlery, and many of them are even go- 
ing in for staples such as paint and glass. There 
is no question but that the hardware dealer is 
full aware of these conditions and he complains 
long and bitterly and makes the accusation that 


merchandise is better displayed. Whether or 
not this latter theory is wholly correct may be 
open to question but the fact remains that the 
hardware stores which have adopted up-to-date 
methods of store arrangement and merchandise 
display have materially increased their sales. 

A shining example of this new type of hard- 
ware store can be found in the Blairsville Hard- 
ware Co., Blairsville, Pa., a town of less than 
five thousand population. Late last year this 
store was completely remodeled and the very 





Realizing that an attractive store interior is one of the most vital adjuncts of present-day merchandising, the 
Blairsville Hardware Co. of Blairsville, Pa., commisioned W. C. Heller & Co. of Montpelier, Ohio, to design 


the handsome fixtures shown in the above illustration. 


Since remodeling the interior of its store, the 


company’s profits have increased substantially 


merchants in other lines have taken unfair ad- 
vantage by keeping their stores open Sundays 
and late at night. However, it sometimes seems 
hard to believe the success of outside competi- 
tion in merchandising hardware lines is due 
only to Sunday and late-at-night sales. 

Another theory that has been advanced, and 
one that appears more reasonable, is that many 
competitive stores are much more attractive 
than the average hardware store and that the 


latest type of modern fixtures installed. The 
accompanying photographs serve to give some 
idea of the convenience and the attractiveness 
of the store. With the show cases in the cen- 
ter of the floor and wide aisles on either side, 
the customer is given every opportunity to ex- 
amine the merchandise at close range. Often 
in selecting his own goods from the displays he 
sells himself more merchandise than the best 
(Continued on page 105) 
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Blairsville Hardware Company’ s Remodeled Interior 
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Here we have a view in the paint department where it will be noticed that the steck is accessible to close 
inspection and handling, an important feature in present-day merchandising. These fixtures were designed 
and installed by W. C. Heller & Co., Montpelier, Ohio 


Merchandise shown as attractively as suggested in the above illustrations is a constant invitation to purchase. 
Fixtures of this type enable the display of samples of every tool in stock, thus assisting the customer in mak- 
ing selections 
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Mark McGhee 


HERE is quite a difference between 

the two. Direct advertising is the mail- 

ing of any kind of advertising litera- 
ture which brings to the attention of the 
person to whom it is addressed some message 
about the merchandise or about the firm 
which has the merchandise for sale. 

Direct selling through direct advertising 
is obtaining immediate results. ‘This is the 
kind of advertising that is done by the mail 
order house, or by any store that offers a 
certain article at a special price. Immediate 
results are obtained through direct selling 
by mail, while direct advertising by mail is 
“selling the house” to the customer, as it 
were; goodwill, service and a desire to trade 
at that particular place. 


Another Illustration 


There is on my desk a copy of Store News 
from the manager of a chain of five stores, 
each one located in a different city. The 
manager says that he knows from personal 
investigation that the Store News is well 
thought of and that his mailing list is A-1. 
Yet the results from this monthly paper 
were not up to expectations, and he wants 
to know why this Store News was not re- 
sultful. 

The paper is well printed, and the copy is 
very interesting. Indeed, it is far above the 
average in every respect except one, and this 
happens to be the vital one. WRONG 
CLASSIFICATION. 


MaKe Uncle Sam 
Your Partner 


Mark McGhee on 


Direct Advertising 


OS 
Direct Selling 


What Was Wrong? 


‘Too general. In order to cut down the 
cost of printing, the same copy was used for 
all five stores. That is, enough copies were 
printed each month to supply all of the 
stores, with the inevitable result that spe- 
cific information about the merchandise in 
each individual store could not be given, and 
all the “kick” was taken out. 

As an illustration: Let us take the one 
item of granite dish pans which were adver- 
tised to sell at from 90c. to $2.25. This is 
entirely too general, and from the custom- 
er’s point of view, means very little. The 
only, information it gives the reader is that 
she can go to that particular store and get a 
dish pan at some price between 90c. and 
$2.25. She could probably do the same 
thing at any other hardware store. You 
‘an get some idea of how many dish pans 
such an announcement would sell, simply 
by asking yourself how many orders you 
have ever sent to a manufacturer or jobber 
on receiving from him a notice that you could 
buy dish pans at from $5 to $10 per dozen. 

On the other hand if the manufacturer 
told you that his dish pans at $5 per dozen 
were exceptional values, which would go 
like hot-cakes at 90c. each; that the ware 
was of excellent quality, well made and at- 
tractive in appearance; and urged you to 
send in your order at once, or you would be 
too late to get any of the special value dish 

(Continued on page 104) 
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Progressive Merchandising Builds Profits and Prestige for 
R. E. Schlau, Chicago Hardware Retailer 


66 ORD owners are di- 
vided into two classes,”’ 
according to R. E. 

Schlau, a hardware dealer on 

Lincoln Avenue, Chicago, 

“those who never spend a cent 

on their car from the time 

they get it until it goes on the 
junk heap and those who are 
continually buying any ac- 
cessory that is put on the 
market and can be fastened 
any place on the flivver.”’ Mr. 

Schlau further claims that the 

latter class is by far the larger 

and the fellow who buys is 
really the typical Ford owner. 

Just in the way of backing 
up his contentions, Mr. 

Schlau last year sold a little 

better than $10,000 worth of 

auto parts and accessories 
items by the fact that the 
average owner wants to do 
his own repair work and 


from a stock that averaged 
only $1200 and practically all 
of his sales were made to 
“‘flivver” owners. In the first 
place he carried a complete 
line of Ford parts, and both 
his stock and his sales volume 
are about equally divided be- 
tween these Ford parts and 
other accessories. 

Mr. Schlau states that his 
accessory department brings 
a good many people into the 
store and the profits on his 
accessory sales are good. 
Furthermore, it is only neces- 
sary to carry a comparatively 
small stock as it can be re- 
plenished on very short no- 
tice. He accounts for his 
ability to sell Ford parts in 
competition with two sales 
when parts are purchased at 
the agency, he is expected 
and often urged to have the 


work done there also. Mr. 
Schlau does no repair work 
and the owner feels free to 
ask for advice in “fixing up”’ 
the car. 

The firm’s accessory stock 
consists largely of spot-lights, 
stop-lights, ash trays, cigar 
lighters, scuff-phates, wheel- 
grips and like items finding 
the most ready sale. 

It has been by continual lo- 
cal advertising and window 
displays that Mr. Schlau has 
been able to build up a repu- 
tation as headquarters for 
Ford accessories and by plac- 
ing his accessory department 
in the extreme rear of the 
store he gives the Ford fans 
ample opportunity to see the 
rest of his stock. By this ar- 
rangement he picks up many 
incidental sales in other de- 
partments. 


10,000 in Ford Accessories Sales 
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“Main Street” Merchandising 


Methods 


Article No. 7—Interior Display Space 


URPOSELY stating that the tops of 
os ‘ases are more important and 

of greater value than the cases them- 
selves has brought forth the kind of criticism 
and honest difference of opinion that pro- 
duces benefits, or at least clears the way for 
a better understanding of the value and in- 
fluence of interior display space. 

To understand why the tops of cases are 
misused to the extent of abusing the con- 
tents of the cases, we only have to note the 
manufacturers’ growing acquaintance with 
the value of display space and the need of 
information about merchandise. 

Wending their way toward solid pre-war 
conditions, manufacturers are giving more 
thought to the two essentials required for 
more business. Display of goods and infor- 
mation about them. The display carton has 
become their medium—so many items are 
now packed in display packages that it is 
impossible for retailers to use all of them. 

When there were but a few items packed 
in counter display cartons and cases, retail- 
ers were glad to use them. Now when they 


attempt to use even a small part of those re- 
ceived they are apt to destroy the value of 
their display cases. It’s regrettable that all 
of these display containers cannot be used, 
as aside from their influence upon sales, 
many, of them carry the manufacturer’s 
message about his merchandise—many of 
these messages supplying the only informa- 
tion the retail salesman receives, unless the 
merchandise is advertised in trade journals 
that reach him. 

When display containers designed for 
tops of cases become too numerous to use or 
are cheaply made it is time to think about 
how to use the best of them. 

As the fly attracts the trout to the hidden 
hook, so the top of case articles should draw 
the customer’s attention to the contents of 
the display case. ‘Top of case merchandise 
should not compete with or obscure contents 
of display cases. When it does it is not 
serving its purpose. 

Perhaps mention of a few of the kinds of 
merchandise that can be displayed upon 

(Continued on page 105) 
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‘Van the Tool Man’s’’ Remodeled Store 


Manufacturer's Exhibit Feature of Opening Sale of Van Dervoort 
Hardware Company’s New Store 


p -AST fall when the Van Dervoort Hardware The entire building has been remodeled into 
P Co., Lansing, Mich., opened its new store a most modern hardware establishment. The 
the event was celebrated with an opening various displays of the exhibit were worked out 
sale which opened eyes. The sale was aug- much in the manner of expositions at State 

mented with a hardware exhibition in which 25 conventions. 
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Twenty-five 
manufacturers 
participated in the 
opening sale of 
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Souvenirs were given to all visitors during 


manufacturers cooperated with booths manned 
the four days of the opening sale and exhibit. 


by factory representatives. The new store was 
opened on the same site on which the company The Van Dervoort Hardware Co. gave away 


first did business. To quote a local paper, “The 3000 household folding yard sticks on the last 


exhibit marked the return of the company to sw. ciinnnniiiilmmiiiiadn ein 
the original ‘Van the Tool Man Corner’.”’ (Continued on page 75) 
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How Eleven Freeport Merchants Cooperated to 
Educate Householders on ‘‘Glorified Peddler’ 


Vigorous, Cooperative Advertising Links Up Stores’ Own 


HIS composite advertisement, was 
participated in by eleven 
retailers of Freeport, LIl., 
of the finest examples we have yet seen of 
merchant cooperation in protecting home 
business from the “Glorified Peddler.” 
The advertisement occupied two full 
pages of the Freeport Journal-Standard, 
and is directed exclusively at the hosiery 
peddler, but the idea is excellent and may 
be easily adapted to the requirements of 


hardware merchants. 


Further, it exemplifies in 
manner the most-effective of all available 
weapons in the fight to retain home trade. 
In the battle between the merchant and the 
peddler, the big end of the argument rests 
with the merchant, but if he is to win he 
must convince his public of that fact, and 


aggressive 


and is one 


1 striking 


Merchandise Stories 


people. 


such a campaign of education can be 100 per 
cent effective only when the merchants of a 
town close their ranks, and present a united 
front against a common foe. 

The case for the merchant has been ad- 
mirably presented in the Freeport ad, and 
we would like to call particular attention 
to the brief editorial which appears under 
the main heading, and which reads: 

‘Every business house on this page is 
a bona fide institution, doing business in 
Freeport, paying taxes to the city of Free- 
port, and helping to support and maintain 
the community in other ways. 
genuinely a community asset. 
presentative of residents of Freeport and 
employers having for employees Freeport 
Many thousands of dollars are 


Each is 


All are re- 
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put into local circulation by them annually. 
Their investments represent thousands 
more. Your welfare is their welfare; your 
interests theirs. And while their loyalties 
are yours—evinced by scores of things 
daily—are your loyalties really theirs’ Are 
you keeping faith with these men who have 
helped to build up your community for 








vou, who are helping to maintain it for 
you, when you support house - to - house 
is worth 


Think it over: it 


peddlers ¢ 


thought. ‘Take the broadest viewpoint of 
the matter without reference to details or 
the questionable character of transactions 
with peddlers. When you have done this. 
place your loyalties where you think they 
will most benefit you and your community.” 

Here is the merchants’ side, told in clear 
and convincing language. Carry forward 
your fight against “Glorified Peddling”’ in 
the same vigorous manner and the results 
will more than repay the effort. 


The Right and Wrong Way to Tax 
‘‘Glorified Peddler’’ 


By Elton J. Buckley, Counsellor-at-Law 


EVERAL weeks ago I reported the success- 
ful effort which the city of Portland, Ore., 
had made to at least hamper to some ex- 

tent the activities of outside merchants who 
sent in salesmen to take the trade from local 
men. 

The outside manufacturer against which the 
plan was successfully directed was the Real 
Silk Hosiery Mills, Inc., Indianapolis, Ind., 
which sells hosiery through salesmen direct to 
consumers all over the United States by. the 
method now generally used by all these direct- 
selling concerns, viz.: the salesman collects a 
percentage of the purchase price when he takes 
the order. This is his commission and he keeps 
it. The balance is paid to the postman when 
he delivers the goods. The city of Portland 
passed an ordinance compelling these salesmen 
to pay a license fee of $5 per month (if they 
went on foot and $10 if they used a team) and 
to put up a $500 bond to safeguard the money 
they collected. The Real Silk Hosiery Mills 
attacked the ordinance on the usual ground 
that it was an attempt to tax interstate com- 
merce, but the United Sates District Court, 
and later the United States Circuit Court of 
Appeals, said the ordinance was _ perfectly 
good; that it was not an attempt to tax inter- 
state commerce, but a necessary restriction 
upon the purely local activities of a salesman. 

The case is very important because it repre- 
sents practically the first successful attempt to 
encumber the efforts of the outside concerns 
who, though they pay no tax, come into local 
communities and compete with those who pay 
tax and have money invested. By the number 
of letters I received from various parts of the 
country I have no doubt the same kind of an 
ordinance will be passed in many other places. 

I have before me now another case which 
shows what happens when outside merchants 
are gone after unintelligently and_ short- 


sightedly, simply with the intent to bludgeon 
them out of business. The local merchants 
will see their trade going to these outsiders and 
will get together in a meeting and fairly boil- 
ing with rage, will arrange to have a law or or- 
dinance passed which will simply destroy the 
outsiders root and branch. And usually they 
can prevail on their local Council to do it, as 
the outsiders don’t contribute to anything po- 
litical and have no local standing. Efforts born 
—— way always go too far and invariably 
ail. 

The case I refer to was another case brought 
against the Real Silk Hosiery Mills, Inc., this 
time by the city of Bellingham, Wash. The 
purpose was the same as the purpose of the 
Portland ordinance, viz.: to put a crimp in the 
business of an outside concern. But the Bel- 
lingham ordinance, apparently the offspring 
of very bad legal advice, imposed a license tax 
of $5 per day on every salesman or agent rep- 
resenting an outside concern. Under this ordi- 
nance one of the Real Silk Co.’s agents, who 
had refused to pay the license, was arrested, 
and his emplover asked the courts for an in- 
junction. The ground was that “such ordi- 
nance is in violation of Amendment 14 and 
Section 8 of Article I of the Constitution of 
the United States, and imposes an unreason- 
able burden upon interstate commerce, is un- 
reasonable and prohibitory and deprives the 
plaintiff of property without due process of 
law.” 

The court granted the injunction because 
there wasn’t any question about the matter; 
the ordinance was a plain effort to tax the out- 
side salesmen out of existence. 

The following is from the decision :— 

(2) It is apparent, however that the pro- 
visions of the ordinance in issue appear to have 
relation to governine local business rather 
than local welfare, and the safeguarding of the 

(Continued on page 72) 
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About Conspirators 





By Saunders Norvell 


HAD decided to devote an hour a week to writing 

these two pages. That part is easy. What I did 

not count upon was the very pleasant and inter- 
esting correspondence that would result. It takes 
more time for me to handle my correspondence than 
it does to write the articles. However, it is inter- 
esting. When I open my mail, I never know whom I 
will hear from nor what subject will be brought up. 
It gives one something of a thrill to open the mail. 
Incidentally, in looking into all these cases, one learns 
something. 

Recently a number of my correspondents, inde- 
pendent of each other and without any evidence of a 
conspiracy, have written me about our good friends, 
The Federal Trade Commission, located in Washing- 
ton, D. C., U. S. A. The commission are certainly 
active, judging from the number of cases they are 
stirring up. Now, whether they are wisely and con- 
structively active or not, I can not tell. I could not 
know that without studying all of their records. As 
far as I can judge, from the facts that have come 
under my observation, their principal occupation 
seems to be to issue complaints, start cases, have 
hearings, cause merchants a great deal of trouble, 
worry and inconvenience and then wind up by drop- 
ping the case. 

One manufacturer writes me that he decided to es- 
tablish retail re-sale prices on his entire line. He 
sold his goods to the retailer with the understanding 
that the retailer would maintain these re-sale prices. 
This manufacturer has received a citation from The 
Federal Trade Commission with the complaint that 
he is violating the Sherman Anti-Trust Law. “For 
the love of Mike!”—writes this manufacturer, “What 
have we done? What can we do? Are we going to 
jail?” 

Now, the other day I had luncheon with Mr. Gilbert 
H. Montague, 40 Wall Street, New York City, who 
specializes in Federal Trade Commission cases. I 
put the case to him and Mr. Montague, as I under- 
stand it, without all the legal smoke screen, spoke as 
follows: “In recent decisions, the point has been 
made clear that a manufacturer has the right to sell 
whom he pleases. This means, of course, that he 
could quit selling any objectionable customer. The 
seller has the right to decide what and who is ob- 
jectionable. The seller has the right to supply a cus- 
tomer with a list of re-sale prices at which he expects 
his goods to be sold. If the customer cuts these prices 
the seller has the right to quit selling him. How- 
ever, the seller has not the right to ask this cus- 
tomer to agree to maintain these prices. He can say 
to the customer: ‘If any of my customers cut these 
prices, I am going to shut them off. I will not supply 
them with goods.’ However, he can not say: ‘If you 
will not agree to maintain these prices, I will not sell 
you goods.’ ”’ 

I must admit, to my moron mind, this distinction 
seems like splitting hairs. I am informed, though, 


that the legal aspect of the case is that you can not 
form a conspiracy with yourself. If, for example, 
you agree with yourself that you will not smoke any 
cigars before lunch, that is entirely a personal mat- 
ter. It is not a conspiracy against the tobacco trade. 
In other words, it takes two to form a conspiracy, 
just as it takes two to get married! 

Now, almost of these cases, violating the Sherman 
Anti-Trust Law, are based upon the act of forming 
a conspiracy. If, for instance, I say to a customer: 
“If you do so-and-so, I will knock your block off,” that 
is a threat. If I do disfigure his headpiece, I can be 
arrested for assault and battery, but it is not a con- 
spiracy, and therefore The Federal Trade Commis- 
sion can not get me! 

One of my old hardware friends is the vice-presi- 
dent of one of the largest and best managed manu- 
facturing concerns in the country. This concern has 
been of great help to the jobbing trade in distribut- 
ing their goods. For square dealing and intelligent 
and reasonable sales management, this manufacturer 
stands at the very top. I am almost tempted to give 
his name. This vice-president is one of the most 
careful of men. 


I have just received a long, typewritten letter from 


him in which, metaphorically speaking, he weeps on 
my shoulder. The Federal Trade Commission have 
got him! He has been cited forthwith to appear 
and explain whether he has been trying the Guy 
Fawkes act, to wit: Form a conspiracy with his job- 
bing customers to distribute his goods quickly and 
efficiently ! 

Well, I hope my old friend has told his customers 
that if they did not do so-and-so, he would punch them 
in the slats. I do hope that there are no letters or 
other evidence on record where he has politely re- 
quested them in gentlemanly language to agree with 
him to do so-and-so. If he has written any letter sug- 
gesting an agreement, then I have a picture of him 
sitting beside the road on a rock pile, dressed in a 
striped suit, making little ones out of big ones. I 
have turned him over to my friend, Mr. Montague. 

Hist, even I myself have been accused of con- 
spiracy! It has been written up in trade journals all 
over the country that a complaint was made against 
me by The Federal Trade Commission. I was cited 
to defend myself. 

Now, here, briefly, are the facts. I may go to jail 
for Les Majeste in telling this story, but I just can’t 
help it. 

A certain alleged bootlegging drug jobber adver- 
tised a number of items that we manufacture at less 
than cost in one of our leading drug trade journals. 
This advertisement was brought to my attention by 
one of our very good customers. I wrote an off-hand 
letter to my friend, the editor of the trade journal, 
inviting his attention to this advertisement and ask- 
ing him if it was fair to us, or if it was good busi- 
ness on his part, to accept it. In my letter I also in- 
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vited his attention to the fact that he had for many 
years been receiving regular advertising patronage 
from two of our companies. (To refer to our adver- 
tising was a mistake and in very bad taste!) The 
trade journalist replied he would investigate the mat- 
ter and advise me further. In a short time he wrote 
that he had made an investigation and had decided to 
decline any further advertising from this concern. 
He did. So far, so good. 

The next thing, I was cited to appear on a certain 
date before representatives of The Federal Trade 
Commission to defend myself from a charge of con- 
spiracy with the manager of the trade journal. We 
hired lawyers (our own expense). We were asked to 
pay the cost of the stenographers, the typewriting 
and all the voluminous evidence. (We paid this ex- 
pense—at a very high price per page). The hearing 
lasted for several days. A whole army of drug men 
were called before the meeting and interrogated. The 
entire effort of the lawyers for the prosecution was to 
prove a conspiracy. The case finally reached The 
Federal Trade Commission themselves in Washington. 
Our lawyers were summoned to Washington on a cer- 
tain date. (We paid the lawyers as well as the hotel 
and traveling expenses). 

Then The Federal Trade Commission, after re- 
viewing the facts and the evidence, in a decision cov- 
ering almost three lines, declared that the case of 
conspiracy was not proved, and therefore the action 
was dropped. So far, so good. 

But what I want to know, in my moron way, is who 
is paying me for ail of my time consumed by this 
case? Who is paying back my lawyers’ fees? Who 
is paying railroad and hotel expenses? What dam- 
ages do I receive for having articles appearing in all 
the trade and chemical journals all over the United 
States that I had had a complaint against me for 
conspiracy? I suggested to my lawyer that I make 
out a bill covering this and other sundry items and 
send it direct to The Federal Trade Commission. My 
lawyer informed me that such things were not done 
in the best business circles! 

However, I can not see, if the other man had been 
damaged by my action and if he could collect the 
damages, why, when his case falls down and I am de- 
clared innocent, I have not a case for damages. I cer- 
tainly have been damaged, both in standing, in time 
and in my pocketbook. I inquired of Mr. Montague 
for information on this subject and he replied that 
such damages as I had suffered were one of the sacri- 
fices that, as a good citizen who had escaped being 
sent to a Federal institution, I should lay as an offer- 
ing on the altar of my country! 

Well, well, well! Ho, hum! I think I shall send a 
copy of this article to Mr. Hoover, who is so much in- 
terested in stopping business waste. I think I shall 
ask him to step across the hall, see The Federal Trade 
Commission, and tell them, for the love of Mike, to 
disguise themselves and go to one of these hearings 
perpetrated in their name by some of their paid in- 
vestigators. If they should listen to one of these 
hearings and the rulings of their chairman, to say 
the least—to be very mild—it would give them some- 
thing serious to think about—that is—if they did not 
have a sense of humor. Of course, if they did, then 
one of these hearings would be as good as Will 


Rogers. 





At my hearing one of the lawyers asked—“Who 
brought this complaint to The Federal Trade Com- 
mission?” Of course we all knew it was the alleged 
bootlegger, but the chairman of the hearing reminded 
us that in cases before The Federal Trade Commis- 
sion, the free born American citizen was not per- 
mitted to know who made the accusation against him. 
That was a secret of the commission. All he was 
supposed to know was the fact that the complaint was 
made in the name of the downtrodden American 
people! 

Ho, hum! Ho, hum! When one reads a summing 
up of the accomplishments of the last Congress; when 
one reads of the good times they have in the United 
States Senate reading poems into the record about 
Vice-President Dawes; in fact, when one reads all of 
this Washington stuff, we fear for our democratic 
institutions. The other night I heard Will Rogers 
at the Follies remark that he would never run out 
of funny material—not as long as Congress was in 
session! 

However, we should cheer up. I am still reading 
The Life of John Marshall. The things that hap- 
pened in the original Congress of the United States 
make us feel hopeful. That original Congress, 
judging by the evidence of George Washington’s own 
letters, was crowded with just about as many morons 
as our present Congress and Senate. Still, never- 
theless and notwithstanding, the country has gone 
ahead and today we are the greatest nation under the 
sun, etc., etc., etc. 

However, the Federal Trade Commission, after 
bungling around the country for several years, trying 
to start something, do show signs of real intelli- 
gence. On March 17, 1925, they sent out a circular 
announcing a number of changes in their rules of pro- 
cedure and policies. These changes were adopted by 
a majority, consisting of Chairman Van Fleet and 
Commissioners Hunt and Humphrey. Commission- 
ers Nugent and Thompson dissented and will later 
give out a public statement containing their reasons. 
How this does remind one of the Supreme Court of 
the United States! Well, gentlemen, we sit waiting 
with breathless interest for the statemerit that is 
coming from Commissioners Nugent and Thompson. 

If any manufacturers, jobbers or retailers have re- 
cently been cited or if they are contemplating agree- 
ments and therefore expect to take a chance on being 
cited, I suggest that they write to the Federal Trade 
Commission in Washington and ask for these new 
rulings. Why, gentlemen, the commission even admit 
that the mere issuance of a complaint often is dam- 
aging to a respondent. Therefore, the majority of 
the Federal Trade Commission now believe it is to 
the interest of justice that before a complaint is 
issued against a party he should be afforded an op- 
portunity to show any reason he may have either in 
fact or in law why a complaint should not be issued. 

We congratulate the Federal Trade Commission! 
This is a long step forward, but how about a lot of 
us guys who have already suffered from complaints 
and already put up our money and wasted our time? 

You know, the really funny thing about my case 
was that after it was all over, a fellow druggist in- 
formed me that the entire scheme on the part of this 
alleged bootlegger was to secure a decision against 
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Turnover and Departmentization Stressed by 
Southern California Hardware Convention 


Ek. B. Wallace Elected President at Los Angeles Meeting—Fred 
M. Gazlay and Chas. E. Gockley New Vice-Presidents 


JF IGHLIGHTS of the Southern California 
H Retail Hardware Association Convention, 

~~ March 18 to 20 at the Ambassador Hotel, 
were as follows: 
1. The election of new officers following the 
incumbent vice-presidents to 
accept the nomination as president for personal 
reasons, which resulted in the election of E. B. 
Wallace, Los Angeles, as president; Fred M. Gaz- 


Los Angeles, Cal., 


refusal of both 


lay, San Diego, as first vice-president; Chas. E. 


Gockley, Los Angeles, 


secretary-treasurer. 


Secretary H. L. Boyd read a letter 
from National Secretary Sheets which 
suggested that if the deferred pay- 
ment plan of selling paint is estab- 
lished there is a possibility it might 
result in direct buying by consumers 
from manufacturers, thereby eliminat- 
ing the dealer. 

Mr. Sheets explained that he con- 
sidered the proposed plan one which 
would encourage extravagence rather 
than economy in business and that he 
thought it would be unwise for the 
hardware associations to indorse it at 
this time. 

L. T. Hammersley, president, pre- 
sided over all sessions and in his ad- 
dress at the opening session stressed 
the importance of greater cooperation 
among members. 

H. L. Boyd in his report as secretary 
stated that the present membership of 
the association was 468, representing 
515 stores. 

Martin L. Pierce, The Hoover Co., 
in his address on the relation of turn- 
over to net profit said that business 
cycles last about 11 years and that 
about every 11 years there are three 
distinct periods that all business goes 
through, namely: 1, the period of easy 
profit, which is an active period, a 
period of production; 2, the period 
when it is practically impossible to 
make a profit, which is fundamentally 
a financial period, and, 3, the mer- 
chandising period, which, he said, we 
are now in, which calls for all of the 
energy and ability of the merchant in 
order to make a profit. 


as second vice-president, 
and the reelection of H. L. Boyd, Los Angeles, as 


4. The selection of Riverside, Cal., 
for the next semi-annual meeting in September. 


2. The passage of a resolution indorsing fur- 
ther paint simplification. 


3. The characterization (through resolution) 
as unjust descrimination the practice of charging 
10 per cent more for merchandise delivered west 
of the Rockies by eastern manufacturers. 


as the place 


5. A 33 1/3 per cent increase in the number of 
manufacturers and jobbers exhibiting at the exhi- 


bition held in the Ambassador Auditorium. 


There are just four ways to make a 
profit during this period, Mr. Pierce 
said. These are: 1, increased sales 
volume; 2, iameaeedl mark-up; 3, re- 
duction of overhead, and, 4, increased 
turnover. The latter point, he said, 
is vital today. 

Mr. Pierce told of the annual turn- 
over in various classes of retail stores, 
which he said was in the average as 
follows: Department store, 7; drug 
store, 44%; hardware store, 34%; imple- 
ment store, 2; dry goods store, 4; shoe 
store, 22/10; grocery store, 10. 

“Satisfactory net profit, today, is 
secured by satisfactory turnover,” Mr. 
Pierce said, “rather than by a certain 
fixed mark-up.’ 

“It is impossible,” he said, “to keep 
accurate records unless your store is 
departmentalized.” He urged the mem- 
bers of the association to undertake 
to departmentalize their stores at the 
earliest opportunity as an effective and 
speedy way of increasing turnover. 

Committee chairmen appointed by 
the president were: E. F. Harford, 
Colton, nominations; Homer Larkin, 
Orange, place of meeting; Tom George, 
Santa Barbara, resolutions. 

S. R. Miles of the National Retail 
Hardware Association spoke on the im- 
portance of eliminating guesswork. He 
stated that the most formidable com- 
petitor that the hardware merchant has 
today is the “fellow who guesses.” 

George H. Eberhard, president of 
The George H. Eberhard Co., San 
Francisco, spoke on the problems of 
1925, in which he enumerated chain 


store competition, mail order houses 
and specialty stores as making it neces- 
sary for the hardware merchant to 
become more and more of a specialist, 
particularly by departmentizing his 
store more adequately. Part of Mr. 
Eberhard’s talk was reported in a re- 
cent issue. 

At the final session Martin L. Pierce 
spoke on the importance of the indi- 
vidual merchant assuming the respon- 
sibility of training his sales force to 
be efficient and successful. “In many 
of the larger department stores,” Mr. 
Pierce said, “regular educational sys- 
tems and departments have been es- 
tablished for the sales forces, which 
are in charge of highly trained ex- 
perts. The smaller store cannot of 
course do this but it can hold regular 
weekly sales meetings, and the sooner 
you undertake these meetings the bet- 
ter it will be for the efficiency of your 
store.” 

Mr. Pierce also urged the dealers to 
pay their clerks a living wage, and to 
recognize good work and loyalty with 
better compensation. “A dead line on 
a payroll,” he said, “limits the chances 
of the company that has it of growing 
beyond a certain point, and also in- 
creases its difficulties of doing busi- 
ness.” 

Proper training of the sales force, 
proper payment of clerks and consis- 
tent and progressive educational work 
were strongly recommended by the 
speaker, who urged employers to “ac- 
cept the responsibility of making your 
own sales force successful.” 


The Right and Wrong Way to Tax ‘Glorified Peddler’’ 


public against fraud and deception, and is an 
arbitrary interference with rights guaranteed 
by the Constitution of the United States. 
dollars per day, as a license fee for a solicitor, 
plainly indicates the purpose to be to protect 
local trade from competition, instead of fixing 
a reasonable fee and conditions upon which a 
license will be granted, so as to safeguard the 


(Continued from page 69) 
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dinance; 


with it. 


public against acts of omission or commission 
by persons engaged as solicitors. 

This decision was not a disagreement with 
the case which grew out of the Portland or- 
it was in complete agreement with it. 
In fact, the court in the Bellingham case dis- 
cussed the Portland case and explicitly agreed 
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Know Where You Stand 


By Hamp Williams 


HEN I started in the hardware busi- 

ness in Hot Springs National Park, 

Ark., in 1896, I lived two miles in 
the country—had a sick wife and three chil- 
dren and a capital of $775. There was no 
choice between success and failure—TI had 
to succeed. 

I vowed the sun should never shine on my 
store door, find it closed, except on Sunday. 
Would have it open when the sun came up 
and it would be open when the sun went 
down. I never stayed in my store except 
when waiting on a customer. I remained 
on the sidewalk seeing folks and requesting 
them to buy, never let one escape. Now we 
have a big store and many clerks, and hun- 
dreds of people pass our store every day 
that are not conscious of it when passing; 
big plate glass show windows full of nice 
things for sale, enameled white brick front, 
three stories, two big entrances, and not a 
man at the door to invite them in. We don’t 
have to now; we have. lots of business. If 
the people want anything in our line let 
them come in and ask for it. 

If we were half as anxious to sell goods 
today as I was when I started we would sell 
25 per cent more than we do. ‘There is only 
one rule, however, that I have observed from 
the day I begun when my sales were $6.75 
and my margin of profit was $1.50 up to 
this day when my sales are $2,000 and the 
margin is $500. 

We have made no improvement on that 
plan. If it was good and safe then it’s just 
as good and safe now. I knew every day, 
week and month whether I had made or lost 
und how much; and I know that now. Lots 
of merchants are broke and don’t know it. 

If each salesman would keep the cost and 
sales each day, of what he sells, you could 
estimate your over-head and tell each day 
whether you are making or losing, besides it 
gives you an incentive to do more business 
and to know whether you are making or 
losing. 

If vou are paying a salesman $200 per 
month, you have him keep an account of 
cost and selling price of the goods he sells 
and at the end of each month he has sold 
upon an average of $1,000, cost $800, mar- 
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gin of profit $200, what are you going to do 
about it? Keep him until you go broke? 
Maybe that is what’s happening and you 
don’t know it. 

Do you know how much he should sell 
and the margin he should make for you to 
break even on cost of his services Tlow can 
vou tell the value of your employees if they 
do not keep a daily, weekly, and monthly 
record of what they sell, and how are you 
to know until you take stock at the end of 
the year whether you have made or lost 

Copying from an article published in 
Minneapolis on March 15th, by my good 
friend C. H. Casey, ex-president of the Na- 
tional Retail Hardware Association; the 
article is entitled “N. R. H. A. Overhead 
Survey” and it reads in part as follows: 

“The most vulnerable point of any store 
—and that is brought out more clearly with 
ach succeeding survey—is that of the per- 
sonal element. 

“It is apparent that salesmen generally 
are not selling enough. It takes too many 
people to handle a given quantity of goods. 
For instance, in a particular group of stores 
studied in the last survey, it was found that 
for each $10,000 of sales 1.36 people were 
employed, while other stores sold a similar 
volume with 0.84 people. Some_ stores 
needed, or rather used, 67 per cent more 
help for an equal volume.” 

I am just as anxious to know how much 
profit each salesman has made as I am in 
the amount they have sold. 


(Continued on page 81) 
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Trade Commission Reforms Are of 
Far-Reaching Consequence 


American Business to Be Helped, Not Hindered—Status of Trade 
Associations to Be Clarified—Tax Reduction Plans 


WASHINGTON, March 30, 1925 


HE Federal Trade Commission 

has turned over a new leaf. 

Henceforth it will help, not hurt, 
American business. 

This is the appraisal that manufac- 
turers and merchants in all lines may 
safely put upon the announcement just 
made by the Commission of important 
changes in the rules of practice, the 
drastic character of which has raised 
up thousands of enemies where there 
should have been friends, and on more 
than one occasion has caused Congress 
to threaten the Commission’s complete 
abolition. 

Three important changes are pro- 
vided in the reformed rules just pro- 
mulgated. All are along the lines of 
sanity, increased efficiency and helpful- 
ness. 

Hereafter no complaint will be issued 
by the Commission until the respondent 
has been given an opportunity for a 
private hearing. This change will pre- 
vent the irremediable injury which has 
so often been suffered by innocent 
parties against whom the commission 
has issued complaints without investi- 
gation. 

No Basis for Charges 


In many cases after the issue has 
been joined and evidence taken at great 
cost both to the Government and to the 
respondents it has been discovered that 
there was really no basis for the 
charge. The publicity given to the 
complaint, however, has worked great 
injury to the innocent victims and there 
has been no one to look to to make 
good the financial loss. 

The second change provides that no 
cases of alleged unfair practice shall 
be considered where the matter com- 
plained of is a purely private con- 
troversy redressable in the courts. The 
public must be a party to any injury 
before a case may be considered by 
the Commission. 

This reform will save a vast amount 
of time and money to the Commission. 
The Governent, through this agency, 
will cease to serve as a cat’s-paw for 
unscruplous persons desiring to invoke 
its power for the injury of business 
rivals. 


Many Cases Only Private Quarrels 


Literally thousands of cases involv- 
ing nothing more than private quarrels, 
without the slightest interest to the 
public, have been made the subject of 
formal complaints during the life of 
the Commission. The great majority of 
these cases have been dismissed after 
investigation but in some of the con- 
troversies the Commission has allowed 
itself to be used for the purpose of 


By W. L. Crounse 


squaring private grudges or to prej- 


udice court actions subsequently 
brought for the recovery of monetary 
damages. 


The third important change in the 
rules and policy of the Commission 
provides that wherever possible cases 
shall be settled by stipulation. A very 
large percentage of the well founded 
complaints served by the Commission 
are susceptible of settlement in this 
manner with a great saving in time and 
money both to the Government and the 
respondents. 

It should be said in this connection 
that the Commission does not propose 
to employ the stipulation in_ cases 
where investigation shows deliberate 
gross fraud as in the case of bogus 
stock flotations, crooked oil deals, min- 
ing ventures, etc., etc. The stipulation 
will be used only in cases in which the 
Commission has reason to believe that 
the respondents will live up to their 
agreement and therefore can safely be 
trusted to abide by the terms of the 
stipulation in lieu of a peremptory 
order emanating from the Commission. 

Public Confidence Restored 

There can be no doubt that in the 
adoption of these reforms the Commis- 
sion has gone a long ways toward 
reinstating itself in the confidence of 
the business community. The neces- 
sity of the reforms is beyond question, 
for the repeated rebukes administered 
to the Commission by the highest 
courts in the land have gone far to 
destroy all respect for the complaints 
and decrees so freely issued and have 
fully justified the movements initiated 
in Congress from time to time to 
abolish the Commission. 

Conservatives Now Control Commission 

It is semi-officially announced that 
the Commission’s new policy has been 
adopted with the votes of Chairman 
Van Fleet and Commissioners Hunt 
and Humphreys, the last named having 
recently been appointed to fill the 
vacancy caused by the expiration of 
the term of Commissioner Nelson B. 
Gaskill. Commissioners Nugent and 
Thompson, the oldest members of the 
Commission in point of service, have 
filed a formal dissent from the new 
rules. 

This is highly encouraging. It 
shows that the new blood injected into 
the Commission within the past year 
or two has brought about these impor- 
tant reforms. 

It is also interesting as indicating 
that the public will not lose through 
the withdrawal of Commissioner Gas- 
kill who was universally regarded as 
one of the ablest as well as one of the 
most conservative men who have served 


on this important body since it was 
first created. 


To Probe “Open Price” 
Associations 


te the eve of the adjournment of 
the special session of the Senate 
just ended the resolution introduced by 
Senator McKellar of Tennessee, and 
referred to in this correspondence last 
week, directing the Federal Trade Com- 
mission to make an investigation of 
open price associations, was formally 
adopted. The resolution provides in 
part as follows: 

“Whereas, such associations may 
exert a large influence in maintaining 
prices at an exorbitant level, particu- 
larly in the case of manufacturing con- 
cerns, the products of which are pro- 
tected by a high tariff duty. 
therefore 

“Resolved, that the Federal Trade 
Commission is hereby directed to in- 
vestigate and to report to the Senate 
at the next session of Congress: 

“First, The present number and na- 
ture of open-price associations, the 
names of such associations, the number 
of their members thereof, and the im- 
portance of such association in the in- 
dustry. 

“Second. To what extent, if any, 
the effect of such open-price associa- 
tions has been to maintain among 
members thereof uniform prices to 
wholesalers or retailers, or to secure 
uniform or approximately uniform in- 
creases in such prices. 

“Third. Whether such open-price 
associations engage in other activities, 
and if so, the nature and effects there- 
of, with respect to alleged violations 
of the anti-trust laws.” 

The Senate, at the instance of Sena- 
tor Shipstead of Minnesota, also or- 
dered the trade commission to inquire 
into reported interference with the 
cooperative marketing associations by 
corporations and trade associations and 
to investigate the cooperative move- 
ments now on foot especially as they 
relate to agriculture. The allegation 
has repeatedly been made that certain 
trade associations have opposed the 
cooperative marketing movement which 
has had more or less support from the 
United States Department of Agricul- 
ture. 


Trade Association Activities 
to Be Defined 


HAT a decision definitely establish- 
ing the scope of the legal activities 
of trade associations will be secured by 
the Department of Justice as a result 
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of rulings to be made in a number of 
important cases now pending before 
the Federal courts or under investiga- 
tion by the department, is the signifi- 
cant statement made during the past 
week by Augustus T. Seymour, who has 
just retired as an assistant to the At- 
torney General in charge of anti-trust 
cases. Until national trade associ- 
ations, which now exist in almost every 
important industry, are able to proceed 
along definite lines without fear of col- 
lision with the Sherman anti-trust law, 
business will continue to be hampered; 
hence Mr. Seymour’s declaration will 
carry a cheering message to business 
men everywhere. 

A safeguard against the misuse of 
statistical information by trade associ- 
ations and against common action re- 
sulting in artificial restraints of trade 
is necessary to prevent natural com- 
petitors from arbitrarily controlling 
supply and price, in Mr. Seymour’s 
opinion. 


Legal Activities Are Approved 


“The policy of the Department of 
Justice has been as denitely outlined as 
possible,” says Mr. Seymour. “As 
long as associations have gathered sta- 
tistical information under proper safe- 
guards solely in aid of proper distribu- 
tion and for the avoidance of extremes 
of overproduction and underproduc- 
tion the Government has not deemed 
it wise to interfere. 

“Considerable evidence of coopera- 
tion among defendants in the wrongful 
use of information has been found in 
cases brought to trial. As the result 
of the settlement of other pending cases 
it is hoped that definite lines can be 
drawn showing the extent to which 
information may be collected and dis- 
tributed within the spirit of the law 
and with the greatest possible benefit 
to business.” 


Mellon’s Tax Prediction 
Verified 


FFICIAL reports from Collectors 
of Internal Revenue indicate that 
Secretary Mellon’s prediction that the 
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March installment of income taxes 
would reach $430,000,000 is well within 
the mark. This means that the cur- 
rent fiscal year will register a surplus 
of more than $100,000,000 and will 
justify Secretary Mellon’s prediction 
that during the year ending June 30, 
1926, the excess of receipts over ex- 
penditures will approximate $368,- 
000,000 

These are astonishing figures when 
the fact is borne in mind that the 
taxpayers of the country have been 
relieved of 25 per cent of their former 
burdens as a result.of the enactments 
of the Congress just ended. They 
mean not only that prosperous condi- 
tions have sustained the productivity 
of the income tax laws but also that 
the new Congress will be fully justified 
in making a further reduction in rates, 
confident in the belief that the un- 
shackling of business from excessive 
burdens of taxation will result in 
greater earnings and that lower tax 
rates may even produce larger total 
revenues. 

Secretary Mellon has begun an ac- 
tive campaign to secure the reduction 
of the maximum surtax from 40 to 25 
per cent. He launched this important 
movement a few nights ago in a state- 
ment before the Bankers’ Club of Rich- 
mond, Va., when he said: 


Tax Reduction But Not Tax Reform 


“The Sixty-eighth Congress abolish- 
ed some taxes, reduced some rates and 
in the main followed the recommenda- 
tions of the Treasury Department as 
to administrative changes. In its fail- 
ure to reduce the maximum surtax be- 
low 40 per cent and in increasing estate 
taxes to a maximum of 40 per cent 
the revenue act passed by this Congress 
violated certain principles of taxation 
which I feel to be fundamental to any 
sound reform of the tax system. 

“The action of the last Congress 
may be said to be tax reduction. It 
certainly was not tax reform. 

“Tt does not insure continuation of 
Jarge revenues to the Government. 
While it may seem to make wealth pay, 
as a matter of fact it only overburdens 
industry and initiative. 


a ———— — i 


“Van the Tool Man’s” Remodeled Store 


day. These, of course, bore the store imprint. 
Other souvenirs were given by the manufac- 
turers. Several gross of match boxes and 
potato bakers were also given by the store. 

In order to receive a souvenir the visitor 
merely had to register. This idea brought in 
more than 8000 names useful in correcting the 


store mailing list. 


Commenting on the advertising done during 
the sale, Vice-President A. D. Van Dervoort 


writes: 


“In regard to our newspaper work we ran 
from a four column 21-in. announcement and 
then a double truck main ad, cutting down each 
succeeding day until we got down to three 
columns 12 in. at the final end of the sale. Our 
firm uses considerable newspaper’ space 
throughout the year daily, and we believe in. it 


thoroughly.” 


(Continued from page 67) 


ished product. 
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“Unintelligent use of the taxing 
power may have disastrous con- 
sequences. It is for this reason that 
we must come to an understanding 
particularly as regards high surtaxes 
and in the field of inheritance taxes by 
which overlapping and unfair taxes 
shall be eliminated and thus the fu- 
ture welfare and prosperity of the 
country assured.” 


Green a Convert to Mellon Plan 


It is highly significant in this con- 
nection that Chairman Green of the 
House Ways and Means Committee, 
who last year opposed a reduction in 
the surtaxes below 40 per cent, is now 
openly advocating Secretary Mellon’s 
plan. Mr. Green has seen the light 
and when the new Congress convenes 
in special session next October he will 
take the lead in fighting for a maximum 
surtax of 25 per cent and a substasztial 
cut of at least one-fourth of the normal 
income tax rates. 

Very little has recently been heard 
of the project suggested by Senator 
Smoot to put through a joint resolution 
early in the new Congress providing 
for a reduction of 25 per cent in the 
taxes paid in 1925 on incomes earned 
in 1924. If such a resolution were 
adopted it would obviate the payment 
of the fourth installment of income 
taxes due Dec. 15, 1925. 

The Treasury has kept silent regard- 
ing this matter, the reason being that 
until the close of the current fiscal year 
on June 30 next the department will 
not have reliable data upon which to 
determine whether the revenues will 
stand another cut applicable to 1924 
incomes. As this would mean a loss 
of several hundred million dollars, the 
more conservative department officials 
are inclined to think that this parti- 
cular cut will not be made and that 
the next measure of relief granted by 
Congress will apply to incomes earned 
during the current calendar year. 


The displays were particularly good. A var- 
nish company demonstrated the worth of its 
product by pouring boiling hot water on a table 
surface treated with that product. A roofing 
man showed methods of laying its patented 
roofing. A lock manufacturer had an electri- 
cally operated exhibit. A white lead firm had 
an exhibit which showed the various steps nec- 
essary to manufacture white lead, with all 
processes shown from the tan bark to the fin- 


The photographs give one an idea of the effi- 
cient arrangement of selling tables, the wide 
and appealing floor aisle going the entire store 
length and illustrate very clearly that hard- 
ware products properly displayed present a 
most attractive picture. 
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CURRENT NEWS 





Selzer Now N. Y. Manager 
Manhattan Elec. Supply Co. 


Arthur J. Selzer has been appointed 
manager of the New York branch of 
the Manhattan Electric Supply Co., 
Inc., New York. W. R. Davis has be- 





A. J. Selzer 


come manager of the St. Louis branch 
of this company. 

Mr. Selzer’s earliest connections in 
the electrical industry were in construc- 
tion work. For seven years he was a 








W. R. Davis 


salesman for the Electric Appliance 
Co. of Chicago. For four years he was 
western sales manager for the Adams- 
Bagnall Electric Co. His most recent 
position was that of sales manager of 
the B-R Electric Co., Kansas City, Mo. 

Mr. Davis was an electrical engineer, 
a naval radio officer during the war, 
and later was head of the Aircraft 
Radio Section of the Bureau of Steam 
Engines, Washington, D. C., and was 
with the Magnavox Co. 





Allied Barrel Co. Formed by | 


Large Consolidation 


On April 
Cleveland, Ohio, with capital of $1, 000,- 
000, was formed by the merging of 
plants, good-will and personnel of the 
i1ollowing companies: 

A. Knabb & Co., Warren, Pa., and 
Marcus Hook, Pa. 

H. G. Rush Cooperage Co., Oil City, 
Pa. 

Pekin Cooperage Co., Ambridge, Pa. 

Cleveland Cooperage Co., Cleveland, 
Ohio. 

Officers are C. S. Knabb, chairman of 
board; C. C. Berry, president and gen- 
eral manager; H. G. Herget, vice-presi- 
dent, and R. W. Rush, secretary and 
treasurer. 

The officers, together with H. G. 
Rush, Harold Clark and Albert Knabb, 
will constitute the first board of di- 
rectors. Though the main offices will 
be established at Cleveland, the treas- 
urer’s office at the present time is at 
Oil City, Pa., where R. W. Rush is tak- 
ing charge of purchasing. 


Retailer’s Credit Viewpoint 
Stressed by Llew S. Soule 
at N. Y. Credit Dinner 


Giving the retailers’ standpoint in the 
credit situation, Llew S. Soule, editor of 
HARDWARE AGE, told the third annual 
banquet of the Hardware & Housefur- 
nishings Credit Men’s Association of 
New York to study the dealer problems 
and to cooperate with him in their solu- 
tion. Mr. Soule predicted that 1925 
would be a prosperous year for workers 
and said there would be a big bounty 
on work in 1925. 

Chairman F. W. McDowell presided 
during the early part of the evening 
and Edward Gould, attorney, acted as 
toastmaster. More than 200 members 
and guests attended. 

H. Tregoe, representing the Na- 
tional Association of Credit Men, said 
in part that good business was caused 
by good atmosphere and that credit is 
the atmosphere of business. He praised 
the work of the local association and 
called upon the members to stamp out 
the business burglar. 

Justice Gustave Hartman, Municipal 
Court, advocated an arbitration board 
instead of a jury in credit disputes, 
giving as his reason the fact that with 
the jury of 12 men any one who is 
familiar with the situation becomes 
disqualified. 

Justice A. Cohn, Supreme Court of 
The Bronx, took the opposite view and 
said he believed the jury system the 
best method of settling all kinds of 
disputes. 

A. Deichelmann, on behalf of the 
organization, presented gifts to chair- 
man McDowell, I. P.-~- Horn, 
chairman investigating committee; 
Vice-Chairman William Goldenblum 
and Secretary M. G. Bassett. 


1 the Allied Barrell Co., 








Horace Fuller 


Dead 


Horace W. Fuller, formerly president 
Fuller Bros. & Co., New York City, 
jobber in nails, wire, sheet iron, etc., 
died in his eighty-seventh year on 
March 23 at his home in New York 
City. The business of Fuller Bros. & 
Co. was originally known as Dudley B. 





Horace W. Fuller 


Fuller & Co. and was established in 
1864 by Dudley B. Fuller, father of the 
deceased. The business later became 
Fuller, Lord & Co., and after that be- 
came Fuller Bros. & Co., an incorpora- 
tion between the three sons of the 
founder, R. S., George and Charles. 
Charles Fuller is the only surviving 
member and is not now active in the 
business. 

The late Horace Fuller was vice- 
president at the time of incorporation, 
became president in 1911. He resigned 
in 1922 and at that time retired from 
active business. 





Clemson Bros. Issue Book on 
Dealer Helps, Etc. 


Clemson Bros., Inc., Middletown, N. 
Y., manufacturer of hacksaw blades, 
recently issued an attractive sales book- 
let outlining the company’s efforts in 
advertising and sales promotion and its 
assistance to the trade. This includes 
trade paper advertising, display mate- 
rial and other dealer helps. 





Carroll-McCreary Co. Formed 
to Job Steel Products 


The Carroll-McCreary Co. has been 
incorporated with $60,000 capital stock 
as jobbers of steel products, carrying 
a complete stock of sheets, bars, nails, 
structurals, bolts, etc., with office and 
warehouse located at Borden and East 
avenues, Long Island City, N. Y. ; 
J. Carroll, formerly with J. K. Larkin 
& Co., is president; B. F. McCreary, 
formerly with the same company, is 
vice-president, and Norman Serphos is 
treasurer. 
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Trade Magazine Editorials 
Discussed by Phila. Assn. 


The Retail Hardware Association of 
Philadelphia held its first meeting of 
the new year with a large attendance 
of Philadelphia members and New Jer- 
sey visitors, at Green’s Hotel, Philadel- 
phia, on the evening of March 19. 

President Harry D. Kaiser called at- 
tention to the great value of material 
found in the editorials of the trade 
magazines and plans are made to 
analyze these editorials by Secretary 
James M. Rose and present them at the 
coming meetings for discussion and 
application to comprehensive merchan- 
dising. The ‘“Salesmen problem,” 
which involves the numerous salesmen 
who call upon the merchant and the 
time required to render courteous atten- 
tion to each legitimate representative of 
the various jobbers and manufacturers, 
was presented. It was agreed that 
under present conditions it is a matter 
of serious moment to have customers 
waiting while an equally important 
salesman of the staple lines is waiting 
for an interview. Every merchant is 
facing this problem and hoping for 
some method of solution. 

Frank A. Mitchell reported that to 
date the Collection Bureau has collected 
$4,000 from “dead accounts” and that 
75 per cent of the collections have been 
through what is termed “first demand” 
letters. 

W. Glenn Pearce, assistant secretary 
of the State Association, with the aid 
of a picture machine gave an illus- 
trated talk on proper business methods 
involving margin, expense and profit, 
that has ever been presented to a gath- 
ering of retail merchants. Mr. Pearce 
is to follow this talk at the next meet- 
ing with “Stars of the Retail Hardware 
Trade”—a moving picture of leading 
retail merchants, their stores and cus- 
tomers in action. 

Three-minute talks were given by 


Horace G. Goodwin, N. Walter Suplee, | 


Carl Krupp, Bart Sloan, Joseph Hahn, 
William C. Beener, William F. Brown 


Frank Hegner Will Address | 


Jersey Dealers—Also 


Sharon E. Jones 


Frank Hegner, president of the 
Pittsburgh Retail Hardware Associa- 
tion, and Sharon E. Jones, secretary of 
the Pennsylvania & Atlantic Seaboard 
Hardware Association, will be speakers 
and guests of honor at the regular 
monthly meeting of the North Jersey 
Hardware & Supply Association, to be 
held at the Downtown Club, Newark, 
N. J., on April 14. Those desiring 


reservations should communicate with 
Secretary William F. Littell, Jr., 468 
Broad Street, Newark. 





| 





and Nathan C. Engle on “Suggestions 
that impressed me most” during the 
last convention and exhibition held in 
Philadelphia. 
that merchants cannot figure as they 
did prior to the war period, especially 
in relation to the desired frequent turn- 
overs. The question box is of such 
value that more time should be de- 
voted to it. The sessions were not 
really long enough and there were so 
many new things presented by ex- 
hibitors who were educationally inclined 
toward the retail dealer that the entire 
program might be lengthened with 
profit to all concerned. Carl Krupp 
voiced his impressions, which he had 
applied to his own store, saying: “The 
realization of the great power repre- 
sented by such a trade body as ours in 
its local, State and national applica- 
tion of harmonious development, fur- 
nishing an opportunity for individual 
cooperation and concerted action, in 
addition to the practical knowledge 
gained through contact with the best 
men and methods in the trade, is in- 
spiring and must of a surety establish 
and maintain successful merchandising. 
We are guided by national programs 
and there can naturally be no let up in 
our enthusiastic and cooperative re- 
sponse for good business and good liv- 
ing.” 

President Kaiser appointed the fol- 
lowing standing committees: Execu- 
tive, George Park, Jr., chairman; N. C. 
Engle, Carl Krupp, Walter Hewes, 
William O. Dobson, J. G. Esmonde. 
Entertainment, William F. Brown, 
chairman; Louis A. Loesche, Jr., Bart 
Sloan, N. Walter Suplee, Charles 
Maurer, R. D. Boal. Membership, 
James M. Rose, chairman; Louis A. 
Loesche, Jr., Carl Krupp, E. R. Shaw, 
Charles D. Huff, Joseph Hahn, Bernard 
F. Maurer, William C. Beener, Frank 
Shemp, William Stevens. Legislative, 
William Sadler, chairman; Frank A. 
Mitchell, J. G. Esmonde. 


Herbert Austin Dead 


Funeral services for Herbert Austin, 
for many years associated with the 
New England metal industry, were held 
Wednesday, March 25, in Boston. He 
died the previous Sunday at a local hos- 
pital following a long illness. Mr. 
Austin was a native of Honolulu, born 
May 6, 1859, but received his educa- 
tion in Boston schools. He entered the 
Class of 1881 at Harvard University, 
but left at the close of his freshman 
year to enter the office of F. D. Austin 
& Co., Boston, iron and steel. In 1886 
he was admitted to the firm of Austin 
& Doten and was connected with that 
firm for thirty-nine years. 


The general opinion was | 


McKinney Employees Wit- 




















ness Wedding Ceremony 


More than 2000 employees of the 
McKinney Mfg. Co., Pittsburgh, Pa., 
recently witnessed the wedding cere- 
mony of Harry A. Scott, who has been 
with the company for more than forty 
years as divisional director of the cut- 
ting department, and Mrs. Louise Will, 
director of the welfare work. 

The ceremony was performed by Rev. 
Franklin Beiswenger, pastor of the 
Bethlehem Lutheran Church, South 
Hills. The couple left shortly after 
the ceremony for Cleveland. 

J. W. Farr, on the committee of ar- 
rangements, said the idea of a factory 
wedding began with a jest. With the 
bride’s consent, W. S. McKinney, vice- 
president, got busy and through his 
efforts the -wedding was staged. A 
dance, with the privilege of visiting a 
refreshment booth as often as desired, 
concluded the affair. 

The Rev. Mr. Beiswenger, who per- 
formed the ceremony, was a former em- 
ployee of the McKinney Co. 


John A. ivi Has Been 
with Peden 30 Years 


John A. Harvin, vice-president and 
manager, Peden Iron & Steel Co., 
Houston, Tex., recently completed a 30- 
year period of service with the com- 
pany. He joined the company in 1895 
as a general all-round handy man 
doing odd jobs around the warehouse, 








John A. Harvin 


building shelves, and then later a 
traveling salesman. He afterwards took 
charge of the warehouse and shipping, 
and in seven more years was elected 
assistant manager, a director, and then 
vice-president and manager. 

“Uncle John” is the familiar name 
by which Mr. Harvin is known among 
the company’s 300 employees. His 
hobby is hunting and fishing, and he 
is very fond of spending a week-end 
on his farm, located on the banks of 
Taylor Lake, about an hour’s ride from 
the city. 
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Megee's Universal Display 
Stands 


J. W. Megee, Tulsa, Okla., has re- 
cently developed a new display rack 
for wheel goods. It is constructed to 
show wheel goods to advantage and to 
save floor space. 

It is claimed that 4 or 5 times more 
articles can be displayed by the use 
of the Universal Display Stand than 




















without, and that it facilitates han- 


dling. 
The racks come in different sizes to 
carry one bicycle or several; or an as- 


sortment of kiddie cars, bicycles, 
larger toys and wagons. See illustra- 
tion. 


-_—-— 


Adjustable Hand Screw Has 
Wide Usefulness 


Two new sizes of “Jorgensen” hand 
screws have recently been developed by 
the Adjustable Clamp Co., Chicago. 
They complete the range of sizes with 
steel spindles and are equivalent in 
size and capacity to the smallest wood 
hand screw, which is quite delicate and 
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requires considerable care to avoid 
damage in handling. 

The mechanic and cabinet maker are 
said to welcome this new device, for it 
is strong and rugged and its size con- 
venient for many classes of work. 

The jaws of these hand screws are 
said to be made of the finest hard 
maple of perfect grain and oil finished; 
the screws or spindles, of cold drawn 
steel, with accurately cut threads of 
special design to give quick action to 
the clamp. The spindles operate in 
steel nuts arranged to swivel within a 
convenient limit, thus permitting ad- 
justment of the jaws to conform ex- 
actly to the surface clamped. Further, 
this swivel action relieves the screws 
of any binding, makes them self-align- 
ing and prevents any tendency to bend 
the spindles or damage the threads 
when the jaws are not parallel. 

It is claimed that the “Jorgensen” is 
nearly twice as fast as wood screws 
with a tighter grip, and it has no 
latches or small parts likely to get out 
of order. 

One jaw can be made to overlap the 
other, forming a position very often 
desirable. Its neatness and durability 
is said to recommend it to the trade. 

The new sizes have jaws 4 in. and 
5 in. long, opening to 2 in. and 2% in. 
respectively. 


Efficient Ball-Bearing Chain 
Blocks 


That Yale _ Ball-Bearing Spur- 
Geared Chain Blocks greatly increase 
efficiency, is a claim made by The Yale 
& Towne Mfg. Co., Stamford, Conn., 
who have recently marketed a new 
chain block of this type. 

For over 50 years this company has 
been developing a line of hoisting and 
conveying equipment and the introduc- 
tion, therefore, of large capacity ball 
bearings to support the load sheave 
shaft marks a great improvement. It 
is claimed that one man with a hand 
chain pull of 77 lb. can easily lift a 
1-ton load. 

These ball-bearing chain’ blocks are 
being marketed in a number of sizes, 
ranging from % to 20-ton capacity. 
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New Auto-Pedal Car 


The new Auto-Pedal Car has been 
placed on the market by the Auto- 
Wheel Coasters Co., North Tonawanda, 
N. Y. It is available in two sizes, with 
or without pedals. Features claimed 
are roller bearing steering posts, said 
to make steering easy. An interlocking 
“fifth wheel” which prevents tipping 





end rubber pedals which cannot come 
eff or stick are other features. The 
seat is made of selected lumber in nat- 
ural finish. The construction is of 
sturdy channel steel with ball bearing 
front wheel drive and roller bearing 
rear wheels of double disc type. 





New Flashlight Focuses Rays 


“Eveready Industrial, No. 2694” is 
the National Carbon Company’s answer 
to the increasing demand for a flash- 
light that would serve to direct the 
rays upon the desired place while ieav- 
ing the hands free. ; 

The “Industrial” flashlight is par- 

ticularly adapted for use by linemen 
in the employ of the public service cor- 
porations and large municipalities; for 
night repair gangs on roads, railroads, 
bridges and culverts, for maintenance 
gangs, for general repair men in 
plants, and for the host of other oc- 
cupations where both hands must be 
free. 
It differs from the accepted types of 
Eveready flashlights ‘in two particu- 
lars. On the “Industrial”, the lens, in- 
stead of being at the end of the case, 
is on one side. By this means the 
flashlight can be stood on end and a 
bright beam of light cast at right an- 
gles to the erect case. The other 
unusual feature is a strong steel spring 
hook or clip on the opposite side from 
the lens which may be fastened to a 
belt or the edge of a coat and the beam 
concentrated on the particular job to 
be done. 

This is particularly useful to the 
automobile owner who has to change 
a tire and who can stand the flashlight 
along the road and work in its light 
with both hands free. 

The hook and side lens ideas are 
direct outgrowths of experiments con- 
ducted by the National Carbon Co., for 
the American Telephone and Telegraph 
Co., which several years ago wanted to 
equip its linemen with a light and 
leave the hands disengaged. To the 
“Industrial” lights the National Car- 
bon Co., has added all the popular 
features of its line such as the safety 
locking switch. In addition it is said 
to be built to stand hard-usage and all 
of its parts are heavily reinforced. 
Being standard equipment, it takes two 
No. 950 unit cells. 
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General Market News 





Retail Sales Improving 
Spring Lines Are Active— 
Prices Are Very Firm 


Retail hardware sales seem to be 
forging ahead in a very satisfactory 
manner, and the last week reports from 
various market centers indicate better 
weather conditions, good credit situa- 
tions, and a generally improved con- 
sumer demand for spring lines and 
staple items. 

In the Pittsburgh area and points 


Chicago Market Generally 
Firm—Few Declines Noted 


Several breaks occurred in prices this 
week, in spite of the general firmness 
of the market. Linseed oil, aleohol and 


' solder all took a drop, the only advance 


being one of two cents in the price of 
turpentine. Other prices are reported 
as firm, and there are some predictions 
of higher prices on some items, but 
they failed to develop this week. 

Retail sales are still somewhat slug- 
gish and this condition is reflected in 
the fact that the retailers are showing 
little disposition to anticipate their 
future needs for summer merchandise, 
but are apparently waiting for the 
actual advent of warm weather before 
placing their orders. Building hard- 
ware and materials continue to be in 
active demand and building permits 
weekly show an increase and construc- 
tion work is going forward to an ex- 
ceptional degree. 


as 


Warm Weather Helps Busi- 
ness in Cleveland Hardware 


Market 


Warm weather has stimulated busi- 
ness with both jobbers and retailers 
and the former report more activity in 
various spring lines, particularly lawn 
mowers, garden hose and steel goods. 
A good seasonal demand has developed 
for oil stoves and fireless cookers. Price 
advances are reported on furnace pipe 
and elbows, rope, sledges, railroad picks 
and mattocks. In the building field a 
good year is expected. 





Pittsburgh Business Improv- 
ing—Prices Are Very Firm 


Hardware business in the Pittsburgh 
area is limbering up under the influ- 
ence of the spring sun, which as usual 
is starting activities that always spell 
a demand for a large number of hard- 








east city trade has been lagging be- 
hind. This condition seems to be lim- 
bering up and reports coming in are 
more favorable. 

Prices are very firm in most sec- 
tions, so there are a few adjustments 
being made, both up and down. Spring 
merchandise continues very active in 
all sections. 


ware items. The gain in business so 
far has been slight, but it has been 
sufficient to establish a trend, and since 
the belief now is generally held that 
the backbone of the winter has been 
broken the expectation is that business 
will continue to expand. Prices are 
showing remarkable firmness in view 
of the rather slow demand there has 
been over the past few weeks, and the 
weakness which has developed in pri- 
mary materials prices with the passing 
of the super-optimtistic ideas of the 
1925 business outlook. The collections 
still are only fair in this district, the 
depression in the soft coal industry 
having a tendency to pull down the 
average. 


Collections Are Very Good 
in the Northwest 


Everything is apparently in readi- 
ness for the opening of one of the best 
selling seasons which the Northwest 
has had for a number of years. Stocks 
are well rounded out in nearly every 
line, and the prospects are for excellent 
business in all lines, including hard- 
ware of every description. Collections 
are well up to the average, and far 
better than a year ago. 
of the heavy crop last year are begin- 
ning to be felt in the larger centers. 





Paint Outlook Very Promis- 
ing in Florida and Cuba 


Cuban agents of American paint 
manufacturers are very enthusiastic 
over the sales prospects for 1925, ac- 
cording to S. S. Long, president, Re- 
public Varnish Co., Newark, N. J., who 
has just returned from a trip to Ha- 
vana and New Orleans, La. 

Mr. Pastonfield, another official of 
the company, has also returned from a 
southern trip and reports that the out- 
look for paint and general business is 
particularly promising in Florida, due 
to real estate activities and heavy build- 
ing programs. 


| 


| in New England. The most important 
| changes reported the past week were 














The effects | 





Prices Fairly Stable in New 
England Market 


Hardware prices remain fairly stable 


advances of 10c. per pound in cable laid 
twine, a slight rise in torches and fire 
pots, as well as abrasive flours. On the 
other hand, sheet zine is down 4c. per 
pound, some makes of guns 16 2/3 per 
cent, and brass products lc. a pound. 


Butt-Hinge Advances’ Ex- 
pected Among N. Y. Jobbers 


New York jobbers expect to receive 
an advance.on butts, strap and T hinges 
very soon. Bar and strip solder have 
been reduced two cents per pound. Re- 
tailers report improved business with 
the better weather. Spring lines are 


moving actively, particularly lawn 
rollers. 
Brass Manufacturers Urged 


to Reduce Varieties of Their 
Products 


W ASHINGTON.—Addressing the meet- 
ing of the National Association of 
Brass Manufacturers on Thursday of 
last week, E. W. Ely of the Di- 
vision of Simplified Practice, Depart- 
ment of Commerce, urged the associa- 


tion to take greater advantage of bene- 
fits arising from simplifying and re- 


ducing the varieties of its products. 
He explained that this should be done 
by salesmanship on behalf of the pro- 
ducers or distributors if either they or 
the ultimate consumer are to obtain 
benefits from cutting away excessive 
varieties or items.* In effect, Mr. Ely 
advocated that producers should make 
known what had been accomplished by 
way of reducing costs and improving 


_ production as a result of eliminating 


excessive types. The talk of Mr. Ely 
was interpreted as meaning that manu- 
facturers not only should eliminate ex- 
cessive varieties and thus reduce costs, 
but should follow these up by making 
the fact known to consumers. 

The address of Mr. Ely was a part 
of the program of the National Asso- 
ciation of Manufacturers, which met 
here on Wednesday and Thursday of 
last week at the headquarters of the 
United States Chamber of Commerce. 

“Standards, or limited varieties,” Mr. 
Ely continued, “do not sell themselves. 
Unless there is an effort on the part 
of the producer and distributor to show 
the consumer that there is something in 
it for him, attempted simplification or 
standardization becomes more or less of 
a gesture.” 
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Encouraging Outlook in Pittsburgh Territory 
—Spring Weather Stimulates Sales 


(Pittsburgh office of HARDWARE AGE) 

USINESS is looking upward in hardware in the 
B Pittsburgh area, and while the improvement so 

far has been slight it has been sufficient to note the 
trend and to encourage more optimistic expectations for 
the near future. Several days of bright, mild weather 
appear to have stimulated activities in those directions 
that result in purchases of hardware, and as the idea now 
is general that permanently good weather has arrived, 
the expectations of a steadily increasing business are com- 
monly held here. Farm and garden tools are moving with 
great freedom from jobbers’ stocks and there seems to be 
satisfaction over the movement of poultry netting, wire 
cloth and woven wire fence, in view of the fact that until 
the last week or so weather conditions were not exactly 
favorable for work that would involve the use of these 
lines. Builders’ hardware is moving well but the report 
about carpenters’ tools is not quite so favorable. Painting 
materials are sharing in the business betterment, but 
window glass still is slow. 

Price changes are remarkably few and the market is 
best described as firm, especially when consideration is 
given to the fact that the steel market has eased off and 
has lost practically all of the price advance that was at- 
tempted following the heavy orders of late last year. There 
has been a considerable slowing down in the steel market 
which even price concessions have failed to arrest, and it 
now looks as though the production of steel will suffer 
some curtailment in the next ninety days. Lower prices 
are quoted on sheet steel, and on gaivanized steel conduc- 
tor pipe in keeping with the recent drop in mill prices. 
It is probable that this decline eventually will spread to 


AUTOMOBILE ACCES SORIES.— 


Business is better, but not good. The| this territory, with prices well main- 


weather is more favorable and the| tained. 
trade is hopeful. Prices show no par- 
ticular change. 


Prices from jobbers’ stocks, f.o.b. 
Pittsburgh follow: 
Spark Plugs.—A. C. plugs, lots of 











Jobbers’ quotations to. retailers, 
f.o.b. Pittsburgh: 
Broken Unit 

Packages Packages 


ignition type, 


galvanized ware and other sheet steel products. It is 
noted that the recent advance in lawn mowers by Eastern 
New York manufacturers has not been followed by other 
manufacturers. The advances in nails and wire an- 
nounced by manufacturers early in February have not 
been maintained and that development naturally finds 
some reflection in resale prices. Collections in the coal 
mining centers are poor and the general average is kept 
down by that fact. 

There is a very conservative feeling in the iron and 
steel market at present and the indications now point to 
a somewhat lower rate of production in the next three 
months than in the past three. There is now the convic- 
tion that the consumptive power of the country is not yet 
sufficient to sustain production at the rate of the last four 
months, when it averaged very close to ninety per cent of 
theoretic capacity. Virtual abandonment of the prices 
named late in January and early in February on a number 
of important products by the manufacturers and a will- 
ingness to take business at the early January levels does 
not appear to have appreciably stimulated buying. It is 
fairly apparent that while there has been a reasonably 
good consumption of steel over the past three months that 
purchases ran somewhat ahead of actual consumption and 
that consumers can go part way into the second quarter 
with the help of only small supplementary orders. Prices 
have eased off where they had advanced. The decline 
in coke prices following the recent downward revision of 
wage scales in the Connellsville district has produced some 
further weakness in the pig iron market, with declines 
ranging from $1 to $1.50 a ton. 


BATTERIES.—Demand is steady in|,BUILDERS’ HARDWARE.—This dis- 


trict is notable for much activity in 
house building and several of the larger 
hospitals are making extensive addi- 
tions and the restult is that there is a 
very good movement of builders’ hard- 
E ware. Higher prices are immediately 
ahead, as manufacturers are sending 
out new lists showing advances in a 
number of lines, notably lock goods. 
CARPENTERS’ TOOLS.—Both _job- 
bers and retailers featuring this line 
still express disappointment over the 
volume of business. 

















less than 10, 65c. each: lots of 10 to 
99, 58c.; lots of 100 or more 5é6c.; 
A. C. plugs, No. 1075, for Ford cars, 
lots of less than 10, 49c.; lots of 10 
to 99, 44c.; lots of 100 or more, 42c. 
Motor Meters.—Standard makes, 
lots of less than 10, 25 per cent off h 
list; lots of 10 to 19, 30 per cent off | oaen. 
list; lots of 20 or more, 37 per cent | BOLTS, NUTS AND RIVETS.—De- gk og 
st. el ws k in thi . -.| CLEANING COMPOUND.—Spring is 
_¢ 1 pon makers in this territory 1s a 2 : ‘eo 
Horns.—Spartons, single lots, 33% here with its house cleaning activities 
per cent off list $60 list and over, only moderate and the average rate of q eal af & 2 
Aly F aT sae ay $90 list and plant operations is not much above 50 an - ip eman or cleaning com- 
‘ st. R . ounds. 
Windshield Cleaners.—Trico uni- to 60 per cent of capacity. That gait | P : 
versal automatic cleaners, $3.25 means rather high producing costs and it a ‘ 
each. : ; ; Sconomy umber rain pipe 
Jacks.—Millers Falls, No. 145, $3.75 if the market is firm it finds its expla-/| — cjeaner, in 1 Ib. net cans, in lots of 
each. nation chiefly in the fact that prices : doz... te per doz.; in lots of 6 
Pumps.—Anthony line, $2.20 each. do not give manufacturers any more meen 50 a ae 7 oS Oe. 
ge eeWeek, No. 2004, $15.60 than a new dollar for an old one. Job- a, - 2 > ~¥ ene ones, in 
, , . . ots o z., $4.§ 2 s 
bers are easily supplying all demands ot & Gee. SA06 bee Ses and in foie 
AXES.—There is a fair amount of buy- | made upon them. of 12 doz., $4.50 per doz. _ 
ing of futures, but current demands are Hercules tile and porcelain cleaner, 
moderate. 
We quote from Pittsburgh jobbers’ 
stocks: First quality unhandled axes, 
base group (3 to 3 lb. or lighter) 
Single bit, $14 per doz.; double bit, 
$19; No. 2 group (3% to 4% Ib.) 60c. 
per doz. advance over base; No. 3 
group (4% to 4% lb.) $1.20 over base: 
No. 4 group (4% to 5%) $1.80 over 
base, handled axes, base group, sin- 
gle bit, $18.25 per doz.; double bit, 
$23.25 per doz. 





We quote out of jobbers’ stocks as 
follows: 

Machine bolts, small rolled thréads, 
50 and 10 per cent off list; all sizes 
cut threads, 50 per cent off list; 
carriage bolts, small rolled threads, 
50 per cent off list; all sizes cut 
threads, 45 per cent off list; stove 
bolts, 75 per cent off list; tire bolts, 
40 and 10 per cent off list; nuts, hot 
pressed blank or tapped, 3.25c. off 
list; c.p.c. and t. blank or tapped, 
3.35¢e. off list; rivets, small wagon 
and tinners’, 60 per cent off list. 





in 1 lb. net weight cans, $2 per doz. 
in lots of 2 doz.; in gross lots $1.90 
per doz. 

Hercules boiler liquid, in 1 qt. can, 
$3 each; in % doz. lots, $2.50 each: 
in 1 doz. lots, $2.25 each. 

Same, in % gal. cans, $5 each: 14 
doz. lots, $4.75 each; and in gal. cans, 
$9 each. 


CONDUCTOR PIPE.—Galvanized sheet 
steel conductor pipe has declined in 
sympathy with the market for plain 








hs he 


tt a 


hate teas Gh 


Lee eT Me ee Se Pee Eee ene 
> 2 Fee Rede TS Se 





April 2, 1925 


material. While raw copper has de- 
clined appreciably from its recent peak 
levels there has as yet been no change 
in copper pipe. Three inch galvanized 
sheet steel pipe now is priced at $5.05 
per 100 ft., as against the former quo- 
tation of $5.25. 


We quote out of Pittsburgh ware- 
houses: 

Galv. sheet steel pipe, No. 28 
gage, 3-in., $5.05 per 100 ft.; Copper 
pipe, 2 to 5-in., 16 oz., 32 per cent off 
list on direct mill shipments and 28 
per cent off list out of jobbers’ 
stocks. 


FARM AND GARDEN TOOLS.—Job- 
bers here are finding the movement in 
these lines very brisk at the present 
time and expect a good clearance of 
stock. A few weeks ago the Coldwell 
Mfg. Co. advanced its prices of lawn 
mowers $2.25 to $4 each, but other 
manufacturers still are at the prices 
announced last fall. 


PAINTING MATERIALS. — Linseed 
oil has declined 6c. a gallon since the 
last report and turpentine 2c. a gallon. 
There is no change in mixed paints or 
white lead. Business, while showing 
some improvement, is still somewhat 
behind what it was at this time last 
year. Retailers have not yet begun to 
send in repeat orders. 

Prices to retailers: 

Ready mixed paints, best grades, 
$3.10 per gal.; lower grades, $2.50; 
white lead, 16c. per Ib. in 100 Ib. 
lots; 10 per cent less in lots of 500 
Ib. or more and an extra 5 per cent 
less in lots of a ton or more; tur- 
pentine, $1.08 per gal. in barrel lots; 


linseed oil, $1.23 per gal. in barrel 
lots. 


POULTRY NETTING AND WIRE 
CLOTH.—A good many retail stores 
are devoting window space to poultry 
netting and wire cloth and making sug- 
gestion that this is a good time to in- 
close poultry yards and to repair screen 
doors and windows. The effort is not 
without success and both retailer and 
jobber report business to be _ better 
than it was a short time ago. 


SCOOTERS.—tThere is a really huge 
demand for scooters this year, with the 
kiddies demanding those equipped with 
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brakes in preference to those without 
them. Since there has been a remark- 
able falling off in the demand for 
coaster wagons and toy automobiles it 
looks as though the scooter was sup- 
planting them in the youthful favor. 


SHEET METAL.—Sheet copper and 
zinc prices have eased off one-quarter 
cent per pound. This is a reflection of 
conditions in the primary market, as 
the demand upon jobbers here is fair- 
ly steady. 
We quote 
per lb. from 


sheet copper at 22\c. 
jobbers’ stocks and 
23%c. per lb. on direct mail ship- 
ments: sheet zinc, 12%c. per Ib. in 
loose sheets; 11%4c. in 100 Ib. casks: 
lic. in 300 lb. casks and 10%c. in 600 
Ib. casks. 


SHEET STEEL.—Lower mill prices 
have prompted a downward revision of 
local warehouse prices of galvanized 
sheets down 15c. per 100 lb. and black 
sheets 10c. per 100 lb. from recent 
levels on lots of one to nine bundles. 
Corrugated galvanized sheets have de- 
clined 12c. per square. 

Prices out of Pittsburgh jobbers’ 
stocks: Galv. flat, No. 28 gage, $5.60 
base per 100 lb.: corrugated No. 28 
gage, 2%-in., $4.75 per square; one 
pass cold rolled black, No. 28 gage, 
$4.50 base per 100 lb., all for lots of 
one to nine bundles. 


SOLDER.—The base metals are hold- 
ing steady and this imparts steadiness 
to solder prices, the market still being 
quoted here at 35c. per lb. for half and 
half out of jobbers’ stocks. 


STOVE PIPE AND ELBOWS.—Cur- 
rent requirements are seasonably small, 
but there has been good ordering for 
fall delivery. In announcing prices for 
this year, manufacturers based their 
quotations on sheet prices about the 
same as now are ruling and the recent 
weakness in the sheet market may not 


find full reflection in the prices of stove 


pipe and elbows. 


We quote polished blue nested 
stove pipe from Pittsburgh ware- 
houses, No. 28 gage, 6 in., $15 per 
100 joints; elbows, $1.48 per doz. 
Nickeled stove pipe, 4 in., 85c. per 
joint: elbows, 75e.; collars, 40c. 
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TIN AND TERNE PLATE.—tThe mill 
situation on tin plate is one of excep- 
tional strength, because the demand for 
tin plate for food containers is extreme- 
ly heavy and it looks as though this 
year’s requirements for that purpose 
would run at least 10 per cent above the 
average for 1923 and 1924. The pack 
of fish on the Pacific Coast already has 
exceeded all expectations and the out- 
look for the fruit and vegetable crop is 
enhanced by the fact that the spring 
weather has arrived in most sections 
of the country on schedule. Naturally 
the primary market is very firm and 
there is no room for weakness in the 
jobbing quotations. 


We quote roofing ternes, 40-lb. I-C 
$24 per box, 112 sheets, 20 x 28 in. 
from jobbers warehouses. Furnace 
plate, 20 x 28-in., $13.50 per 100 Ib. 


WINDOW GLASS.— The movement 
still leaves much to be desired. This is 
apparent in the fact that there is con- 
siderable shading of prices in the com- 
petition for orders. 

Jobbers quote: Single strength A 
and B, 84 per cent off list; double 
strength, A, 86 per cent off list; B, 

87 per cent off list. 

WIRE PRODUCTS.—Jobbers still re- 
port a rather light demand for nails, 
which is in part ascribable to the fact 
that jobbers filled up pretty liberally at 
the prices prevailing late last year, and 
there has not been very much reflection 
in the resale prices of the two advances 
each of $2 per ton subsequently made 
by manufacturers. Jobbers’ stocks are 
so heavy that it has been necessary to 
keep resale prices down in order to 
lighten them. Hog and cattle wire has 
not been moving with much freedom so 
far this year, because ground condi- 
tions have been unfavorable, but the 
trade is looking for better business now 
that the sun is strong enough to dry up 
the soil and permit stringing the enclo- 
sures with barbed wire. 


We quote out of jobbers’ stocks: 

Nails, $3.15 to $3.25 base, per keg; 
No. 9 gage, annealed wire, $3.10 to 
$3.20 per 100 Ib.; plain galvanized 


wire, .55 to $3.65 per 100 Ib.; gal- 
vanized barbed 2-point cattle, $3.25 
per 80-rod spool; 2-point hog, $3.45; 
4-point cattle, $3.45: 4-point hog, 
$3.71: special 2-point cattle, $2.43; 


woven wire fence, 1047-11, $39.36 per 
100 rods; 1047-9, $55.20; 939-11, $35.22; 
939-9, $48.85. 


Know Where You Stand 


The wise old farmer who had had years 
of experience raising hogs, in discussing 
remedies for hog cholera at a convention, 
said that he had had considerable experience 
with hog cholera, and had found by close 
observation that the hogs which lingered 
around for several days were more likely to 


(Continued from page 73) 


(Signed) 





get well than those which died when they 
first took it. 
Guess we have a chance so long as we are 
lingering, but why not apply a preventive 
in the beginning and prevent the trouble 
which will certainly come if we do not? 
Hamp WILLIAMS 
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Seasonal Lines Moving in Cleveland— 
Prices Firm with Upward Tendency 


(Cleveland office of HARDWARE AGE) 
EASONAL goods for spring are moving better, mak- 
S ing the market somewhat more active than it has 
been. The demand for staple merchandise is fair and 
steady. Among seasonal items increased sales are re- 
ported of garden hose, lawn mowers and garden tools to 
retailers who have deferred filling in their stocks. 
lines that show the stimulus of spring buying are fireless 
eookers and oil stoves, which have become active. 


AUTOMOBILE TIRES AND ACCES- 
SORIES.—While tire sales have picked 
up somewhat, the demand is not brisk, 
and retailers are not stocking ahead. 


We quote from jobbers’ stocks, 
f.o.b. Cleveland: Miller Falls, No. 
145 jacks, $4.75: Reliable jacks, No. 
1, $2.33; No. 2, $3.33, in lots of 12; 
Derf. spark plugs, 96c. each for all 
sizes in lots of less than 50; Cham- 
pion X spark plugs, 45c. each for 
less than 100 and 4ic. each for over 
100; Champion regular, 53c. each for 
less than 190, all sizes; 50c. each for 
over 100; Reliable jacks, No. 00, $1; 
No. 1, $1.25; Nos. 2 and 3, $1.75. 


AXES.—These are being sold in fair 
volume for fall shipment. Prices are 


unchanged. 


Jobbers quote f.o.b. Cleveland: 
First grade single bitted rustless 


black finished, handled, $20.20 per 
doz.; unhandled, $15.20 per doz.; 
bronze finished, handled, $19 pe: 


doz.; unhandled, $14 per doz.; double 
bitted, $5 per doz. additional for all 
types; 60c. increase for dozen lots 
weighing 42 to 48 lb. and similar ad- 
vanee for each 6 Ib. additional 
weight increased. 
BATTERIES.—There is brisk demand 
for radio batteries with no change in 
prices. 
Jobbers quote f.o.b. Cleveland: 
No. 766 B batteries, $1.30 each for 
unit packages and $1.40 for small 
lots. 
No. 6 ignition type dry 
teries, 29c. each. 
BINDER TWINE.—Prices have not yet 
been named for the season, but are 
expected to be rather high. 


cell hat- 


Jobbers Guote f.o.b. Cleveland for 
immediate shipment. 

First quality binder twine, $7.25 
per 50 Ib. bale; second quality, $7 
per bale. 


BOLTS AND NUTS.—The demand is 
fairly good and prices are being main- 
tained at the recent advance. 


Jobbers quote f.o.b. Cleveland: 

Large machine bolts, cut threads, 
50 and 10 per cent off list; small 
rolled threads, 60 and 5 per cent off 
list; carriage bolts, large and small 
cut threads, 45 and 5 per cent off 
list: stove bolts, 75 and 10 per cent 


off list: hot pressed nuts, $3.90 off 
list: small rivets, 65 and 5 per cent 
off list. 


CIDER MILLS AND PRESSES. — 
While these are being offered at the 
prices that prevailed last year, orders 
are not yet plentiful. 


COOKERS.—The demand for fireless 
cookers is picking up, this line usually 
becoming more active at this season in 
the year. 
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Cleveland jobbers quote cookers as 
follows: Conservo, standard size, $8 
net. National preserving cooker, 
12 qt., $18; 17 qt., $20.50. 

FURNACE PIPE AND ELBOWS.—A 
price advance of 10 per cent has been 
announced on furnace pipe and elbows, 
effective April 1. Manufacturers gen- 
erally have adopted the new standard 
list. 


Cleveland jobbers quote furnace 
pipe and elbows at 40 per cent off 
list. 


HANDLES.—Improved demand is re- 
ported for pick and mattock handles 
and mechanical tool handles, but agri- 
cultural tool handles are moving slow- 
ly. Prices are unchanged. 

Jobbers quote f.o.b. Cleveland: 

Axe Handles.—No. 1 hickory, $4.25 
per doz.; No. 2, $2.90 per doz.; finest 
selected white hickory, $6 per doz.; 
special white second growth hickory, 


$5 per doz. 
Hatchet and Hammer Handles.— 


No. 7, 90c. per doz.; finest growth 
hickory, $1.50. 
Hay Fork Handles — Straight, 


chucked and bored, XX 4% ft., $3.75 
per doz.; 5 ft., $4.50 per doz.; bent, 
4% ft., $4.15 per doz.; 5 ft., $5.10 per 
doz.; X, bent, 4% ft., $2.90 per doz.; 
5 ft., $3.20 per doz. 

Manure Fork Handles.—Bent XX, 
4 ft., $3.90 per doz.; 4% ft., $4.25 per 
doz.; X, bent, 4 ft., $2.80 per doz.; 
4% ft., $2.90 per doz. 

Garden Hoe Handiles.—XxX, 4% ft., 
$3.30 per doz.; No. 1, 4% ft., $1.50 per 
OZ. 

Garden Rake WHandles.—XxX, 6 ft., 
6.25 per doz.; No. 1, $2.65 per doz. 

Shove! WHandles.—Regular pattern 
xX, 4% ft., $5.90 per doz.; X, 4% ft., 
$5.60 per 


$3.75 per doz.; D handle, 
doz. 

Spade WHandiles.—X _ grade, $5.40 
per doz. 


INCUBATORS AND BROODERS.— 
Retails stores report a very good vol- 
ume of business this season in incu- 
bators and brooders. While sales by 
jobbers have been good, the volume 
has not been quite as heavy as last 
year, as retailers carried over some 
stocks a year ago. Although the sea- 
son is nearly over, there is still some 


demand. 


NAILS AND WIRE.—The demand is 
not active. As quick shipments can 
be secured, retailers are not buying in 


large lots. 
Jobbers 
stock: 
Nails, less than car lots, $3.35 per 
keg; No. 9 glavanized wire, $3.70 
per 100 Ib.: No. 9 annealed wire, $3.25 
per 100 lb.; cement coated nails, $2.60 
per 100 Ib.; polished fence staples, $4 
per 100 ib.: galvanized fence staples, 
$4.15 per 100 lb.; miscellaneous nails 


quote as follows from 











warm weather is helping the retailers, who report im- 
provement in business. 

The market is firm with a few price changes. 
pipe and elbows have advanced 10 per cent and jobbers 
have marked up rope following the recent advance by 
manufacturers. Leading makers have made a 5 per cent 
advance on sledges, railroad picks and mattocks. 
oil and turpentine are lower. 


Furnace 


Linseed 


and wire brads, 70 and 10 per cent 
off list. 

Barbed wire, 100 lb. spools, gal- 
vanized, $4.05; 80-rod spools, Lyman 
4 point cattle wire, $3.61; same, hog 
wire, $3.88; American special hog 
wire, $2.70. 


OIL STOVES.—A good spring demand 
has developed for oil stoves. 


Cleveland jobbers quote as follows: 
Standard, 2-burner, $11.50 each: 3- 
burner, $14.75 each; 4-burner, $18.75 
each; Giant, 3-burner, $17.50 each; 
4-burner, $21.50 each; high cabinets, 
2-burner, $3.60 extra; 3-burner, $4.25 
extra; 5-burner, $5.15 extra; No. 4700, 
enamel, $56 each. Neco, 2-burner, 
$11.50 each; 3-burner. $14.60 each; 
4-burner, $18.60 each; 3-burner shelf, 
$4.35 each; 4-burner shelf. $5.35 each. 
Blue Flame wickless, 2-burner, $4.85 
each; 3-burner, $6.50 each. 


OVENS.—The demand is 


Jobbers quote f.o.b. Cleveland: 

Security ovens, two burners, plain 
door, 21-in., $2.85; same with single 
or twin glass door, $3; 13-in. for 
single burner, $2.15; with glass door, 


$2.35. 
Boss ovens, plain door, 21-in., 
$2.75; with glass doors, $2.95; 13-in. 


single burner, plain door, $2.15; with 
glass door, $2.35. 


PAINTS AND OILS.—Turpentine has 
declined 3c. per gal. and linseed oil 6c. 
per gal. Paints and oils are moving 
rather slowly, but the trade looks for 
an early improvement in the demand. 

Jobbers quote f.o.b. Cleveland: 

Mixed paints, regular shades, best 
grade, $3.10 per gal. for 1 gal. cans. 
Outside white, $3.30 per gal., in 1 gal. 
cans. 

Turpentine in bbls., $1.05; less than 
bbls., $1.25 per gal. 

Linseed oil in bbls., $1.19; less than 
bbl., $1.34. Boiled, 3c. extra per gal. 
White lead, in 100-lb. kegs, 1l6c. per 
lb.; in 50 and 25-lb. kegs, 16%c., per 
Ib.; in 12%-lb. kegs, 16%c. per Ib.; 
in 500-lb. lots, 10 per cent discount; 
other prices are net. 


RADIO EQUIPMENT.—Tubes continue 
to move in good volume, but sales of 
sets are rather light. 


ROLLER SKATES.—The demand con- 
tinues good and prices are unchanged. 


Jobbers quote f.o.b. Cleveland: 
Union ball bearing, extension roller 


skates, Nos. 4 and 5, $1.45; No. 6, 
$1.55; No. 3, children’s sidewalk 


skates, 78c. 


ROOFING.—Demand for asphalt roof- 
ing is rather slow. Prices are un- 


changed. 
Jobbers quote f.o.b. Cleveland: 
Heavy weight asphalt roofing, $1.40 
to $2.40 per roll; medium weight, 
$1.30 to $2.10 per roll; light weight, 
medium grades, 98c. to $1.50 per roll. 


fair for. 
spring shipment. Prices are unchanged. 
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ROPE.—Jobbers have advanced prices | 


2c. a Ib. on Manila rope and le. a lb. 
on Sisal rope following the recent ad- 
vance by manufactruers. 
Cleveland jobbers quote Manila 
rope, 26%c. a lb. from mill and 27c. 


from stock; Sisal rope, 19c. per Ib. 
from mill and 12%c. from stock. 


SHOVELS.—The demand is steady and 


prices are unchanged. 


Cleveland jobbers quote: 

Fourth grade shovels, full bundles, 
$10.75 per doz.; less than full bundles, 
$11 per doz. 


SKATES.—Orders for fall delivery are 
for a large part placed, and the demand 
has become light. 
Cleveland jobbers quote standard 
Alumo skates at $7.25 per pair, an 
advance of 25c. and special at $5.50, 


the same as last year. A new De 
Luxe model is quoted at $10. 


STEEL FENCE POSTS.—Jobbers re- 
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port a very good demand for this line. 


Cleveland jobbers quote steel fence 
posts as follows per hundred in lots 
of 500 or less: 6 ft., $29.84; 6% ft., 
$32.15; 7 ft., $34.83: 7% ft., $36.74: 
In lots of 500 to 1000 the price is 
le. per post less. 


STEEL ROOFING.—Competition is 
very keen and some price shading is 
reported. The Division of Simplified 
Practice of the United States Depart- 
ment of Commerce has advised the 
trade that enough manufacturers and 
jobbers have accepted the simplified 
practice recommendations relating to 
sheets and steel roofing to insure the 
placing of the new standards into ef- 
fect. However, steel roofing is still 
being quoted on a 29 gage base, this 
being one of the gages that the Gov- 
ernment is seeking to eliminate. 


Cleveland jobbers quote 29 gage, 
2% in. corrugated roofing at $4.27 
per square. 





New England Winchester 
Dealers Elect J. B. Towne 


President 


J. Blaine Towne of Saratoga Springs, 

. Y., was elected president of the 
Winchester Club of New England at the 
convention held in New Haven, Conn., 
March 11 and 12. Mr. Towne has just 
moved into a much larger store. The 
other officers chosen were: William 
Joy, Nyack, N. Y., first vice-president; 
George Stevens, Strafford Springs, 
Conn., second vice-president; B. 
Reed, Rockland, Mass., third vice-presi- 
dent; W. B. Pillsbury, Rumford, Me., 
secretary-treasurer; H. F. Widden, Pea- 
body, Mass.; Warren Barker, - Fall 
River, and G. H. Ralph, Corinth, N. Y., 
executive commitiee. 

More than 100 merchants attended 
the convention and listened to excellent 
talks, saw a wonderful display of mer- 
chandise, and saw how the products 
are manufactured at Winchester, for 
there were tours through the plant each 
day. The convention prize, a Toledo 
scale, was won by H. L. McLean of 
Bar Harbor, Me., and the chest of sil- 
ver was taken home by Mrs. J. B. 
Turney of Bridgeport, Conn. 

The dealers voted it one of the most 
successful of Winchester conventions. 
J. Clarke Coit made a talk, as did 
Frank Drew, William A. Tobler, Edwin 
Pugsley, Warren Taylor, Samuel H. 
Crawford, W. J. C. Stockley, H. J. 
Elwell and E. W. Heymann of the 
Winchester organization, and William 
H. Farley of the National Cash Register 
Company, and the late Walter Camp. 
Mr. Camp spoke at the convention 
Thursday, apparently in the best of 
health, yet died less than 48 hours after 
his talk. 

George J. Bassett, the Winchester 
dealer in New Haven, who is also presi- 
dent of the Chamber of Commerce, 
greeted the merchants in behalf of the 


cit 

Mr. Coit gave the merchants an in- 
sight on business conditions, how things 
were being accomplished, etc.; Mr. 


Taylor told them how the clubs were 
progressing, Mr. Pugsley discussed the 
factory, Mr. Elweli the warehouse con- 
ditions, and Mr. Farley told the mer- 
chants something about making clerks 
better salesmen. 








Pasha President Ditz Ad- 
dresses Pittsburgh Dealers’ 
Association 
John Ditz, Clarion, Pa., president of 


the Pennsylvania and Atlantic Sea- 
board Hardware Association, was the 


_guest of honor at the regular monthly 


meeting of the Pittsburgh Retail Hard- 
ware Dealers’ Association at General 
Forbes Hotel, Pittsburgh, on Friday 
evening, March 27. The March meeting 
of this association is known as the 
“Past Presidents’ Night,’ and besides 
a large number of former presidents 
of the association there was an unu- 
sually large gathering of the member- 
ship of the asscciation to greet the 
new president of the larger organiza- 
tion and to hear his message on the 
business outlook. 


Yale & Towne Promotes 
Several Executives 


The Yale & Towne Mfg. Co., Stam- 
ford, Conn., announces several impor- 
tant promotions among its executive 
personnel, 

W. W. Brasier, manager of padlock 
and night latch sales, has been ap- 
pointed assistant to E. C. Waldvogel, 
vice-president in charge of sales. Mr. 
Brasier joined the Yale organization in 
1910 as a salesman on the Pacific Coast, 
with headquarters in San Francisco. 
In 1922 he moved to Stamford to as- 
sume the duties of manager of padlock 
and night latch sales. 

Walter B. Dodge has been appointed 
assistant to the president, Walter C. 
Allen. Mr. Dodge joined the Yale 
forces as a young man in 1908 and 
shortly thereafter was given a place on 
the sales force, where he earned an en- 
viable reputation as a hardware sales- 
man. He resigned from Yale & Towne 
in 1918 to go into other fields, but re- 
turned again in 1923 as manager of 
door closer sales, which position he held 
at the time of his promotion. 

W. R. Hoyt, formerly superintendent 
of production, has been made assistant 
to J. H. Horne, vice-president in charge 
of manufacturing. Mr. Hoyt came to 
work for Yale & Towne in 1902. He 
was later made a foreman and in 1921 
was appointed superintendent in charge 
of production. 
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STOVE ACCESSORIES.—Most of the 
spring orders for stove pipe are in, and 
buying has subsided. Stove boards are 
in fair demand. 


Jobbers quote f.o.b. factory: 


Stove pipe in crates of 25 see 
os en 28 gage, $3; 
4 om in., $3.37; 6 hy 33. 60; 
7 ine ” $4.20 


Elbows, Security blued, corrugated, 
28 gage, 3 in., $1. 02; 4 in., $1.14; 5 in., 
~ 26; 6 in., $1. 38; 7 in., $1. 88, all per 

doz. 


Coal hods, galvanized, 17 in., $5.25 
per doz. for open models. Same size 
closed with funnels, $6.50 per doz. 


Stove boards in full box lots, paper 
lined, square, 26 in., $7.35 per doz.; 


28 in., $8.30; 30 in., $9.70; 32 in., 
$11.45; same, wood lined, 24 in.; 
$11.20 per doz.; 26 in., $13.25; 28 in., 
$15.50; 30 in., $18 and 33 in., $21.30; 
oblong, wood lined, 18 x 2: $9.95 
per doz.; 18 x 30 in., $12.50; 20 x 3 


in., $15. 10: 24 x 36 in., $16. 65; “?. ee 
paper lined, 18 x 24 in., $6.4 ; 18 
in., 7 x 30 in., $9.45: 24 x 36 


in., $10.1 


F. V. Craw, formerly manager of the 
New York City salesroom, has been ap- 
pointed manager of door closer sales, 
to take the place vacated by Mr. Dodge. 
F. H. Sherwood, traveling representa- 
tive through. sections of New York 
State, has been promoted to manager of 
padlock and night latch sales, to suc- 
ceed Mr. Brasier. H. M. Soutar, who 
has been assistant manager of the New 


York City salesroom, succeeds Mr. 
Craw as manager. H. D. Rolph, Yale 
representative in Australia and the 


Far East, will return to Stamford to 
assume the duties of export manager. 

All of these men have been associ- 
ated with Yale & Towne for a number 
of years and are all practical hardware 
men of considerable experience. It will 
be their aim in their new positions to 
cooperate even more closely with the 
hardware trade with the thought in 
mind of constantly improving Yale 
service. 


_— —————— 


Woven Wire Fence Catalog 
Issued by Jones & Laughlin 


The Jones & Laughlin Steel Corpora- 
tion, Pittsburgh, has issued a six-page 
folder illustrating i in detail its standard 
field and poultry and rabbit fence and 
its various brands of barbed wire. The 
actual size of the wire in the various 
styles of fence are shown and a table 
details the number of strand wires, the 
height in inches and the approximate 
weight per rod. 


Hesslink with Ohio Electric 
as Field Sales Representative 


E. H. Hesslink has become a special 
field sales representative for the Ohio 
portable division of the United Electric 
Co., Canton, Ohio. Mr. Hesslink was 
formerly sales manager for this di- 
vision, which merchandises the Ohio 
electric cleaner. 


Pope Forms Own Agency 


C. A. Pope, who has been handling 
the advertising for Hendrie & Bolthoff, 
Denver, Colo., has severed his connec- 
tion with that company and organized 
his own advertising agency. In his new 
capacity he will continue to handle the 
advertising of Hendrie & Bolthoff. 
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Retail Sales Improving 
in New York 
Spring Lines Active 


ETAIL sales are steadily improving in the Metro- 
R politan district. There is no heavy rush to busi- 

ness, but dealers in several sections report notice- 
able improvement during the past 10 days. Improved 
weather conditions have helped somewhat. 

Jobbers, on the other hand, do not appear to have been 
affected the same way. They have been very busy han- 
dling spring lines and staple goods, but in the last week 
it is reported that business was a little quiet, though 


not seriously so. 


Butts, strap and T hinges are expected to advance. 
Solder is two cents lower in the bar and strip. 


Nail Advance Not Confirmed 


in N. Y. Market 


flat and round head. 
Sink bolts, 75 to 75 and 10 per cent. 
Tire bolts, 45 to 50 per cent. 
Step bolts, 33% per cent. 
Screw anchors, 75-10 per cent. 
Lag screw shields, 80 per cent. 


Last week it was expected that wire 
nails would advance 10 cents. We con- 
tinue to quote the range from $3.60 to 
$3.70 as press time indications suggest 
this advance may be made shortly. 


Machine bolt shields, 65 per cent. 
Prices vary in different sections of 
the city. 

Spring cotters, 30 per cent. 

Copper rivets and burrs, 25 per 
cent. 


Jobbers’ quotations to retailers, 
f.o.b. New York. 

Nails.—Wire nails, $3.60 to $3.70 
base per keg. 

Cut nails, $4.15 base per keg. 

Wire nails and brads in small lots, 
70-10 per cent off list, in 1-Ib. papers. 

Roofing nails, 1 x 11, plain, $5 to 
$5. 15 per 100 Ib.; galvanized, $8.05 to 
$8.25 per 100 Ib. 

American felt roofing nails, % x 
10%, plain, $6.50 per case. Galva- 
nized, $10.25 per keg. 





Screws Selling Steady—Price 


Unchanged 


Conditions in screws are unchanged. 
A steady demand continues with prices 
firm. Stocks are adequate. 


Jobbers’ quotations to retailers 
f.o.b. New York: 


Screws 


Wood screws, iron bright, flat 
head, 72%-33'% per cent. 

Same, iron blued, round head, 70, 
25 and 6 per cent. 

Same, brass, flat head, 70, 25 and 
> per cent. 

Same, brass, round and oval head, 
671%, 25 and 5 per cent. 

Galvanized, flat head, 574%, 25 and 
5 per cent. 

Nickel plated, round head, 60, 25 
and 5 per cent. 

Full packages are extra 5) per 
cent. 


Consistent Normal Demand 


on Bolts and Nuts 


Normal conditions exist in the local 
bolt and nut situation. 
Stocks are satisfactory and the usual 
amount of regular trade being done. 


Jobbers’ quotations to retailers 
f.o.b. New York: 

Boits.—_Common carriage bolts, 
small sizes and large sizes, 30-10 
per cent. 

Machine bolts, all sizes, 40 and 10 
per cent. 

Lag screws, 40 to 40 and 10 per 
cent. 

Stove bolts, 75-10 per cent: both 


Prices are firm. 





Round head iron rivets, 55-5 per 
cent; tinners’ rivets, black and tin, 
60 per cent. 

Cap screws, 80-10 per cent. 


March-April Rope Prices 
Quoted in New York 


For the guidance of dealers in the | 


metropolitan area we list here current 
rope and twine prices expected to hold 
for the remainder of April. On May 1 
new prices will be issued. 


Jobbers’ quotations to retailers, 
f.o.b. New York: 

Rope, No. 1 Manila standard 
brands, 28c. per Ib.; No. 2 Manila 
standard brands, 26c. per Ib.; No. 1, 
sisal standard brands, 19c. per Ib.;: 
No. 2 sisal standard brands, 18c. 
per Ib. ' 

Twine, 3-ply wrapping twine, No. 
1, 23c. per Ib.; No. 2, 21c. per Ib. 

India hemp twine, No. 8, 16c. per 
lb.; BB twine, fine dark, 22%c. per 
lb.; fine light, 24c. per Ib. 


New York Radio Prices 


from Hardware Jobbers 


For the guidance of the retail hard- 
ware trade in the metropolitan area, 
we quote prices which are representa- 
tive of offerings on standard equip- 
ment in this section. 


JOBBERS’ PRICES TO RETAILERS 
F.O.B. NEW YORK: 
Radio Receivers 

Freshman Masterpiece, 5-tube list 
price, $60; dealer’s discount 35 per 
cent. Dealer's net price, $39. . 

Grebe Synchrophase, M.U. 1, 5- 
tube storage battery receiver, or 
same type M.U. 2, 6-tube dry cell 
receiver either model less acces- 
sories, dealer’s net price $100.75. 
List price $155. 

yilfillan Neutrodyne, GN 1, 5-tube 
model, list price $150; dealer’s dis- 
count, 40 per cent. Same, GN 2 
model, list price $120: dealer’s dis- 
count, 40 per cent. Same, GN 3, 4- 
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tube model, list price $65; dealer’s 
discount, 40 per cent. 


Radio Accessories 

Tubes, U.V. 200 or U.V. 201A, list 
price $3 each; dealer’s discount 25 
per cent. 

Gold Seal, battery chargers, list 
price $18.50; dealer’s discount, 33% 
per cent. 

Lightning arrester, list price 50c. 
each; dealer’s net price 23c. each. 

Pyrex insulators, list price 45c. 
each; dealer’s discount 331 ‘, per cent. 

Head phones, list price $6; dealer’s 
discount, 33% per cent. 

Radio plugs, in carton lots only, 
20 plugs to a carton; list price 65c. 
each; dealer’s discount, 40 per cent. 

Spartan head phones, list price, $5; 
dealer’s discount 40 per cent. 

Loud Speakers 

K-E, list price, $18; dealer’s dis- 
count, 35 per cent. 

Spartan, adjustable, list price $10; 
dealer’s discount, 40 per cent. 

Phonograph attachment, =  adjust- 
able loud speaker unit. Spartan 
brand, list price $7.50; dealer’s dis- 
count, 40 per cent. 

Batteries—A, B and C 

Batteries, No. 6, dry cells, ignition 
type, 26c. to 29c. each. 

Radio “B”’ batteries, unit package 
quantities, No. 766, $1.30 each; No. 
764, $1.14 each; No. 767, $2.44 each; 
No. 772, $2.44 each; No. 770, $3.09 
each. 

Radio “‘C’’ batteries, No. 771, 39c. 
each. 


N. Y. Expects Advances 
on Butts and Hinges 


Metropolitan jobbers expect an ad- 
vance on butts, strap and T hinges. 
Sandpaper is firmer with possibilities 
of advances. Otherwise there are no 
important price revisions. 


Lawn Rollers Most Active 
Among Spring Lines 


Jobbers report that the demand for 
lawn rollers is particularly heavy for 
this time of the year. Wholesale move- 
ment of spring goods continues active 
and satisfactory. Prices generally are 
firm. 


Prices on Oil Stoves, Ovens 
and Water Heaters 


For the guidance of metropolitan 
dealers we quote prices on Nesco oil 
cook stoves, ovens, wicks and water 
heaters. Note that we are using list 
prices which are subject to a dealers’ 
discount of 30 and 5 per cent. 

Jobbers quote retailers, f.o.b. New 
York, a discount of 30 and 5 per 
cent on these prices. 

LIST PRICES 


Nesco Oil Cook Stoves 


Bee, Be BS BOMB on cccccccces $17.35 
ee ss 6 vcd eeeeen 9.50 
a) ee, re 17.35 
a) 2 22.00 
No. 214 4 Burmers............. 28.00 
BOO, Bee © BOER ss occ ccccccess 39.50 
No. 1102 High Shelf Only...... 5.25 
No. 1103 High Shelf Only amines 6.50 
No. 1104 High Shelf Only...... 8.00 
No. 1105 High Shelf Only ate 9.75 


Rockweave wicks, 25c. each. 
Nesco Ovens 


No. 05 Burner’ Solid Door...$2 
No 5 Burner Glass Door... 
Burner Solid Door.. 


1 
1 
1 
1 Burner Glass Door... 
No. 020 2 Burners Solid Door... 
2 Burners Glass Door... 
2 Burners Solid Door... 
No. 30 2 Burners Glass Door... ! 
Nesco water heaters, list price $45. 
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Directions for Using 
NOELTING Caster Chart 


Ask customer the following questions. 
i. For what furniture do you want casters? 
2. Is it ight, medium or heavy weight? 
3. On what kind of floor will this furniture be 
° 


mov 
Run pa il np Ses —— 4 yaom ngnn tod a kind ees eight of furn 
os vibed be ¢ the be 4 ot Goor deseribed. 
ba pian tat mer im the mga _ copier aasaus des A 
number underncath is that of the nex senses Gumanaiiie « 

Seeaaniaen ~ Uf the casters are to be used on a carpeted floor for a heavy wooden 

the caster to recommend to cuuy caunenee te C-13-8 The dlternative caster 
C-68. Third alternative C-3-8 
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the furniture moves 
CHAIRS CuESTS - BENCHES 
Kind of Floors and TABLES arte CHEN Caw s sroots 
Cover WOOD BEDS. a 
Se | . 
Logie ]Me@iem ; ] Megs | Medeum Mea { light oo 
—_———-—-—- "+ 
amen cna [Ors (Cua [ens [ona jena jens 
a 99-3 'C.93-5 Case | 198 [C138 (C188 C138 
-- —-+ 
eeease er Tae Cia [e1as [ease [cans [ease C133 |C 138 
with Rugs. € 6.3 |c. 6-5 \C- 6-8 |C- 6-5 6s | 1C 6-3'C 65 
ke 43-3 (13-5 Pare ~~ 43-8 (C133 C195 
6-3 C- 6-5 IC 68 IC 6-5 6-8 |C. 6-3 (C. 6-5 


Kaa Ke native 3-8 |e. 35 8 1C- 3-3 [| C- 3-5 
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Linoleum Floors. -11-3 (€-09-5 te -11-8 le. 15 -29-8 €.00-3 C016 
Cork Carpeted -13-3 (C-13-5 \C- 13-8 (C-13-5 [C-13-8 |€.13-3 /C-13-5 
x - 3-3 he 3-5 c- 3-8 |c- 3-5 }C- 34 jc elena c. 34 





Matting Covered a3 K-68 kc. ‘oa 6s ee le a3 Ces 
or Painted Floors. C. 3-3 |€ 30 ke. 3-8 |C. 3-5 “2 . a8 |e. 3-3 |C- 3-5 











Selling Price 
Per See Price Per Set Price Per Set Price Per Ser 
C-3-2—$.40 (-6-3$50 C-13-3—$ 85 C-11-3—$2.00 
-3-S—6.48 € -4-5—$55 C-13-5—$1.15 C-11-5—$2.25 
C-3-8—8 50 C-4-8—S.65 C-13-8—$1.35 C-11-8—82.50 
ome Views Phew! tea Phen Fitee Wheat Pom Whest 
The Table above te nf ven wo estesting che oosese comnr fee com comemer, NOS Te 








It’s the Faultless Caster 
Chart that cuts the spoilage 
and time wasted in dragging 
down caster after caster. An 
answer to three simple ques- 
tions on the part of your ~ 
customer and you know the 
size, the kind of wheel and 
the style caster she needs. 
Ready boxed — no handling 
needed! 


N @ 
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SCI IC Coster SCM 


Have you ever listened patiently while some woman tried to 
describe the kind and size of caster she wanted? Ever dragged 
out caster after caster for some customer to look at? Don’t 
you write off a heavy spoilage on this out-of-date method of 
furnishing casters? 
Scientific merchandising calls for a quick, easy way of demon- 
strating and displaying actual merchandise. The Faultless 
Demonstrator does that! Modern merchandising demands a 
. quick method of getting at the style and size item a customer 
wants, without handling and spoilage of merchandise. The 
Faultless Caster Chart does that! 


Turn an accommodation item into a profit maker— carry 
Faultless Pivot-bearing Casters. (Quality casters -- quickly 
handled — at a profit! 


FAULTLESS CASTER COMPANY 
EVANSVILLE INDIANA 


EL 





FAULTLESS CASTERS 


Makers of Quality Casters for a Third of a Century 
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Improving Demand in New England Market— 
Look for Karly Movement of Spring Lines 


(Boston office of HARDWARE AGE) 
LTHOUGH there are still some quiet spots, the retail 
A hardware business in New England is better. It 


remains far from brisk, however. 


it is on the mend is encouraging. Public buying is spotty 
One or two days of warm 
spring weather is certain to improve public demand for 
merchandise, but just so soon as skies become overcast 
and cold winds blow buying drops to a minimum. 
retail hardware dealers have sold a lot of seed already, 
while others have disposed of only small amounts. 
retail dealer writes that he is busy for the first time since 
Shelf hardware jobbers say collections are 
A sizable percentage of customers are 
asking for extended credits, with a view of settling as 


due to weather conditions. 


Christmas. 
only fair at best. 


soon as spring goods begin to move. 


Mill supplies, heretofore moving in sizable amounts, 
Some of the largest jobbing 
houses say there has been quite a decided falling off in 
business, but that opinion is not general. 


have grown less active. 


ABRASIVES. — The Norton Co., 
Worcester, Mass., is out with new 
prices on some lines of flours, which 
show an Advance. For instance, crys- 
tolm abrasive flour is now 382c. a Ib., 
whereas heretofore it was 25c., and 
alundum 25c., as against 20c., hereto- 
fore. 


AIR RIFLES.—Retail dealers continue 
to nibble at air rifles. Aggregate sales 
are somewhat behind those of a year 
ago, but nevertheless quite satisfac- 
tory. 


We quote 
stocks: 

Air Rifies.—King line, single shot, 
No. 21, $12 per doz. net; new model, 
500 shot, $14. Daisy line, single shot, 
No. 12, $12 per doz. net; 350 shot, 
$16; 1000 shot, $24; pump gun, $40; 
lever action, 500 shot, No. 30, $20; 
military model, No. 40, $40; Hamil- 
ton guns, $2.30 and $2.65 each. 


BASEBALL GOODS.—More and more 
interest is being taken by retail deal- 
ers in baseball goods, but jobbers admit 
there is no real snap to trade. It is 
believed a few warm days will see a 
spurt in the buying. The baseball sea- 
son in Boston is officially opened April 
15, consequently the retail dealer who 
has not bought has little time to act. 


We quote jobbers’ 
stocks: 

Fielders’ Gloves.—No. 501, $4.50 per 
doz. net: No. 507C, $8.40: No. 509, 
$10.75: No. 511, $16; No. 514, $18; No. 


from 3oston jobbers’ 





from Boston 


522, $22; other styles priced up to 
$54 

Catchers’ Mitts.—No. 569, $10 per 
doz. net; No. 578T 


574K, $18: No. 
$24: No. 577, $28: No. 588, $54; No. 
542, 72. 

Baseman Mitts.—No. 603, $16 per 
doz. net; No. 608, $27; No. 625W, $40. 

Masks.—Boys’ No. 25M, $4.50 per 
doz. net: Youth’s, No. 31M, $19; 
Men's No. 41M, $42. 

Bats.—Crack-A-Jack, $2 per doz., 
net: Junior League, $3.60; King of 
Field, $7.20; burnt oil finish, $10.80; 
Binge-Go, $12: yvouth’s assorted slug- 


gers, $7.20; Louisville Slugger, Jr., 
$5.40; Louisville Sluggers (regular), 
$16.20 


Basebalis.—Per dozen net, Dandy, 
75c.; Boys’ Favorite, $1.50; Young 
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But the fact that 
chandise. 
possible. 


sired. 
Some 


One 


atively. 


in Boston. 


In heavy hard- 


$2; Junior League Special, 

Junior League $3.75; Boys’ 
League, $4; Dollar Lively, $6; Pro- 
fessional League, $8; Hardwood 
League, $12.50; National League, 
14.50. 


America, 
$2: 


BITS.—Auger bits are moving out of 
jobbers’ stocks in a steady volume, the 
buying embracing all makes, styles and 
sizes. 


We quote 
stocks: 
Auger 


from Boston jobbers’ 


Bits.—Electric 
$6.25 per doz. net; 
Carpenters’, 8/16ths, Ss, 
$5.75; 10/16ths, $6.25; 12/16ths, $7.10. 
Sets, 32% quarters, in boxes, 
the set, in canvas rolls, $7.50. 

BOLTS AND NUTS.—Much opposition 
is developing in this section of the coun- 
try over the proposed Government 
standardization of bolt and nut pack- 
ages. It is felt that the Government’s 
plan, as understood by the trade here, 
will work a great hardship on the hard- 
ware trade all over the country and up- 
set standards that have become as firm- 
ly established in business as cur mone- 
tary. 


10/16ths, 
11/16ths, $6.60. 
$5.30; 





BRASS.—Following two cuts by pro- 


ducers on brass products, local jobbers 


have reduced prices 1c. per lb. 


The 


_new prices follow: 





j 


| 





We quote from Boston jobbers’ 
stocks: 

Brass.—Wire, 2314c. per lb.; sheets, 
22%,¢.: rods, 20M%c.: brazed tubing, 


seamless tubing, 26\4c. 


BRUSHES.—Household as_ well as 
paint brushes are in demand. Judging 
from the size of orders placed this sea- 
son by the retail trade, less uneasiness 
is felt over the future of values. than 
was the case last year. 


Ct 2 


We quote from Boston jobbers’ 
stocks: 
House Brushes.—Wall cleaning, 


$1.25 each net; dry dust mop, $1.50; 
vegetable, 17c.; bottle, crank handle, 
27c.; radiator, 47c.; refrigerator, 24c.; 
dust pan, 67c.: large bath, = 
medium, $1.57; shirt, $1.34; nail, 84c. 

Paint Brushes.—Wall, $5 to $60 per 





ware circles things are moving along in about the same 
volume as early in the month. 
do not show much, if any expansion. 
der is for small amounts of iron and steel and allied mer- 
Everybody is going as light on purchases as 
Competition among jobbers for business is keen, 
and it is frankly admitted prcfits are smaller than de- 


Aggregate weekly sales 
The individual or- 


Although the season is about two weeks ahead of last 
year, warm springlike weather is needed to speed up the 
hardware business. 
for a good business, but most of them are buying conserv- 
Indications are that the threatened strike in 
some branches of the builders’ trades will not materialize 
Carpenters and most of the other crafts have 
agreed to extend their agreements with the master build- 
ers at prevailing wages. 
be reflected in other parts of New England, and a good 
building season is anticipated. 


Retail dealers are setting the stage 


The situation here is bound to 


doz., net; varnish, $3.50 to $25; calci- 
mine, $10.50 to $90; whitewash, $3.50 
to $130. 
CARDS.—tThe so-called country retail 
trade is still ordering in cards. The 
bulk of the buying, however, was con- 
summated some weeks back. 


We quote from Boston jobbers’ 


stocks: 


Cards.—Cattle, No. 40, 12 doz. to 
case, $2.10 per doz.; No. 04, 2 doz. to 
case, $2.25; No. 4, 2 doz. to case, $3; 
No. 2, 8 doz. to case, $3.15; No. 2, 2 
doz. to case, $3.30. All prices net. 

File Cards.—$1.50 per doz. net. 


CARPET BEATERS.—With _ spring 
house cleaning days almost within 
reach, the market for carpet beaters 
appears a little more active. Up to now 
the retail demand was not particularly 
good. 


We quote 
stocks: 

Carpet Beaters.—-No. 11, 
doz. net; No. 12, $1.50. 


CLIPPERS.—Those retail dealers who 
previously had not covered on their 
clipper requirements are beginning to 
do so now. Current sales, say jobbers, 
are extremely conservative. 
Boston 


from Boston jobbers’ 


tin, $2 per 


We quote from jobbers’ 


stocks: 

Clippers. — Toilet, 
00, $1.30 each net; 
95c.; No. 0, $1.15: No. 00, $1.25. 
Success, No. 0, $1250: No. 00, $1.65. 
Brown & Sharpe, all kinds carried 
by local jobbers, $4.50 list; discount 
25 and 15 per cent. 

Horse Clippers.—No. 169, $2.65 each 
net: No. 179, $1.40. Horse clipping 
machines, No. 1, ball bearing, $14 
each list; discount 33% per cent. 

Sheep Shearing Machines. — Ball 
bearing, No. 9, $24 each list; discount 
33'\4 per cent. 


CLOTHES LINES.— Many clothes 
lines, after the past winter, will have 
to be replenished, which probably ex- 
plains the growing interest shown by 
New England retailers. 


Mayflower, No. 
Plymouth No. 1, 


We quote from Boston jobbers’ 
stocks: 

Clothes Lines.—Manila, $7.25 per 
carton of 20 hanks net. Cotton, 


twisted, $4 per doz. net. 
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Doorway Equipment Too Vital to 
Compromise With Quality 


Forty-five years ago, when Richards-Wilcox 
began to manufacture door hangers for “any 
door that slides,” they recognized the fact 


' that a doorway is the most important part of 


any building. 

With this thought in mind products bearing 
the R-W Trademark are of uniformly high 
quality—they meet the modern demand for 
perfect service—and represent the most ad- 
vanced ideas in mechanical construction. 


Architects, builders and contractors share the’ 


R-W izdeal—that there 1s no economy in any- 
thing but the dest—that to experiment with 
the untried because of price appeal is expensive 
—that doorways are too important not to 
equip right in the first place, thereby saving a 
lot of trouble, and eventually the cost of doing 
the work over again and doing it right—the 
R-W way. 

Upon this policy, and according to this stand- 
ard Richards-Wilcox have builded their vast 
business—the largest of the kind in the world. 
And their policy of 45 years ago is their policy 
of today. 


AURORA, ILLINOIS,U.S.A. 


H Economy of the Best 


New York Boston Philadelphia Cleveland Cincinnati [Indianapolis St.Louis New Orleans 


Chicago 














Minneapolis Kansas City Los Angeles San Francisco Omaha Seattle 


Detroit 


Montreal RICHARDS-WILCOX CANADIAN CO., LTD., LONDON, ONT. Winnipeg 





“*Quality leaves 


its imprint” 
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COD LINES.—tThe hardware trade lo- 
cated along the coast is taking in cod 
lines in moderate volume. Some of the 
“summer” hardware stores have still to 
cover their wants. 


We quote from Boston jobbers’ 
stocks: 
Cod Lines.—Tarred, No. 2, $1.10 
per doz. net; No. 4, $2.20; No. 6, 
$3.30. 


CROQUET SETS.—Jobbers as a rule 
say bookings for croquet sets are run- 
ning a little ahead of last year. They 
add, however, that many buyers un- 
questionably will not enter the mar- 
ket until a little later. 


We quote from Boston jobbers’ 
stocks: 

Croquet Sets. — Standard makes, 
5\%-in. mallet, 4-ball, No. C, $1.75 
per set net; 8-ball, No. 0, $2.75; 8 
ball, No. H, $3.10; 8-ball, No. B, 
$3.25; 6-in. mallet, 8-ball, No. N, $4; 
8-in. mallet, 4- ball, No. AA%, $4.50; 
&8-ball, No. AA, $5.75. 


CULTIVATORS.—Some _ jobbers _re- 
port an improvement in the movement 
of cultivators out of stock, while others 
still report business as quiet. The sea- 
son as a whole, nevertheless, has been 
quite satisfactory. 


We quote from Boston jobbers’ 
stocks: 

Cultivators.—Three-prong, $6.75 per 
doz. net; five-prong, $9.60. 


DRAIN PIPE CLEANER.—A_ good 
sale on drain pipe cleaner is reported 
by the leading distributors in this mar- 
ket. More and more of this material 
is being handled by the retail trade 
every year is the claim of the jobbers. 


We quote from Boston jobbers’ 
stocks: 

Drain Pipe Cleaner. — Economy 
Plumber cleaner, in 1 Ib. net cans, 
in lots of 3 doz., $2.75 per doz.; in 
lots of 6 doz., $2.70 per doz.; and in 
12 doz. lots, $2.60 per doz. 

Same, in 2 lb. net weight cans, in 
lots of 2 doz., $4.90 per doz.; in lots 
of 6 doz., $4.85 per doz.; and in lots 
of 12 doz., $4.75 per doz. 

Hercules tile and porcelain cleaner, 
in 1 lb. net weight cans, $2 per doz. 
in lots of 2 doz. 

Hercules boiler liquid, in 1 qt. can, 
$3 each; in % doz. lots, $2.50 each; 
in 1 doz. lots, $2.25 each. 

Same, in % gal. cans, $5 each; &%& 
doz. lots, $4.75 each; and in gal. cans, 


$9 each. 

EGG CARRIERS.—Egys are plentiful 
and poultry raisers in some sections of 
New England are having difficulty in 
disposing of “hen fruit” in their re- 
spective localities. The big distribut- 
ing markets can absorb many more 
eggs, and egg carriers should be in 
popular favor at this time. 


We quote from Boston jobbers’ 
stocks: 

Egg Carriers.—New model egg 
crates, metal, capacity 1% doz., 88c. 
each net; 2-doz., $1.05; 3-doz., $1.23; 
4-doz., $1.40; 6-doz., $1.75. Regal, 
capacity 15 eggs, 1l4c. each net; ; 
eggs, 26c.; 50 eggs, 47c.; 100 eggs, 
84c. Cases with fillers, capacity 15 
doz., $1.95 each. Poultry shipping 
erates, $1.68 each. 


FARMING TOOLS. — Jobbers have 
cleaned up on the shipment of the ma- 
jor part of farming tools ordered 
months back. Belated buying is still in 
evidence, however, and in some in- 
stances orders are flattering. 

We quote from Boston jobbers’ 
stocks: 

Forks.—Manure, four-tine, malle- 
able D handle, $13.60 a doz. net; five- 
tine, malleable D-handle, $16.15; five- 
tine, strapped D-handle, $17.35; five- 
tine, wood D-handle strapped, $21.35: 
six-tine, malleable D-handle, $18.55 
six-tine wood D-handle_ strapped, 
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23.75. Stable fork, malleable D-han- 

dle strapped, $15.90; wood D-handle, 

strapped, $19.90. 
GUNS AND AMMUNITION.—New 
price lists are in jobbers’ hands on the 
Harrington line of firearms. The only 
changes of importance noted are a drop 
of about 16% per cent on the 8-in. 
blued and 12%-in. blued, .410 gage, 
handy guns. Some of the local jobbing 
interests plan to liquidate stocks of re- 
volvers with a view of discontinuing the 
line. 

We quote from Boston jobbers’ 
stocks: 

Drop Shot.—Smaller than B, $3.10 
per bag; B and larger, $3.35 per bag. 
Air Rifle, Boy Scout, shot, $4.95 per 
case; Bullseye, $3.50 a case. 


Guns.—Steven air rifles, No. 12%, 
$4.05 each net; yn 26, aig No. 12, 


$20.75; No. 318, $21; No. 330, $21. 85; 
No. 335, $24.30. Savage, bolt action, 
single shot, No. 04, $6; repeating 
shot gun, No. 21A, $41.75. Baker 
Batavia leader, double barrel, $32; 
Black Beauty, double barrel, $50. 
yy & Lewis, 22 action, model D, 
.4o0. 


KNIFE SHARPENERS. — A_ good 
steady movement of knife sharpeners 
out of jobbers’ stocks is reported. This 
class of merchandise has been popular 
with the retail trade during the past 
few months. 


hol quote from Boston jobbers’ 
stoc 

Knife Sharpeners. — $12 per doz. 
net. 

LAMPS.—Because of the forwardness 
of the season many people already are 
making plans to reopen summer homes 
and camps. Many of these summer 
places will require lamps. Some retail 
dealers are stocking up with this idea 
in mind. 

We quote from Boston jobbers’ 
stocks: 

Lamps (Gasoline).—Coleman line, 
Quick Lite Lamp, Flemish bronze, $8 
net; brass fringed, $9; antique gold, 
$8 net cash; gold fringed, $9.25. 
Bracket lamp, $6.75 net each. Quick 
Lite lanterns, $5.25 net each. 

Buss.—Buss, $1.33 each net, brass, 
bronze or ivory. Clamplite, brass or 
bronze, in dozen lots, $14.40 per doz.; 
in less than dozen lots $15 a doz. 

‘ 
LEVELS.—Levels are selling all the 
time in a wholesale way, but the mar- 
ket is not as active as it was a month 
ago. Jobbers assume quite a few of 
the retail dealers have sufficient stock 
for the present. 

We quote from Boston jobbers’ 
stocks: 

Levels.—Aluminum, No. 24, $3.7 
each net; No. 28, $4.25; No. 30, $4. 50. 
Masons wood, No. 3A, 42-in. and 
48-in., $2.50 each net; brass bound, 
No. 7A, 42-in. and 48-in., $4 

MASONS’ TOOLS.—Quite a few retail 
houses in and about Boston have or are 
making window displays of mason’s 
tools and getting results. 

We quote from Boston jobbers’ 
stocks: 

Masons’ Tools.—Bags, 18-in., $24 

per doz. net; 20-in., $27; 22-in., $30; 
re in., $33. Hawks, 13 x 13 x 3/32-in., 
$20 per doz.; darbies, 3% x 42 x 
3/32-in., $22; flats, 5 x 12 in., $12. 

PLANES.—“Things are going along 
about as they have been. We are get- 
ting good orders right along, but the 
retail trade in general is inclined to 
buy for immediate wants only and not 
for extensive stocking purposes.” That 
is the way one jobber sizes up the 
market for planes. 
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We quote from Boston jobbers’ 
stocks: 

Planes.—Drop forged steel, No. 903, 
$3.30 each net; No. 904; os a Hy 
905, $4.10. Lincoln iron, 
$2. 65; No. 804, $2.90; No. 805° “gg 30. 


PLIERS.—Pliers are not selling as free- 
ly as jobbers in some instances antici- 
pated and competition for business is 


keen. 

We quote from Boston jobbers’ 
stocks: 

Pliers.—Pexto line, side cutting, 
No. 30, 6-in., $15.67 per doz. net; 7- 
in., $18.67; 8-in., $21.67; gas pliers, 
7-in. $6.07; 8-in., $6.47. Schollhorn 
line, 4%-in., $12 per doz. net; 5%-in., 
14; 6%-in., $18; 8-in., $26. Red 
Devil line, flat nose, 5-in., $6.80 per 
doz. net; round _ nose, 5-in., $6.85; 
radio, 5-in., $7.85; electrical, 5-in., 
$4.70; button, 8- in., $5.85; combina- 
tion slip- joint, 8-in., $5; extra heavy 
side cutter, 8-in., 75. 


TORCHES AND FIREPOTS.—Clayton 
& Lambert Mfg. Co., Detroit, and oth- 
ers making similar goods some time 
ago issued new price lists and dis- 
counts. The net result was a slight 
advance in prices. Local jobbers are 
just getting around to adjusting their 
prices to fit the new marketing con- 
ditions. 


We quote from Boston jobbers’ 
stocks: 

Fire Pots.—Clayton & Lambert 
line, No. 91, one gal., $26.60 each 
list; No. 80, one gal. $30. 30; No. 1, 
one gal., $28; No. 22, one gal., $20.60; 
No. 12, one gal., $20.20; No. 23, 
$23.65; No. 24, $22.90. Discount 65 
per cent. 

-Torches.—No, 200 two quarts, 
$30 each list; No. 208, eae. quart, 
$19; No. 210, one pint, $18: No. 48D, 
one pint, double needle burner, $24; 
No. 48S, one pint, single needle bur- 
ner, $22; No. 32, one quart, $18; No. 
38, one pint, $17; No. 130, one quart, 
$1 Discount 65 per cent. 


RIVETS. — Although manufacturers’ 
prices on rivets are reported as unset- 
tled, the jobbing market maintains 
firmness. Demand is only fair, at best. 


We quote from Boston jobbers’ 
stocks: 

Rivets.—Structural, button head 
in 200-lb. kegs, ; per 100-lb. 
base; for lots of less than 200 Ib., 
but not less than 100 Ib. an extra 
charge of 40c. per 100 Ib. is made. 
Iron rivets, small, 40 and 10 per cent 
discount. 


SANDPAPER.—In common with paints 
there is a good movement of sandpaper 
out of jobbers’ stocks. 


We quote from Boston jobbers’ 
stocks: 

Sandpaper.—By the ream, 35 per 
cent discount; by the quire, 30 per 
cent discount. Emery cloth, in 
am, 5 per cent discount; in quires, 
ist. 


SASH CORD.—Retail buying of sash 
cord is largely confined to immediate 
wants. There is no disposition to lay 
in large stocks. 


We quote from Boston jobbers’ 
stocks: 

Sash Cord.—Acme, No. 6, 54c. a Ib.; 
No. 7, 52c.; Nos. 8, 9, 10 and 12, 5le. 
No. 7, in 1200 ft. coils, 52c. Sampson, 
No. 7, 80c.; Nos. 8, 9 and 10, 79c. 
Berkley, No. 7, 40c. 


TREE TANGLEFOOT.—Bug life has 
started. It will not be long before those 
things that crawl up trees and kill veg- 
etation will need attention. Retail 
dealers who have not already covered 
on tree tanglefoot requirements should 
take account of stock. 


We quote from Boston jobbers’ 
stocks: 

Tree Tanglefoot. —In 1-lb. cans, 
$4.80 per doz.; in 5-lb. cans, $22: in 
10-lb. cans, $42; in 25-lb. cans, $96. 


Reading matter continued on page 90 
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Made to the standard 





Disston Adjustable 
Plumb and Level 


The Disston No. 16 is a 
popular model with carpen- 
ters. Has Disston adjustment 
—positive and simple, Oper- 
ated by screws working in 
wood. No springs to get out 
of order. Disston quality 
throughout. 


» 


Disston No. 3 Bevel 


Has patented Disston Lock; 
is easy to set, and it stavs 
set. A quarter turn of the 
thumb-screw locks it. 

Nickel-plated iron _ stock; 
toughened blade of Disston- 
made Steel. 








“The Saw Most 
Carpenters Use” 
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Two tools in one. An 
accurate try square, and an 
efficient mitre square _ for 
marking 45° angles. 


Toughened blade of Disston- 
made Steel. Nickel-plated iron 
stock, attached with heavy 


steel rivets. 


Disston Mitre Square 





4 


NOLSSIG 





of the Disston Saw 


An accurate mitre and a sturdy 
try square are combined in 


DISSTON Mitre Square No. 11 


Two tools in one! 
Something the carpenter 
is looking for. It gives 
him in one tool an ac- 


curate 45° mitre, and a 


reliable try square. 

And it bears a name 
that the carpenter knows 
and trusts on a tool. 

For three generations 
the Disston Saw has been 
“The Saw Most Carpen- 
ters Use.” Carpenters 
have made it their stand- 
ard of tool quality. 

The Disston Saw is the 
standard of quality in the 
Disston factory, too. 


A tool or file must 
equal the saw in mate- 
rials, workmanship, and 
finish before it can bear 
the Disston name. 

You can make the 
Disston name one of the 
assets of your business. 

You can win increased 
trade, lower your selling 
costs and get bigger pro- 
fits with it. 

For there is a ready- 
made sale on Disston 
Tools and Files as well as 
on Disston Saws, because 
they bear the Disston 
name. 


Henry Disston & Sons, Inc. 
Makers of ‘‘ The Saw Most Carpenters Use” 
Philadelphia, U. S. A. 








DISSTON 


SAWS TOOLS FILES KNIVES STEEL 
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Retail ‘Trade Improving in Northwest 
Collections Better Than Last Year’s 


(Minneapolis office of HARDWARE AGE) 


\ / ITH the moderation of the weather, t $ 
work is beginning to get under way, and retail 
trade conditions are improving. Demand for 
hardware in the Northwest country districts is improving 
rapidly, and there is every indication that the early pre- 
dictions for good business this year are destined to ma- 
terialize. Spring work has begun in the southern part of 
this territory, in the agricultural districts, and building is 


well started in this immediate vicinity. 


. 1S.—Sales are good for this time 
of the year and stocks are well filled. 
Prices have not changed. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Single bit axes, 
base weights, $14.50, wt double bit 
ixes, base weights, $19.5 

BATTERIES.—The demand for bat- 
teries still continues to run high, as in- 
terest in radio has greatly increased in 
this territory during the winter 
months. Stocks are well filled, and 
prices steady. 

We quote frorm jobbers’ stocks, 
f.o.b. Twin Cities: No. 6. ignition 
tvpe dry cells, case lots, 29c. each; 
Radio “B’’ batteries, unit package 
quantities, No. 766, $1.30 each; No. 
764, $1.14 ane : No. 767, $2.44 each: 
No. 772, $2.44 each; No. 770, $3.09 
each: “C” batteries, No. 771, 39c. 











BOLTS.—Demand has started for bolts 
in some sections. Prices are unchanged 
from last quotation. 


We quote from jobbers’ stocks, 
r.o.b. Twin Cities: Carriage bolts at 
o? per cent, machine bolts at 50-10 
per cent, stove bolts at 75 per cent 
and Ing serews at 60 per cent from 
standard lists. 


BRADS.—Brads are beginning to move 
out to the builders. Stocks are well 
assorted and prices unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Wire brads in 25- 
lb. boxes, 70-10 per cent. 


CHURNS.—Demand is still nominal, 
with prices unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Twin C ities: Barrel type churns 
at 30-10 per cent from lists. 


COPPER RIVETS AND BURRS.— 
Some increase in the call for rivets is 
noted from the garage trade. Dealer 
stocks are well filled for the coming 
trade, with prices showing no changes. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Copper rivets and 
burrs at 40-10 per cent from lists. 


EAVES TROUGH, CONDUCTOR 
PIPE AND ELBOWS. — Contractors 
are beginning to show some interest in 
this line, although actual building op- 
erations are still young. Stocks are 
well filled, and prices unchanged. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Eaves trough, lap 


— 


a single bead, 5 in., 29 ga., at 
D per 100 ft.; 3 in., 28 ga., conduc- 

oP pipe, $5 per 100 ft.: 3 in. con- 

ductor: elbows, $1.73 per doz., net. 


FIELD FENCE.—Call for field fence 
has not shown much activity as yet, 
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he spring 
ness buildings. 


and stocks are heavy in preparation for 
the demand. Prices are unchanged. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Grade L 26 in. 
hog fence at $30.38 per 100 rods. 

FILES.—Sales are nominal in this line, 
with a slight increase evident from the 
garage trade. Prices are steady as 
last quoted. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grades of 
files at 50 per cent: second grade of 
files, 60-10 per cent from standard 
lists. 

FREEZERS.—Call is still light, but 
dealers have their stocks well prepared 
for the early demand. Prices show no 
changes. 


We quote from _ jobbers’ stocks, 
f.o.b. Twin Cities: White Mountain 
ice cream freezers, 4 qt., $4.13 and 
S qt., $6.75 each. 


GALVANIZED WARE.— ‘Sales show 
some improvement in galvanized ware, 
with stocks well filled for the spring 
trade. Prices have not changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Standard galva- 
nized pails, 10 qt., $2.55; 12 qt., $2.90; 
14 qt., $3.20: stock pails, 16 qt., $4.50; 
-18 qt., 5.20: standard a No. 1, 
$6.85: No. 2, $7.75: No. 3 $8.95 ; 
heavy tubs. No. 1, $12; No. 2, $13.2 
No. 3, $14.50 per doz. 


GLASS AND PUTTY.— Sales are 


somewhat light in this line, the demand 
from the building trade having not yet 
developed to a great degree. Prices 
are unchanged. 


We quote from jobbers’ stocks, 
fo.b. Twin Cities: Minnesota prices, 
single strength, 83 per cent. and 
double strength, 85 per cent. Strict- 
ly pure putty, 50 Ib. steel drums, is 
quoted at $4.85 ecwt., and 25 lb. steel 
drums, $5 cwt., net 

HAMMERS AND HATCHETS.—Car- 
penter trade is beginning to improve, 
with the approach of the active build- 
ing season. Stocks are well filled, and 
prices steady as last quoted. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Maydole hammers, 
No. 11%, $12.60; Plumb, No. HF81, 
$10.50: Riverside, No. 611%, $10.50: 
Plumb broad hatchets, No. 2, $12.45: 
shingling, No. 2, $11.20; claw, No. 2, 
$12.50 per doz. 

HOSE.—Garden hose sales are show- 
ing signs of improvement, with the 
approach of the clean-up time of the 
year. Contractors are preparing their 
equipment in this and other lines for 
the work in the near future. Prices 


are unchanged. 














Building operations, judging from the present indica- 
tions, are to be well divided betweer residence and busi- 
In the larger cities plans are out for a 
number of large buildings, and the smaller residence 
work has been under way for the past two weeks. Dealers 
are finding that the call for builders’ hardware is fair for 
this time of the year. 

Collections are well up to the average for this time of 
the year, and better than a year ago by a good margin. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Competition \%- 
in. hose at BBC. Good Luck hose, 
56 in., 6 ply. 10% - Bull Dog, 5 in., 
7 ply. 13c.; Tiger, y in., 6 ply, 16%4c. 
per foot. 


LAWN MOWERS.—Retail sales are 
still in the future, but dealers have 
their stocks in readiness for the com- 
ing season. Prices are steady as last 
quoted. 


.We quote from jobbers’ stocks, 

f.0.b. Twin Cities: Philadelphia style 
E, 40-5 per cent; style A and C 
35-5 per cent; style K, 35 per cent 
from lists. 


MILK CANS.—The regular demand for 
milk cans is unchanged, with stocks 
well filled for the coming spring sales. 
Prices show no changes. 


We quote from _ jobbers’ stocks, 
f.o.b. Twin Cities: Railroad 5 gal. 
milk cans, $2.60 each: 8 gal., $3.10 
each; 10 gal., $3.20 each. 


NAILS.—Stocks are well rounded out, 


with prices steady. Sales are showing 
some signs of increase. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Standard wire 
nails at $3.45 per keg, base, and ce- 
ment coated wire nails at $2.85 per 
keg, base. 

PAINTS AND WHITE LEAD.—Out- 
side painting has started to some ex- 
tent, and sales are increasing accord- 
ingly. The real painting season has 
not yet opened, but this year shows 
indications of being an excellent year 
in this respect. Prices have not 
changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: First grade house 
paints at $3.10 per gallon, second 
grade house paints at $2.25 per gal- 
lon and white lead in i00 Ib. con- 
tainers at $14.74 cwt. net 


PAPER.—Building paper is aii to 
sell to some extent. Prices are firm, 
and stocks well filled. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Red rosin build- 
ing paper in 20, 25 and 30 lb. weights 
at $3.25 cwt. 

PLANTERS.—It is still early for 
planters to sell in a retail way, but 
dealers have their stocks in readiness 
for the demand. Prices are un- 


changed. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Acme _ potato 


planters at $9.75 and Acme corn 
planters at $9.75 doz. 


POULTRY NETTING.—Sales to the 
dealers are good, with stocks well 
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The original Autographic Reg- 
ister whittled from cigar boxes 
by Major Shoup, in 1883, was 
a recorder model. But the dif- 
ficulties involved in unwinding 
the record roll for reference 
limited the use of this type of 
device. But NOW, with the 
new SHOUP-ALIGNER Rec- 
ord-Filer, you have locked up 
record copies as convenient as 
in a ledger. 





Established 
in 1883 








AUTOGRAPHIC 


ORIGINATORS OF 


The Autographic Register You Have 
Being Waiting For 
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SHOUP-ALIGNER 


CORD-FILER 


A new departure in autographic registers—just the device you have 
needed—is now ready. This new model does all the work of other 
registers plus the added accomplishments of detaching and filing record 
copies in loose leaf form. And all at one operation, too! 

You can now have separate record copies of every transaction-—filed 
automatically under lock and key. No more rolls to unwind or fan 
folds to flop to and fro when vou want to refer to a previous record. 
With the Record-Filer a// records are as easily accessible as the pages 
of a book! 

One stroke of the handle—that’s all with the SHOUP-ALIGNER 
Record-Filer. Just a quick pull towards vou; the machine does the rest— 
issues forms, separates record copy and files it, face up and in numerical 
order in a special compartment, aligns and brings into position new forms 
for writing. 

Complicated? No!—remarkably simple, remarkably effective. The 
simplicity and facility of this new SHOUP-ALIGNER will amaze you. 
It meets a long felt need for a practical record register—just the device 


you have been waiting for. 





Our system experts, men especially trained for the 
purpose, are prepared to give you full information about 
this or other SHOUP-ALIGNER models, and to show you 
how they may be used with your present systems. For a 
free consultation, which will not obligate you in any way, 
clip the coupon below and send it along. You owe it to 
yourself and your business to become acquainted with 


this latest development in autographic registers. “ . 
, Autographic 
? Register Co. 


REGISTER COMPANY on AS 


PRINTED FORMS Y py 
ease send me com- 
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filled for the coming retail demand. 
Prices are unchanged. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Hexagon mesh 
mgt netting at 50 per cent from 
ists 

PYREX OVENWARE. — Sales are 
steady and even in this line, with stocks 
well assorted. Prices show no changes. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: No. 101 casseroles, 
$1.33; No. 197, $1.17; No. 203 pie 
plates, 50c.; No. 210, 67c. : No. 212 
bread pans, 60c.; No. 231 utility pans, 
67c.; No. 12 tea pots, $1.67; No. 24, 

2, and No. 36, $2.33 each, net. 

REGISTERS. — Sales are increasing 
with the opening of the building sea- 
son prospects. Interest in the heating 
problem is being stimulated by the in- 
stallers of furnaces in several ways. 
Stocks are well filled, and prices firm. 


We quote from jobbers’ _ stocks, 
f.o.b. Twin Cities: Cast or wrought 
stee] registers at 40 per cent from 
standard lists. 


ROPE.—Stocks are full with the inter- 
est of the rural dealers turned to the 
eoming demand for haying rope. Prices 
are steady as last quoted. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grade Manila 
rope at 28%c. per Ib., base, and 
best grade sisal rope at 19%c. per 
lb., base. 


SANDPAPER.—Call is still fair, and 
stocks are well filled. Prices show no 
changes. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grade No. 1, 
sandpaper at $6.65 per ream, second 
grade No. 1 at a per ream, and 
garnet paper No. 1, $16.50 ream, net. 


SASH CORD AND SASH WEIGHTS. 
—Demand is just beginning to be 
noted in this line. Stocks are well 
filled, and prices steady. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Silver Lake sash 
cord, No. 8, 81lce. Ib., braided cotton 
sash cord, No. 8, 49c. Ib., and cast 
iron sash weights at $2.35 ecwt., net. 
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SCREEN DOORS AND WINDOWS.— 
Sales in this line have not begun in a 
retail way. Dealers are stocking up, 
and jobbers’ stocks are well assorted. 
Prices have not changed. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Common screen 
doors 2-8 x 6-8, $1.82 each; fancy 
screen doors, 2-8 x 6x8, $2.16 each. 
Sherwood adjustable 24 in. window 
screens, $7.40 doz., and Wabash ex- 
tension 24 in. screens, $6 doz. 

SCREWS.—Stocks are full, awaiting 
the coming demand. Prices have not 
changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Flat head bright 
wood screws, 80 per cent; round head 
blued at 75-5 per cent; flat head 
brass at 70-10-5 per cent; and round 
head brass at 70-5 per cent. 

SOLDER.— The solder market has 
been steady for some time, with the 
present sales at rather a low point in 
the retail stores. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Warranted half 
and half solder at 35c. per pound and 
strictly half and half solder at 37%c. 
per pound. 


STEEL SHEETS.—Call is still light in 
this line, with stocks well filled. Prices 
are unchanged. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Black steel sheets, 
at $4.75 base (28e@age), and galva- 
nized steel sheets at $5.85 cwt., base. 

TIN PLATE.—As with sheets, the de- 
mand has not yet started. Prices are 
steady as last quoted. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Furnace coke ICL, 
20 x 28 tin at $14.25 box, and IC, 20 
x 28, 8 Ib. coating roofing tin at 
$14. 60 box, net. 

WHEELBARROWS. — Retail demand 
shows signs of starting, and con- 
tractors are looking over their equip- 
ment for the spring season. Stocks 
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are well filled for the beginning of 
sales in this line. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Fully bolted 
barrel type tray barrows at $36.50 
doz.; No. 1 garden at $6.25 each and 
No. 2 tubular at $7.33 each, net. 


WIRE.—Stocks are full for the open- 
ing of the season, and prices are steady 
and firm. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Painted barbed 
hog wire at $3.39 per 80-rod spool; 
painted barbed cattle wire at $3.17 
per 80-rod spool; galvanized barbed 
hog wire at $3.60 per 80-rod spool; 
galvanized barbed cattle wire at $3.37 
per 80-rod spool; annealed black 
smooth wire at $3.45 base, and an- 
nealed galvanized smooth wire at 
$3.80 cwt., base. 


WIRE CLOTH.—Retail sales have not 
yet started, but stocks are in readiness 
for the beginning of the active selling 
season. Prices show no changes. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Black painted 
wire cloth at $2 per 100 sq. ft., and 
galvanized wire cloth at $2.50 per 
100 sq. ft., base. 

WRENCHES.—Shops and garages are 
beginning to purchase for the spring 
trade. Stocks are well filled for this 


event, and prices are firm as _ last 


quoted. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: 

Agricultural wrenches, 65 per cent; 
Coes’ wrenches, 40-10 per cent; en- 
gineers’ wrenches, 62% per cent from 
new lists; knife handled wrenches, 
40-10 per cent; Stillson and Trimo 
wrenches, 60 per cent. Snap-on 
wrenches in sets, Master Service No. 
101, oo 25; te 202, $8.80; No. 404, 
$8. 75 . 505B $3.40 less 40 per cent; 
No. 50 0 Radio and Electrical Set, $4; 
No. 101 Master Service Set $15. 25 5 
No. 202 Heavy Duty Set, $8.80; No. 
303 Ford Master Service Set, $14. 85; 
No. 404 Flexible Socket Set, $8. 75 ; 
No. 505B Screwdriver Blades, $3.40 
No. 900 Set, square socket, $3. 70 less 
40 per cent. 








Try This On Your Scratch Pad 


By Edwin L. Barker 


PRING this on a group of business friends and see 
how many know as much as they think they know. 
It’s like a game. Chances are ten to one that not 


a man will be right. 


When the conversation lags mention discounts. 
Then ask: “If you were offered a choice of discounts 
on a bill of goods, which would you rather take—50, 


Behind Plate Glass 


HERE'S the most direct contact your store has 


with the 


passing public? Don’t you find it 
right behind plate glass? Those windows out front 
are showing people all day and maybe during the early 
part of the evening, the character of merchandise that’s 
sold on the other side of it. Then again after cus- 
tomers have come inside, those plate glass cases sell 
them on things that weren’t included in the display. 

Windows are highly valued as salesmen, but not 




















10 and 5 off; 5, 10 and 50 off; or 10, 50 and 5 off?” 
Ask that of almost any business man, and then enough. For if they were, they would be worked 
listen to what he says. harder and more consistently. Not only windows, but 
After he is sure—dead sure—as to which of the the cases and unused places on counters, shall we say 
three is the best discount, smile and say: “There every available space where merchandise can be dis- 
isn’t a particle of difference—they are all the same.” played to advantage. 

He won’t believe you. No, of course not. Not one Why is so much stress put on this thing of display? 
man in ten will believe you. He will try to start an Simply because it’s so mighty true that about 8 or 
argument—the business man will. And when you 9 out of every 10 people are attracted by the very 
stick to your statement—that no matter which one sight of merchandise in its realness. It doesn’t make 
he takes he will get the same discount—he may smile, any difference where the appliances happen to be. 
and then laugh, and then snicker. They might be in the window, on the counter, or in 

Give him pencil and scratch pad, and after he has the case over there by the door. Yes, even in some- 
figured the pad full of figures he will know more about one’s home. The whole thing is, goods have to be 
discounts than he thought he knew.—From Drug Job- “seeable” to be sold. You know what we mean—F'rom 
bers’ Salesman. Counter Points. 
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Stage a Private Performance 


With the National Storm Proof Model 


This dealer’s demonstrator is a “star attraction,” always ready for 
action to show the salient features and smooth operation of the No. 88 
Adjustable Storm-Proof Hanger. 

It will arouse the interest of every customer who has had experiences 
with heavy sliding doors, or those who intend to include them in their 
building plans. There are thousands of such prospects—and the Na- 
tional Model is “out” to get their business. 

The items are in full size and show exactly how every part functions 
when installed. 


The No. 88 Hanger is made of heavy gauge steel and has two 
adjustment features, vertical and lateral. Its construction per- 
mits the door to be carried closer to the rail without interfer- 


ence. 
Fhe wheels cannot jam. Axels and bearings are Sherardized 


and all parts are protected by a heavy coat of Japan, baked 


hard. 


We are prepared to furnish 
rail and hangers for every re- 
quirement from our complete 
stocks. 





Our products are sold only to 
and through the retail dealer. 
We have no jobbing connec- 
tions. 





National Manufacturing Company 
Illinois 


Storm-Proof Rail for 
National Hangers 


No brackets are required to hang Na- 
tional Rail, as it forms a continuous bracket 
in itself. 

Note how the protective steel covering 
drops below the vital parts of the Hanger 
making it absolutely proof against dust and 
the elements. 

It fits snugly against the building and will 
support all the weight the Hanger will 
carry. 

Made in 4, 6, 8 and 10 foot lengths, two 
pieces in a length. Easy to hang and con- 
venient to carry in stock. 


New Catalog No. 19 Is Ready for Distribution 


Sterling 





Your Order Shipped the Day Received 


Natienal 
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Few Price Declines im Chicago Market— 


Outlook Generally Favorable 


(Chicago office of 

'N spite of the general firm tendencies of the market 
| in the Chicago territory and the near approach of 
warmer spring weather which should strengthen the 
demand, there have been several slight price declines 
this week. All of these price drops came in the paint 
lines, with the exception of solder which went off two 
cents. Linseed oil followed last week’s drop with still a 
bigger one and alcohol is down another two cents. Tur- 
pentine on the other hand showed the only advance of the 
week by going up two cents. Other prices are reported as 
very firm and in some instances advances are predicted, 
but none of these advances materialized this week, the 
jobbers’ prices on builders’ hardware remaining stationary 


AUTOMOBILE ACCESSORIES.— 
—There has been an increasing de- 
mand noticeable with the advent of 


warmer weather. There is no change 
in prices. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: 

Spark Plugs.—Splitdorf, 50c. each; 
regular, 58c. each: Champion X, 45c. 
each; Champion Blue Box line, 53c. 
each; A. (|. Titan, 58c. each: lots of 
100 56c. A. C. Special Ford, 44c. 
each. 

Spot Lights.—Anderson, No. 3289, 
$6.50 each. 

Horns.—E. A. Electric (Ford), $4 
each. 

Jacks.—Ajax No. 6, 90c. each; Na- 
tional Standard No. 21, $1.20 each. 

Pumps.— lose, 1% -in. cvlinder 
$1.55 each. 

Chains.—Non-skid, dozen pair lots, 
33144 per cent discount; 50 pair lots, 
40 per cent discount. 

Tires and Tubes.—30 x 3% oversize 
cord tires, $9.45 each: regular cord, 
$7.45 each; gray inner tubes, 30 x 
3%, $1.20 each: red inner tubes, 30 x 
ole, $1.50 each. 


AXES.—Prices are firm. 
tinue to be very good. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: First quality single 
bitted unhandled axes, 3 to 4 Ib., 
$14 doz. base: double bitted, $19 doz. 
base; good quality black unhandled 
axes, Same weight, single bitted, $13 
doz. base; single bitted handled axes, 
$15.50 to $24 per doz., according to 
quality and grade of handle: limited 
percentage unguaranteed handled 
axes, $12 per doz. base. 


BOLTS AND NUTS.—An_improve- 
ment is looked for with seasonable 
weather. Prices are firm. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Carriage bolts, cut 
thread, 50 per cent discount; small 
carriage bolts, rolled thread, 50-10 
per cent discount; machine bolts, cut 
thread, 50-10 per cent discount: 
small machine bolts, rolled thread, 
90-10-5 per cent discount: all stove 
bolts, 75-5 per cent discount; lag 
screws, 60 per cent discount. 


BUILDERS’ HARDWARE.—There has 
been no advance in jobbers’ prices as 
yet. Sales are very good. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 2% x 3% steel butts, 
case lots, old copper and dull brass 
finish, $2.67 per doz. pair; 4 x 4 steel 
butts, old copper and dull brass 
finish, $3.63 per doz. pair; heavy steel 
bevel inside sets, case lots, $6.75 per 
doz.; steel bit-keyed front door sets, 
$1.75 per set; wrought brass bit- 
keyed front door sets, $3.25 per set; 


Sales con- 


Reading matter continued on page 96 


| 








HARDWARE AGE) 


evlinder front door sets, $7.50 per 
set. 


CHAIN.—Prices have had no change 
and are firm. Sales are good. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: *%-in. proof coil chain, 
$8.50 per 100 Ib.; Tenso, Bull Dog 
and Brown coil chains, 50-10 per 
cent. discount; No. 00-4% _ electric 


5 "7 


welded cow ties, $2.75 per doz. 


COPPER RIVETS AND BURRS.— 
The demand is very good. Prices are 
unchanged after last week’s advance. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Copper rivets and 
burrs, 3314 per cent discount. 


DRAIN PIPE CLEANER.—Both sales 
and prices are steady. 


We quote from jobbers’ stocks 
f.o.b. Chicago: 

Mceonomy Plumber drain pipe 
cleaner, in 1 Ib. net cans, in lots of 3 
doz., $2.70 per doz.: in lots of 6 doz., 
$2.60 per doz.; and in 12 doz. lots, 
$2.50 per doz. 

Same, in 2 Ib. net weight cans, in 
lots of 2 doz., $4.90 per doz.: in lots 
of 6 doz., $4.70 per doz.; and in lots 
of 12 doz., $4.50 per doz. 

Hercules tile and porcelain cleaper, 
in 1 Ib. net weight cans, $2 per doz. 
in lots of 2 doz. 

Hercules boiler liquid, in 1 qt. 
can, $3 each; in % doz. lots, $2.50 
each; in 1 doz. lots, $2.25 each. 

Same, in &% gal. cans, $5 each; % 
doz. lots, $4.75 each; and in gal. 
cans, $9 each. 


EAVES TROUGH AND CONDUCTOR 
PIPE.—Sales are increasing in volume 
as the season opens. Prices continue 
as before. 


We quote from jobbers’ stocks, 
f.o.b. Chicago; Single bead lap joint 
gutter, 5-in., $4.50 per 100 ft.; corru- 
gated conductor pipe, 3-in., $4.75 per 
100 ft.: plain ridge roll, 1%-in., $4 
per 100 ft.; corrugated conductor el- 
bows, 3-in., $1.36 doz. 


ELECTRICAL AND RADIO MER- 
CHANDISE.—Radio sales for this sea- 
son are about over. Prices on all items 
remain unchanged. 


We quote from jobbers‘ stocks, 
f.o.b. Chicago: 

Electrical Merchandise. — No. 14 
rubber-covered wire, $7.90 per 1000 
ft.: in 1000-ft. lots, $7.65: No. 18 
lamp cord, $14.50 per 1000 ft.; in 
1000-ft. lots, $13.75; %-in. brush 
brass key sockets, 19c. each; two- 
way plugs, 60c. each; in lots of 10, 
49lec. each; one-piece attachment 
plugs, 13c. each; two-piece attach- 
ment plugs, 12c. each; dry cells, 





after the manufacturers’ raise of 10 per cent last week. 

Retailers in this territory are showing very little dis- 
position to anticipate their needs and consequently it does 
not look as if there would be any considerable volume of 
sales of summer goods, such as oil stoves, lawn mowers 
and the like until warm weather is actually here. — Retail- 
ers’ sales are reported as somewhat sluggish and there is 
a slight tendency to hold off and wait for spring to stimu- 
late the demand. 

There is a continual increase in the number of building 
permits being issued and construction work is going for- 
ward with considerable rapidity in spite of the unfavorable 
conditions. Building hardware and materials are in active 
demand and stocks are low. 


boxes of 50, 30%c. each; less than 
case lots, 34c. each. 

Radio Supplies.—Radio B batteries, 
No. 766, $1.40 each; No. 767, $2.62 
each. 

Battery Chargers. — Apco line, in 
lots of less than 10, $13.50 each, net. 

Tubes.—Cunningham and R. C. A 
$3 list. Discount, 25 per cent. 

Loud Speakers.—Western Electric 
No. 522W, $9.50 list. Discount, 30 
per cent. 


FIELD FENCE.—The demand is re- 
ported as very satisfactory. Prices are 
firm. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 726-6-12%, $30.38 per 
100 rods; 1948-6-14%, $45.92 per 100 
rods. 


FILES.—Sales are good. 
in prices. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: American files, 60-10 
per cent off list; Nicholson files, 
per cent off list; Black Diamond files, 
40-10-5 per cent off list. 


FISHING TACKLE.—There is a heavy 
demand calling for immediate delivery. 


GALVANIZED WARE. — Composition 
galvanized tubs are in more abundant 
supply and consequently the prices are 
not held as firmly as on pails. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Competition galvan- 
ized after-made water pails, genu- 
ine riveted ears, 10-qt., $2.30 doz.; 
12-qt., $2.50 doz.; galvanized wash 
tubs, No. 1, $6.25 doz.; No. 2, $7 
doz.; No. 3, $8.25 doz.; No. 8 galvan- 
ized wash boiler, wood grip and han- 
dles, $13.75 doz.; 1-gal. tin breast 
galvanized kerosene cans, $2.35 doz.; 
5-gal. galvanized oil cans, galvanized 
breast, $6.85 doz.; 44-bu. barbed after- 
made baskets, $4.75 doz.; 1-bu. gal- 
vanized baskets, $6.25 doz.; 1%-bu. 
galvanized baskets, $8.75 doz.; per- 
pendicular corrugated light galvan- 
ized ash cans, with cover, No. 55, 
$15 per doz.; No. 66, $17.50 doz.; No. 
77, $20 doz.; heavy galvanized after- 
made No. 171, $28.20 doz.; No. 191, 
$37.25 doz.; No. 201, $44.75 doz. 


GARDEN HOSE AND LAWN SPRIN- 
KLERS.—Sales are only fair. Prices 
are unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Garden hose, good 
quality molded hosé, %-in., 10%c. 
per ft.; %-in., 138c. per ft.; 3-ply, 
good quality, wrapped, %%-in., 10c. 
per ft.; %-in., 12c. per ft.; 4-ply, 
good quality, wrapped, %-in., 12c. 
per ft.; %-in., 14c. per ft.; 5-ply, 
good quality, wrapped, %-in., 9c. per 
ft.; %-in., lle. per ft. Lawn sprin- 


No change 
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FACTS—not generalities _ 
for the man in the “Neck of the Bottle” 


The retail clerk—the “neck of 
the bottle” of distribution—needs 
merchandise that represents val- 
ue, that meets popular demand, 
that sells. 


Without such merchandise, he at 
his best is handicapped; with it 


his job is easier and turnover is 
faster. 

In Rome Copper Utensils, he has 
something to talk about—points 
of merit that represent value, that 
meet popular demand, features 
that sell Rome Copper Utensils. 





For instance, Rome 


(1) Made of copper, the ever-enduring 
metal—utensil economy. 


(2) Polished or nickel plated—a beauty 
retainel with the care ordinarily 
given other utensils. 


(3) Cover fits snugly—a hinge is not 
used, and thus a “hard to keep 
clean’’ crevice is eliminated. 





(4 


Coffee basket made of pure alumi- 
num, perforated so that the water 
drips through the coffee easily and 


— 











Copper Percolators 


steadily, thereby insuring a good cup 
of coftee. 

(5) Large ebonized wood handle, securely 
held to pot by strongest fastening 
ever devised. 

(6) A steel plate which concentrates 
heat at base is furnished with each 
percolator. Insures quick percolation 
—saves fuel. 

(7) Rome line of percolators is complete 
in hot and cold water types with 
styles and cup capacities to meet 
every desire. 








Rome, 





: New York, 342 Madison Ave. 
E Chicago, 1431 Lytton Bldg. 


San Francisco, 610-614 Wells Fargo Building 


The sale of one Rome Utensil leads to the sale of others. Ask your jobber or write us. 


ROME MANUFACTURING CO. 


New York 


Boston, 60 India Street 
Seattle, 302 Pioneer Bldg. 


BRANCHES: 
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klers, Rain King, $28 doz.; original 
fountain sprinkler, $8 doz.; Rainbow, 
38-in. high, $24 doz. 


GLASS AND PUTTY.—tThe demand is 
still somewhat slow. Prices remain 
firm. 


We quote from 
f.o.b. Chicago: Single strength A, 25- 
in. bracket, 87 per cent discount; sin- 
gle strength A, 34 to 40 in. bracket, 
85 per cent discount; single strength 
A, all other brackets, 84 per cent 
discount; double strength A, all sizes, 
85 per cent discount; double strength 
B, 86 per cent discount. Putty, pure 
grades, $3.75 per 100 Ilb.; commercial 
$3.40 per 100 Ib. 


HATCHETS.—Prices show no advance 
as yet. Sales are active. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: First quality hatchets, 
No. 2 shingling, $11.20 doz.; first 
quality hatchets, No. 2 broad, $14.45 
doz.; medium quality hatchets, No. 2 
shingling, $7.25 doz.; medium qual- 
ity hatchets, No. 2 broad, $10.50 doz. 


HANDLED HAMMERS. — Sales are 
reported as very satisfactory and prices 
are unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: First quality, 16-072. 
nail hammers, $10.50 doz.; first qual- 
ity, 16-0z. machinist hamme rs, $7.85 
doz.; medium quality, 16-oz. nail 
hammers, $6 doz. 


HANDLES, AGRICULTURAL.—Sales 
are good. Prices are unchanged. 


jobbers’ stocks, 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 
Hay Fork Handles. — Straight, 


best grade, 4%- 
$5.50 doz.: xx, 
$4.80 doz. : | «a 


chucked and bored, 
ft., $4.50 doz.; 5-ft., 
4%-ft., $4 doz.; 5-ft., 


4\%-ft., $2.40 doz.: 5-ft., $2.80 doz. 

Hay Fork Handles.—Bent, chucked 
and bored, best grade with strap, 
ferrule and cap, 4% -ft., $7.50 doz.; 
5-ft., $8.50 doz.: XX bent, with 
strap, ferrule and cap, 4-ft . $5.50 
doz.; 4%-ft., $5.75 doz.: XX bent, 
4% ft., $4.50 doz.: 5-ft., $5.50 doz.; 
X bent, 4%-ft., $3 doz.; 5-ft., $3.40 
doz. 

Manure Fork Handles. oan ent, best 
grade, 4-ft., $4.75 doz.: »-ft., $5.10 
doz.: XxX bent, 4-ft., is" doz.: 4%,- 
ft., $4.40 doz.: X bent, 4-ft., $2.60 


doz.; 4%-ft., $2.95 doz. 


Garden Hoe WHandiles.—XX, 414-ft., 
$3.45 doz.; X, 4%-ft., $2.40 doz. 

Garden Rake Handles. -XX, 5% 
ft., $5.25 doz.: X, 5%-ft.,. $3.25 doz. 

Shovel Handles.—Re rular pattern, 
XX, 4%-ft., $5.90 doz.; X, 4%-ft., 
$3.90 doz.: TD handle, be st grade, $7.95 
doz.: X grade, $6 doz. 

Spade Handies.—D handle, best 
grade, $7.75 doz.:; X grade, $6 doz. 
HANDLES, TOOL.—The demand con- 
tinues to be very active. No price 

changes. 
We quote from jobbers’ stocks, 
f.o.b. Chicago: 


Axe Handles.—No. 1 hickory, $4 
doz.; No. 2, $3 doz.: second growth 
hickory, $5 doz.:; finest selected sec- 
ond growth hickory, $6 doz. 

Hatchet and Hammer Handles. 
No. 1, 90c. doz.; finest second growth 
hickory, $1.50 doz. 


HINGES.—No price changes. 
continue good. 
We 


Sales 





from jobbers’ stocks, 
Heavy —— hinges, 
in bundles, 4-in., $1.03; 5-in., $1.42; 
6-in., $1.60; 8-in., $2.70: 10- in. $4. 30 
per doz. pair: extra heavy T hinges, 
in bundles, 4-in., $1. 56; 5-in., i 66; 
6-in., $2.08; 8-in., $3. 56: 10-in., $5. 10 
per doz. pair. 


ICE CREAM FREEZERS.—Sales are 
fairly good. Prices are unchanged. 


quote 
f.o.b. Chicago: 


We quote from jobbers’ _ stocks, 
f.o.b. Chicago: White Mountain, 1- 
qt., $4.85 list; 2-qt., $5.65 list; 3-qt., 
$6.75 list; 4-qt., $8.25 list; 6-qt., 
$10.45 list; 8-qt., $13.50 list; 10-qt., 
$18 list; 12-qt., $21.55 list; 15-qt., 
$25.60 list; 20- -at., $33.20 list; 25-qt., 
$42.60 list; Arctic, 1-qt., $4 list; 2-qt., 
$4.60 list; 3-qt., $5.55 list; 4-qt., $6.80 
list; 6-qt., $8.60 list; 8-qt., $11. 10 list. 
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All the above less 50 per cent dis- 


count. 
INCUBATORS.—No change in prices. 
The demand is very good. 


We quote 
f.o.b. Chicago: 
cent discount; 


from jobbers’ stocks, 

Incubators, 35 per 
brooder stoves, 35 per 
cent discount; insulated chicken 
waterers, $3.25 each. 


LAWN MOWERS AND GRASS 
CATCHERS.—It is too early for much 
current business. Prices are un- 
changed. 


We quote from jobbers’ 
f.o.b. Chicago: 

Lawn Mowers.—16-in. 
o-kKnife, 1ll-in. wheels, $12.35 each; 
16-in., ball bearing, 4-knife, 10%-in. 
wheels, $10 each; 16-in. plain bear- 
ing, 4-knife, 10%-in. wheels, $8.65 
each; 16-in. ball bearing, 4-knife, 9- 
in. wheels, $7.85 each; 16-in. plain 
bearing, 4-knife, 9-in. wheels, $7.35 
each; 16-in., ball bearing, 4-knife, 
8-in. wheels, $8 each; 16-in. plain 
bearing, 3-knife, 8-in. wheels, $5.85 
each. 

Grass Catchers.—Galvanized bot- 
tom, for 14 to 16-in. mowers, full 
packages, $8.80 doz.: galvanized bot- 
tom, for 18 to 21-in. mowers, full 
packages, $9.60 doz.; plain bottom, 
canvas, for 18 to 21-in. mowers, $7.60 
doz.; plain bottom canvas, for 12 to 
16-in. mowers, $5.90 doz. 


NAILS.—Sales show a slight dropping 


off. Prices remain unchanged. 


We quote from jobbers’ stocks, 
.b. Chicago: Common wire nails, 
25 per keg base; cement coated, 
55 per keg base. The extra for 
elvanized nails is now $2.25 for 1- 
in. aaa longer; $2.50 for shorter than 
l-in. 


OIL STOVES. 
fair. Prices remain stationary. 
We 


stocks, 


ball bearing, 





quote from jobbers’ stocks, 
f.o.b. Chicago: Old line New Perfec- 
tion 2-burner stoves, $17 each list: 
3-burner, $22 each list; 4-burner, $28 
each list; new Improved New Perfec- 
tion 2-burner, $22 each list; 3-burner, 
$28.50 each list: 4-burner, $35 each 


list; Superfex 2-burner, $36 each list; 
3-burner, $45 each list; 4-burner, 
$58.50 each list. All subject to 30 
per cent discount. Lots of ten or 
more are subject to 30-5 per cent 
discount. 

PAINTS AND OILS.—Several price 


drops are recorded this week, while 
turpentine shows slight advance. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: ‘ 

Turpentine.—Barrel lots, $1.07 per 
gal. 

Denatured Alcohol.—Barrel lots, 
60c, per gal.: steel drum, extra $6, 
returnable. 

White Lead.—100-lb. kegs, $16: 50- 
Ib. kegs, $8.15: 25-lb. kegs, $4.10; 
1214-lb. kegs, $2.10. 

Gry Paste.—Barrel lots, 7¥%c. per 

‘Shettes. —(4-Ib. goods), white, $3.50 


per gal.: orange, $3.20 per gal. 
English Venetian Red.—In barrels, 
$3.50 to $6.75 per 100-Ib. 


PYREX WARE.—Sales continue to be 
very good. No price changes. 
We quote jobbers’ 


f.o.b. Chicago: 
212, $7.20 doz.; 


from stocks, 


Bread Pans.—No. 


No. 214, $12 doz. 

Casseroles.—Round, No. 167, $12 
doz.; No. 168, $14 yak No. 182, $12 
doz.: No. 184, $14 do 

Casseroles.—Oval, No. 193, $12 doz.; 
No. 197, $14 doz. 

Pie Plates.—No. 202. $6 doz.; No. 
203. $7.20 doz.: No. 209, $7.20 doz. 

Tea Pots.—2-cup. $20 doz.; 4-cup, 
$24 doz.;: 6-cup, $28 doz. 

Utility Pans.—No. 231, $8 doz.; No. 
232, $14 doz. 

ROLLER SKATES.—Prices are un- 
changed. The demand is reported as 


exceptionally good. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: Union roller skates, 
for boys, $1.40 per pair; for girls, 
$1.50 per pair. Chicago roller skates 
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for boys, $1.30 per pair; for girls, 


$1.40 per pair. 


ROOFING AND PAPER.—Sales rate 
steadily increasing. No price changes. 


We quote from jobbers’ _ stocks, 
f.o.b. Chicago: Best grade slate sur- 
faced prepared roofing, $2.10 per 
square; best grade talc surfaced, 
$2.35 per square; medium talc sur- 
faced, $1.75 per square; light talc 
surfaced, $1.10 per square; red rosin 
sheathing, $62 per ton. 


ROPE.—Sales are good. Prices firm. 


We quote from jobbers’ _ stocks, 
f.o.b. Chicago: No. 1 Manila Stand- 
ard brands, 26%c. to 28%c. per Ib.; 
No. 2 Manila, 25%c. per lb.; No. 1 
17%c. per Ib.; No. 2 Sisal, 
16%c. per Ib. 


SASH CORD.—The demand continues 
strong and prices firm. 


We ee am jobbers’ stocks, 
f.o.b. Chicago: No. 7. standard 
brands, $10. oe. per doz. hanks; No. 


8, $12.10 per doz. hanks. 
SASH PULLEYS.—Sales are good, 


with no change in prices. 


We quote from jobbers’ 
f.o.b. Chicago: Common sash 
leys, 50c. doz.; barrels, 54c. 
Common Sense, 2-in., 60c. doz.; 
rels, 54c. doz.; No. 105, 652c. 
barrels, 48c. doz. 


SCREWS.—The demand is very good. 
Prices firm. 
We 


stocks, 
pul- 
doz.; 
bar- 
doz. ; 


quote from jobbers’ stocks, 
f.o.b. Chicago: Flat head, bright 
screws, 78-10 per cent new list; 
round head blued, 76-10 per cent list; 
flat head brass, 76-5 per cent new 


list; round head brass, 74-5 per cent 
new list; japanned, 72-10 per cent 
new list. 


SCREEN DOORS AND WINDOW 
SCREENS.—tThe seasonable demand is 
very good and prices are unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 

Screen Doors.—No. 266, 2-8 x 6-8, 
$22.80 doz.; No. 296, 8 x 6-8, $27 
doz.; No. 311, 2-8 x 6-8 $32.10 doz. 

Window Screens.—No. 1833, $4.94 


doz.; No. 2433, $6 doz. 


SOLDER AND BABBITT METAL.— 
Sales are very good. Prices slightly 
lower. 


We quote from jobbers’. stocks, 
f.o.b. Chicago: Warranted, 50-50 
solder, $40 per 100 Ib.; medium, 45- 
55 solder, $39 per 100 Ib.; tinners’, 
40-60 solder, $38 per 100 Ib.; high 
speed babbitt metal, $20 per 100 Ib.; 
standard No. 4 babbitt metal, $14 
per 100 Ib. 


STEEL SHEETS.—Prices remain un- 
changed. Sales are good. 


We quote from jobbers’ stocks, 
f.o.b. Chicago 28-gauge galvanized 
sheets, $5.50 per 100 Ib.; 28-gauge 
black sheets, $4.50 per 100 Ib. 


WIRE GOODS.—tThe sales volume con- 
tinues good. Prices firm. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 8 black annealed 
wire, $3.15 per 100 lb.: No. 9 galva- 
nized plain wire, $3.60 per 100 Ib.; 
catch weight spool galvanized cattle 
or hog wire, $3.95 per 100 Ib.: 80-rod 
spool galvanized hog wire, $3.43 per 
spool. Polished fence staples, $3.70 
per 100 lb.; 12-mesh black wire cloth. 
$1.90 per 100 sq. ft.: 12-mesh gal- 
vanized wire cloth, $2.20 per 100 sq. 
ft.; 14-mesh bronze wire cloth, $6.25 
per 100 sq. ft.; galvanized poultry 
netting, 55-5 per cent discount; gal- 
vanized after poultry netting, 50-5 
per cent discount. 


WHEELBARROWS. 
show good volume. 
prices. 
We quote from jobbers’ stocks, 
f.o.b. Chicago: Common wood §bar- 
rows, $3.50 each; common steel tray 


barrows, $5.50 each; steel leg garden 
barrows, $6 each. 


— Spring sales 
No change in 


Reading matter continued on page 99 
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Store Management 








Editor’s Note:—The following is the principal part of the ad- 
dress delivered before the Oregon Retail Hardware & Implement 
Association convention, March 5, at Portland, Ore., by A. L. 
Jameson, president, Jameson Hardware Co., McMinnville, Ore., 


and ex-president of the Oregon association. 


Mr. Jameson’s 


address was one of the features of the Portland convention. 








By A. L. Jameson 


N selecting my subject, Store Management, 
I have taken into consideration the large 
number of business establishments that I 
have visited during my five years’ incumbency 
as your president. I will start by first pre- 
senting the merchant contemplating the start- 
ing or opening of a new business in a new 
town, and I will endeavor to give you my views 
and ideas, as I see them after thirty years’ ex- 
perience in both retail and wholesale business. 
The merchant who expects to succeed must 
study how to spend his money to the best pos- 
sible advantage. While a central location in 
itself will not insure success, it is very desir- 
able, and should be obtained if possible. It is 
much harder to secure the current of trade, if 
you are not favorably located. The same ef- 
fort expended in endeavoring to draw trade 
to a poor location, if used in the sale of goods 
in a favorable location, would largely insure 
the success of the business. 
Buying 
Proper buying is essential. Make a careful 
selection with the knowledge that the goods 
purchased will be consumed by your trade. Re- 
member that you are the purchasing agent of 
your patrons and community. Don’t buy goods 
that make it necessary for your clerks to sell 
the brand before selling the article, having to 
make two sales instead of one—with the re- 
sult that you may have made a dissatisfied cus- 
tomer and probably lost him through selling 
him something he did not want. 


Display 


After the careful selection and purchase of 
vour stock, the next thing is the proper plac- 
ing or display of the goods in your store. Much 
study should be given to this. Goods properly 
displayed act as a silent salesman for the whole 
store. Goods that carry the larger margin of 
profit, and that are in season, should have the 
most prominent locations. Staple articles that 
carry but a small margin of profit should be 
kept in the rear. 


I believe that your store should be depart- 
mentized, according to the number of lines that 
you have and have everything in its place, and 
a place for everything you have. By do- 
ing that you will avoid duplication in buying, 
and you will never become _ overstocked. 
Furthermore, you have at all times an oppor- 
tunity to weed out the slow-moving items. Hav- 
ing a place for each fosters cleanliness. - The 
average person desires to purchase goods that 
are clean and attractive. Goods are more easi- 
ly sold, and your clerks will take more of an 
interest in your store and in the success of 
your business if the store is kept clean and 
neat. Wasted time can be profitably used in 
brushing up and arranging stock in a neater 
and more attractive manner. 


Customers’ Appreciation 


The impression customers receive in a store 
depends largely on the conditions and environ- 
ment and the courtesy with which they are 
received. A pleasant smile, a genuine hand- 
shake, and a “thank you,” after the sale is 
made, with an invitation to call again, shows 
appreciation and a willingness for service 
which means success—service not only to your 
customer, but service to your store, which is 
essential to business sucess. 


Windows 


Your display windows should be attractive 
and neatly trimmed and changed at least every 
two weeks, with goods that are coming into 
season. You will find attractive windows your 
best advertising medium. 

But tell the people of your community each 
eek, through your local newspapers, of your 
special sales of seasonable items—not at cut 
prices, but at prices that carry a margin of 
profit over and above your overhead. 


Volume and Expense 


A very significant factor is the volume of 
sales to the amount of expense and the rela- 


(Continued on page 110) 
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A household tool 


that readily sells 


Sterbon Star round knife sharpeners can 
be sold to virtually every woman who 
has a kitchen—for every kitchen has one 
or more knives to be sharpened. And 
the woman who comes into the hard- 
ware store for a pair of scissors, a few 
picture frame hangers, or a screwdriver, 
is the same woman who will buy a Ster- 
bon Star. 


Display it on your counter. You know 
how good a product it is because of the 
oood name it bears. Profits lie in quick 
sales with the least effort—and argu 
ment is never needed to sell a woman 
a knife sharpener. ‘They just buy it be- 
cause there’s a dull knife at home that 
needs sharpening. Order a dozen Ster- 
bon Star round knife sharpeners from 
your jobber today. 


The Cleveland Stone Co. 
Cleveland, Ohio 
Grinding Wheel Factory, Tiffin, Ohio 


Branches 


NEW YORK, 283 Front Street 
CHICAGO, 30 N. Clinton Street 





—a Cleveland Stone 
product will do the 
work—do it well 











Extension Blades 


and Handles 


For Cloth Cutting, Pattern Mak- 
ing, Shoe and Stencil Cutting 


R. MURPHY 


That name on Knives has meant QUAL- 
ITY for over 75 years 











Good Sellers Good Profits 
Send for Catalogue 


ROBERT MURPHY’S SONS 
COMPANY 


Established 1850 
Ayer Mass. 
































Me ee 


~ ie Hyco Brand Meat 
Pa Knives—one with 
eight inch sharp 
“ edged blade of great 
of 4 strength and durabil- 
ity-—the other with a nine inch 
blade with keen cutting edge 
for slicing. 


Two Good Sellers That 
Exactly Fit Household Needs 


Every tool in this line of Hyco 
Brand Kitchen Cutlery meets the 
general needs of the home—just as 
these two knives shown here do. 
And with that they give a lifetime 
of service with proper care. 


Hyco Brand Kitchen Cutlery 
—a complete line—10 tools in all 


is a cutlery leader for many dealers 
—for it sells fast, turns a good profit 
and builds up satisfied customers. 


Every tool in the Hyco line is made 
in either stainless or carbon steel with 
white or black glazed = rubberoid 
handles. Securely fastened. 


Write for particulars. 


Hyde Manufacturing Co. 
Southbridge, Mass., U. S. A. 
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HARRY WALBRIOGE 
Res oenrT 


N telling us of his un- 
usually successful 
Safety Razor Sale, 

J. C. Williams of Wal- bi 
bridge & Co., Buffalo, 











N. Y., says: “It was a fe’ ® ae & 
great rush although held WALBRIOGE BUILDING 
on a July day. A hand ce 
tally of customers enter- 310 w remay st 


ing the front door regis- 
tered 1205 at 5:30. The 
people coming in the rear 
door were not counted. 
The jam kept up for 3 
seven days. On opening 
our new store we had an- 


other Safety Razor Sale sales 


and during the week dis- 
posed of 2500 more.” In 


tells you of some of the 
merchandising policies 


other items in connection 
with cutlery. 













sy Razor Sale was turned over to the writer a few days aso; 


and in five minutes the store was janmed,and ours wae not a 


this article, Mr. Cassin small store,abdous 60 ft,wide and an entire city block long. 


that made this result pos- Razore.The first trial order consisted of 1200 Gold Brownie and 

sible, and gives some prac- 

tical suggestions for dis- 300 Silver Brownie Razors.800 of these safety razors were vilaced 
laying manicure and . 

P y B in the window ond advertised in the daily papers.Before 2o0'clock 


we wre cleaned out ond during the day we disposed of 1500 Brownie 


saeco 80 New, standard Gillettes,1500 pkgsblades,gross shav~ 
j 


ing cream,1 gross Twinplex enna’ gle 
——“ —* = 


GEORGE 8B WALBRIDGE PHILIP F YU MUSKOPF 
vice PES CENT SECRETARY 


HAROLD W HUN SineER GEORGE E RUBY 
Vv € Pecsiocar 7. 


ESTABLISHED +869 


WALBRIDGE:&: CO. 





Hardware @ |g eae 
CONTRACTORS SUPPLIES ‘ MILL SUPPLIES id 
COURTaANo FRANKLIN STS. 3 
35° 
BUFFALONY. yarcn 1,1925; 
M 


Hardware Age 
New York 


Gentlenen 


Your request for information on the 


This vhenorzinal event was put over during our removal 


tcrtineg Thursdcy,Jhly 17thsive openod the store at 9,50 avmes 


For the onening we made a special mim on Giliette 
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Oeewalione of a Gilley Siletmim 


Displaying Manicure and Other Items Atop the Cutlery Case 


By JOHN CASSIN—A Man Who Knows 


HE use of a top of the case display has in- 

creased Ludlow & Squiers’ sales of manicure 

goods many times over what they were prior 
to using this handsome little cabinet. Set diag- 
onally across the end of the cutlery case, this 
cabinet does not obstruct view of case contents— 
the size 20 in. long, 1434 in. wide by 9 in. high 
permits of an excellent display and also contains 
all the stock that is needed. Stock is reached 
from either the front or back of the cabinet. 
Each article sampled is under glass and so pro- 
tected from dirt and moisture. 

With the growing realization of the sales value 
of top of the showcase space, I haven’t any hesita- 
tion in expressing the opinion that manicure 
goods displayed and stocked this way will even- 
tually find their place atop most cutlery cases. 
While many of these items are purchased by men, 
they are especially attractive to women—and for 
that reason, as well as many others, they should 
be used and displayed. There is no known reason 
why women should be compelled to buy manicure 
cutlery items at drug and dry goods stores. 








The margin on this class of merchandise is 
very satisfactory. As an inducement for mer- 
chants to have the proper assortment, yet not too 
much of any item, one of the manufacturers of 
manicure cutlery items packs the following as- 
sortment in a handsome display and stock cabi- 
net : 


Thirteen dozen nail files, assorted sizes 
and patterns selling for from 10 cents to 
45 cents each, cost to merchant $16.75, resell 
for $33.45. 11 1-6 dozen tweezers, assorted 
patterns and sizes selling from 10 cents to 
50 cents each, cost to merchant $18.05, re- 
sell for $35.90. And a small assortment of 
nail and cuticle scissors, nail nippers and 
clippers, corn razors and cuticle pushers, al- 
together 234, dozen of these items costing 
the merchant $13.20 and reselling for 
$26.70. The total cost for cabinet and con- 
tents is $48.00; the suggested resale price, 
$96.05, is a good bargain. 


Many of these items sell freely, others, like corn 
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razors, that are seldom sold, seem to sell easier 
when displayed with manicure goods. 
For the smaller stores there is an assortment 


consisting of: 


7 2-3 dozen nail files. 

8 1-3 dozen tweezers. 

1 1-6 dozen extractors. 
2-3 dozen scissors. 


packed complete in display cabinet, cost to the 
merchant $24.00; suggested resale price $49.50. 

Ludlow & Squiers are using one of the larger 
cabinets in their handsome Newark, N. J., store 
and have increased their sales of this kind of 
merchandise many fold. 

Nail files are made both nickel plated and plain 
polished finish; while the nickel plated files will 
resist rust, the nickeling to some extent also 
dulls the teeth, or at least covers the teeth, round- 
ing them slightly, which slightly lessens their cut- 
ting qualities, so unless the atmosphere is habit- 
ually damp the plain finish cut teeth nail files 
are preferable to the nickel plated. 

Where cutlery manicure items are displayed, 

there is a noticeable effect of their influence upon 
the sales of shears, scissors and household cut- 
lery. 
A good companion piece to use and put to work 
on the opposite end of the cutlery case is the com- 
bination cabinet used for displaying and stocking 
safety razor blades. This cabinet takes up very 
little space, does not obstruct view of showcase 
and serves as a constant reminder to those in 
need of, or running short of, razor blades. 

Notwithstanding that razor blades are some- 
times sold at prices which at first glance seem to 
be low, yet all things considered, I believe at the 
average price these goods are sold for they are 
profitable items. 

The cost of obtaining and handling is very 
small—they require little space and except where 
merchants feature these goods because of their 
value and influence upon the sale of other goods, 
there is little if any sales cost. Razor blades are 


one of the daily use items, the sales of which 
amount to millions of dollars per annum. 

Featuring daily use merchandise is one of the 
best ways to make regular customers, who quite 
naturally make most of their purchases at the 
stores where they are in the habit of buying their 
daily use needs. 

As some hardware merchants have seemingly 
passed the razor and blade business to their drug 
and cigar store neighbors, it may be interesting 
to note the interest taken in these goods by one 
of the largest of retail hardware stores, whose 
reply to our inquiry about their sale of razors 
is herewith published. 


HARDWARE AGE, 

New York, N. Y. 

GENTLEMEN: Your request for information on 
the Safety Razor Sale was turned over to the 
writer a few days ago. 

This phenomenal event was put over during 
our removal sales starting Thursday, July 17. 
We opened the store at 9.30 a. m. and in five 
minutes the store was jammed, and ours was not 
a small store—about 60 ft. wide and an entire 
city block long. 

For the opening we made a special run on Gil- 
lette razors. The first trial order consisted of 
1200 Gold Brownie and 300 Silver Brownie 
Razors. Eight hundred of these safety razors 
were placed in the window and advertised in the 
daily papers. Before 2 o’clock we were cleaned 
out, and during the day we disposed of 1500 
Brownies, 80 new, standard Gillettes, 1500 pkg. 
blades, 2 gross shaving cream, 1 gross Twinplex 
stroppers. 

Many other items were moved out of all pro- 
portion to the accepted theory that in July you 
can’t sell much of anything. 

It was a great rush, although on a July day. 
The weather was cool. No doubt a great many 
would have fainted had the regular July weather 
prevailed. It was the writer’s pleasure to direct 
customers at the front door and for curiosity’s 
sake attempted to count those entering the store. 








Cassin’s Cutlery Articles Meet with Much Favor 


Mr. Llew Soule, Editor, 
Hardware Age. 
Dear Llew:— 


Although at long range, we do like to know how our friends are; 
also know you will appreciate receiving good news, as will our mutual 


friend John Cassin. 


In my travels through California from small hamlets to large cities, 
your articles on the “Observations of a Cutlery Man” meet the approval 


of the hardware dealers. 


There is much favorable comment. 
work, and I read same with interest. 


It is fine 


Sincerely yours, 
W. J. DRESS. 








Reading matter continued on page 103 





























April 2, 1925 HARDWARE AGE 101 












““ ; ‘i. My - “ ions 5 
G 
ZA perfect shave — due to the 

Jf vwanique advantages of the New 
( of Improved Gillette. 

(poof A satisfied customer—because 
S34 he has spent his money wisely. 

re j Selling them is an easy problem 
\oF with the aid of the ‘‘Three Rea- 
i son’’ Booklet. 

$ Send for a copy today. It is the secret 
: of greater sales for you. 

GILLETTE SAFETY RAZOR CO. 
‘ Boston U.S.A. 


The New Improved 
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Your customers will see Ace ads in 


Good Housekeeping 
Delineator 

McCalls 

Popular Science 
Sunset 

during the spring 





POCKET KNIVES 


Our best Adwertisement is our 
Product. 

“Hammer Brand” Pocket Knives 
are made of the best materials ob- 
tainable, by skilled Artisans work- 
ing unhurriedly under the old-fash- 
ioned plan of Quality first. In 
“Hammer Brand” Knives you get 
the essential that makes good 





Display the Ace 
with your cutlery. 


ACE HARDWARE 


MFG. CORP. 
Phila. 
Chicago, San Francisco 








knives possible — SKILLED 




















WORKMANSHIP. 
MAGNETIZED AUTO Our best method of Advertising is 
assisting our Distributors to ac- 
To Pick Up Needles MAGNET quaint their customers with the 
; ' : Spri worth of “Hammer Brand” Knives 
s + ge Pima © -— Shears and how to effectively use the Sales 
agnetic Shears attract cus- oO. 7500 . Helps we supply. 
tomers because their keen — - 
Made in = 





6”. 7", Rg” 
and 9” Sizes 


Blades Cut True 


Clear to the Points NEW YORK 
They are held in perfect alignment by 
a Patented _ ena sty Steel Spring. KNIFE CO. 
No adjusting necessary. Samples 
sent for inspection. Walden 
9 

Eversharp Shear Company New York, 

U.S. A. 


2000 Knowlton St., Bridgeport, Conn. 
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They Cut Hot Bread! 


Two-Dozen Container. Individual Cartons 


Sold by Jobbers 


GENEVA CUTLERY CORPORATION 
Geneva, N. Y. 














ULSTER 
KNIVES 


Ulster Knives are 100% 
American, because Amer- 
ican labor only is em- 
ployed in making them. 
They are 100% Quality, 
because only the _ finest 
crucible steel forged 
blades, perfectly hardened 
and tempered, and best 
linings and coverings are 
used 


When we say: “Ulster 
Knives are as good as 
knives can be made,” they 
prove it in service. 


No. 1001 is reduced 
size cut of our full open 
blade Standard Pruning 
Knife. Size 4% inches, 
heavy steel lining, forged 
steel highly tempered, 
finely ground and edged 
blade. Send for Catalog 
of Nursery Knives. 


Dwight Divine 
& Sons 

















Save 25% 


on 1881 Rogers or 
Oneida Community 
Twenty Year Par 
Plate Tuxedo Pat- 
tern Gray Finish. 
Contents 6 each Tea- 
spoons, Tablespoons, 
Knives, Forks. 

Our special price, 
without tray, bulk 
s 5.95. Lots of 
25 or more sets, 


If you want to increase 
your profits write for 
our 290 page catalog il- 
lustrating hundreds of 
bargains in clocks, cut- 
TUXEDO BUFFET SET lery, silverware, etc. 


Write now. Don’t delay. 
JOSEPH HAGN COMPANY 


Manufacturer es—Distributors—W holesale. 
Dept. HA, 223-225 West Madison St. 





Chicago, tllinois 














Ellenville New York No. 1001 
Knife Sharpener 
Beauty c= 
Utility 
Durability a 
Combined 
Retail $1.00 Write for 
» Jobbers’ 
An, SOO Discount 
THE PHILLIPS-LAFFITTE CO. Phila., Pa. 
SOLE DISTRIBUTORS Penna. Bldg. 
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Two Quick Selling “ANCHOR BRAND” lines. Anchor Brand 
Cutlery is old in the mastery of fine cutlery manufacture and young 
in the development of every improvement that is worth while. The 
two Anchor Brand lines shown above, No. 803 Cake Turner and No. 
9149 Bread Knife, well exemplify the progressive policy of this 
House. 

Order this and other quick selling Anchor Brand Cutlery from 
your Jobber. Prices, etc., direct. 

LAMSON & GOODNOW MFG. CO., 
Shelburne Falls, Mass., U. S. A. 
New York Office, 36 Warren Street. 











There’s a Mine 
of Information 


vitally-important facts, live mer- 
chandising ideas and sales-produc- 
ing methods in HARDWARE AGE 
each week. Make it a habit to read 
your business paper regularly and 


thoroughly. 
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The hand tally registered 1205 when we closed 
at 5.30. The peopie coming in through the rear 
door were not counted. This sale differed from 
the usual sales in this respect: the jam kept up 
for seven days, and a good-sized crowd con- 
tinued to come until we closed the doors of 
the old store Tuesday, Sept. 9. 

On opening our new store we had another 
Safety Razor Sale, and during the week we dis- 
posed of 2500 more. 

On Monday, Dec. 8, we sold in our Cutlery 
Department ten gross of Sterling Silver Cuff 
Links from 8 o’clock in the morning until 2 
o’clock in the afternoon. Ordered twenty more 
gross, which soon disappeared after their ar- 
rival. In another department we sold Pearl 
Necklaces and Gold Pencils that would make an 
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interesting story in itself. 
Very truly yours, 
J. C. WILLEMS, 
Walbridge & Co., 
Buffalo, N. Y. 

As it is estimated that most safety razors use 
about 20 or more blades per year, one can readily 
see the benefits Walbridge & Co. are bound to 
reap from their razor sales. 

The direct benefits of the aforementioned sales 
are apparent to all—the repeat business for 
blades will amount to a tidy sum. Aside from 
these things, what seems to me to offer much food 
for thought, lies in the reference to sales of 
shaving cream and stroppers as well as the state- 
ment that “many other items were moved out of 
all proportion to the accepted theory that in July 
you can’t sell much of anything.” 


Get Seiiecnabed tn Wises Job 


The Man Who Gets Anywhere in This World Is the Man Who Has an Interest in His Work 


ET interested in your job. 
(> If you do, you will succeed—if not, you will 
be stuck in a rut so deep that you can’t see 
over the sides. 

There isn’t anything new in this thought. There 
isn’t anything clever about it. There isn’t anything 
to it but cold, hard, good, old common sense. 

Suppose you are on a job—any job; it doesn’t 
matter what it is—and your only interest is in seeing 
how little you can do, how you can “beat the job,” 
as the saying is. 

And suppose you spent most of your time in trying 
to put through some scheme Of getting ahead without 
working, without plugging. 

And then we will suppose that you didn’t have 
even a bit of pride in holding up your end, in doing 
as much as you could in a day, in trying to make 
yourself a better workman, a better citizen, a better 
man. 

In other words, suppose you were just a “job 
beater” instead of a job holder. 

Do you think you would ever get anywhere worth 
while? Not on your life! 

Some day you will be an old man. If you have 
gone along without improving yourself, making your- 
self more necessary every day to the institution for 
which you work, without improving your station in 
life as a workman, why, you are going to end up a 
failure. 

There isn’t a man in any industry but who can im- 
prove himself if he sets out to do it. 

There isn’t a man, if he has a will to do it, but 
who can be interested in his job. 

There isn’t a man but who can make himself neces- 
sary to his department, to his foreman, to the insti- 
tution from which he is drawing his pay. 

This goes from the man who is doing common 
labor work right on up through the ranks. 

Take those sturdy, big Russian brothers who work 
on our own yard gang. Have you noticed how they 
have improved themselves? 

There was a time when all they did was to do 
the “bull work” about the place. When anything had 
to be moved or cleaned up they were the boys to do 
it. They still do that sort of work, but in the mean- 
time they have become interested in their jobs. They 


have learned to tackle anything that is asked of them 
from laying concrete walks and roadways to helping 
to install machinery. 

And they seem to like it. 

Those two Russian boys certainly had some ob- 
stacles to overcome. They had to learn English, they 
had to master American ways, they had to hump to 
it and make themselves necessary. 

They have done just these things—mainly because 
they have been interested in their work. 


THE MAN WHO CAME BACK 


It is not so very long ago that a young man called 
at the office of the writer of this article and asked 
for help. He wanted a job and wanted it badly. He 
was down and out. For four or five years he had 
squandered his time, his energies and his ability, 
simply because he would rather hang around a bar 
than work. 

He was told that he couldn’t be honestly recom- 
mended for a job in our-plant. 

He pleaded and he promised and finally he was 
given a chance. The whole situation was explained 
to a certain foreman in the plant. The foreman was 
told that the man had for years wasted his life and 
that he now wanted a chance to come back. The big- 
hearted foreman agreed to give him that chance. 

The other day, two months later, the writer of this 
tale went out in the works to see how the chap was 
getting along. 

“Why, that fellow is a peach,” said the foreman. 
“The only time he has lost since I took him on was 
the one afternoon he was sick.” 

“Is he making good, then?” was asked. 

“He has more than made good on every job I have 
put him up against. He is interested in his work.” 

There it was again. A fellow coming back from 
the depths, starting all over again, and more than 
making good simply because he was interested in 
his job. 

If he hadn’t been interested—well, he would have 
slumped back into the old rut. 

And what a bearcat he would have been if he had 
gone straight in the first place.—From the Carborun- 
dum Worker. 
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HERE’S THE 
GARBAGE PAIL 
THAT SELLS ... 


. Witt Corrugated. It’s guaranteed 
by the manufacturer to “‘stand the gaff’ 
and outlast 3 to 5 ordinary pails. Your 
customers will like that—tthen when you 
point out the other big features printed 
on the attractive guarantee tag, you'll sell 
them as only quality can sell—repeat- 


edly. 


Consider this—Witt Pails offer you a 
profit greater than anything in its line. 
Can you afford to overlook such a propo- 
sition ? 

Then ask your jobber about the guar- 
anteed Witt Yellow Labeled Line—to- 
day—or write: 

Department D 


The Witt Cornice Company 
Cincinnati, Ohio 


Manufacturers of 


WE Werrerirert 
CORRUGATED 
*CANS and PAILS: 


THE BRIGHTON PAIL— 

An active member of our fine medium weight line—many 
steps above the ordinary light pail in everything but price. 
Ideal for the special sale. Include it in your order. 
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Make Uncle Sam Your Partner 


(Continued from page 64) 


pans, your interest would be much keener, 
wouldn't it? 

However, don’t think for one moment 
that this announcement of dish pans for 
from 90c. to $2.25 did not do the store men- 
tioned any good. It did. But—it was gen- 
eral publicity, of no cumulative value. In 
one way it had a certain advertising value, 
which, however, was too general to be classi- 
fied as direct results through direct mail ad- 
vertising. 

False Economy 

It further illustrates the true and absolute 
false economy that is practised by so many 
merchants in using a generalized piece of 
advertising literature of a syndicated nature 
simply because it saves a few dollars in 
printing. 

Now, we have read every line in this Store 
News and it’s all alike, so far as compelling 
interest for immediate action is concerned. 
Range of prices—that’s all. Otherwise it is 
a splendid Store News, but it simply missed 
its mark for direct results because it isn’t the 
kind of advertising that produces direct 
results. 

Did you ever stop to think of how little 
the range of prices means to the average in- 
dividual? Can you recall a single instance 
when you were influenced to buy through 
reading the range of prices which seems to 
be the end? It really does seem that when 
a merchant starts giving the price range 
that he is at the end of the rope—that he has 
nothing else to say about his merchandise, so 
he gives ‘the range of prices and lets it go at 
that. Why acknowledge our weakness to 
our customers? Why confess to them that 
we know of nothing to say about our mer- 
chandise, so we will just give them the range 
of prices and let them figure it out for them- 
selves. Why not tell them all about one arti- 
cle at one price and then say that we have 
others at a higher price for those who want 
to pay more! 

Avoid Price Range 


So let us keep away from the price range. 
Let us be more specific. Let us learn to dis- 
tinguish the difference between direct ad- 
vertising and direct selling through advertis- 
ing, be it direct or otherwise. Let us not 
generalize in our advertising and expect to 
get direct results. Let us consider the cost 
of advertising from the results obtained 
rather than cutting down on the initial cost 
at the sacrifice of results. 
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By the way, what have you done about 


your mailing list? Have you got your list 
in tip-top shape and all set for business? (good tools 


Why not review our first articles of this 


series, which dealt minutely with compiling 
a good mailing list? Watch for the next (Good work 


article. 


Main Street Merchandising Good will 
Methods 


(Continued from page 66) 


tops of cases with the view to contributing 
toward total sales and store prestige will 
simplify the question for some. Observa- 
tion of the methods of many of the leading 
retail merchandisers show that when and 
where they use tops of cases for display 
purposes they seldom have more than two 
items on a case, having an unobstructed view 
of the case contents. The articles they dis- 
play are either “Daily Use Merchandise’ — 
the display serving as a reminder—well 
known goods, advertised by the store or 
goods that are being widely advertised; the 
display telling customers that the store has 
the goods they are reading about. Special 
sales items, not necessarily at low prices, 
often being sets or combinations such as 
household knives, assortment of shears and 
scissors and similar articles that are grouped 
and offered at regular prices for any one of —_ 
the articles, with a price eons A to the NE leads as ped other 

purchaser of the set. every time. Sell a ma- 








The unusual or unique, something that chinist a Starrett Tool—a tool 
people ordinarily don’t see every day, some- that’s always accurate, always 
times articles not for sale—just one of the dependable, always convenient 
many Main Street Methods of attracting —and you’ve made an invest- 
attention and building store prestige. ment in good will that pays a 





dividend every time that man 
uses that tool. 


And there’s another side to it 
—when you sell an apprentice, 


Modern Store Fixtures Help 
Sales 


(Continued from page 62) 
salesman could persuade him to buy. 








hive fact that the ray room itself was some- a machinist or any mechanic a 
what narrow precluded any attempt to dispila ’ 
such items as Siieneese ae sala on caine Starrett Tool you ve helped to 
in the center of the room as is sometimes recom- | put or keep that man on the 
mended, but this matter was easily overcome | road to better work. 
by placing these he on low deep shelving | 
along the sides of the room where they are “4” 
readily an to both generac and aie. iri for Catalog Ne. 33° A. 

The success of any retail store and particu- 
larly a hardware store depends greatly on | THE L. 8. STARRETT CO. 
proper range of stock, proper display and ade- | World’s Greatest Toolmakers 
quate “turnover” which in common everyday | Manufacturers of Hacksaws Unexcelled 
language means sales. When the merchant is | Steel Tapes—Standard for Accuracy 
already selling to his share or more of the pos- ATHOL. MASS. 
sible customers in his territory the problem ' 
simmers down to a proposition of selling more 7746 
goods to the same customers. ~ 
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MASO 
vic. \ CITY 


of ——| IOWA 








TAN Are 
, : 142 Railroad Points. 
% ©: * hao 1,000,000 People. 
é 2,504 Retail Dealers. 
(1,904 reached by twenty-four hour freight service. ) 


In Mason City Are--- 
24,100 intelligent people. 
45 wholesale houses. 264 retail dealers. 
3 banks with a clearing of $50,000,000.00. 
3 trust companies. 
Headquarters of 3 large insurance companies. 
6 railroads, with 11 radiating lines operating in 
and out of Mason City. 
Hundreds of inducements for distributors and 
progressive manufacturers. 


The Heart of Northern Iowa’s and Southern 
Minnesota’s Trade Territory 

From the little town of 4,007 people in 1890 to 
the present city with a population of 24,100, Mason 
City, Iowa, has grown faster than any other city 
in the Mississippi Valley. Because Mason City is 
ideally located to serve this prosperous territory 
is the reason for its rapid growth. 

Today Mason City leads the country in the 
production of drain tile and hollow building tile, 
producing 35% of the output of the state, or enough 
drain tile to reach from New York to Shanghai. 

Mason City has two Portland Cement mills, 
producing 12,000 barrels daily. 

Mason City has the largest Beet Sugar factory 
in Iowa, erected at a cost of $1,800,000.00. 

Mason City has one of the largest independent 
packing plants in the country. 

Mason City has the second largest creamery, in 
point of production, in Iowa. 

There are 25 churches, 18 modern school build- 
ings, 4 modern hotels, Masonic and other fraternal 
buildings in Mason City. 

Forty-five wholesale houses do an annual busi- 
ness of more than $10,000,000.00. 


Mason City is continuing to grow rapidly and becoming 
more and more an ideal point from 
which to reach that part of Minnesota 
and Iowa that forms one of the richest 

territories in the middle west. 


Che Write for more detailed information. 


CHAMBER of COMMERCE 
















HARDWARE AGE 


' 


























W holesaler’s Role in Reducing 
Distribution Costs 


(Continued from page 61) 


there are too many wholesalers working the 
same territory. Many retailers believe that 
they are helping themselves by maintaining 
strong competition among these wholesalers. 
It is not uncommon to find retailers whose 
total purchases might be profitably divided be- 
tween not more than two wholesalers, buying 
from three, four, five, or even more whole- 
salers. This practice forces the wholesalers to 
handle too large a proportion of small orders, 
which, of course, increases their expense as 
well as the selling price of the articles in- 
volved. 

Some of the unwise practices which have 
crept into the wholesaler’s business were clear- 
ly brought out in an article which appeared in 
Printers’ Ink Monthly of February, 1924: 
“Wholesalers — Manufacturers’ Representa- 
tives or Order Takers?” It would be well 
worth while for every manufacturer who de- 
sires to maintain his factory brand, and for 
every wholesaler to read that article. The au- 
thor pointed out the disadvantages which re- 
sult from manufacturers trying to have goods 
represented in every wholesaler’s stock, as 
against the advantages of maintaining ex- 
clusive representation in fewer stocks, advan- 
tageously distributed over the country. 

Many of the more important manufacturers 
of automotive supplies have seen the wisdom 
of this policy; and they are now placing their 
lines with fewer wholesalers, selecting those 
who can give broad distribution, but whose 
trade territories will overlap as little as pos- 
sible. 


Fewer Dealers—Less Expense 


Recently I talked with a manufacturer who 
has adopted this method of selecting his dis- 
tributors. He told me that two years ago he 
had the names of more than 2,000 customers 
on his books. During 1923 he reduced the 
number to 750. He was so well satisfied with 
the results that on still closer analysis he found 
that 450 distributors could take care of all the 
trade in his line, and enable him to handle his 
sales at a lower cost; also, that by reason of 
the increased volume now received by his dis- 
tributors, they could sell at a slightly lower 
price and still make a satisfactory net profit. 
Many manufacturers of automotive supplies 
have had similar experiences. And some 
manufacturers in other lines have adopted the 
plan of having fewer but exclusive distribu- 
tors. 

Another advantage of closer cooperation be- 
tween the manufacturer and his selected dis- 
tributors, is that the advertising of these 
manufacturers is usually of national scope, 
which enables the wholesalers and retailers all 
over the country to coordinate their adver- 
tising with that of the manufacturer, particu- 
larly with the advertising of the live manufac- 
turer who liberally provides, in his advertising 
appropriation, for planned dealer-helps and 
local newspaper advertising tie-ups. This 
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last means more than free electros that “hog”’ 
the dealers message. 

Closer cooperation between manufacturers, 
wholesalers and retailers keeps the distribut- 
ing chain lubricated; it enables merchants to 
do a larger volume of business on smaller 
stocks at lower expense, thus serving the con- 
sumer more satisfactorily and at lower cost. 
This is especially true in important lines in 
which there are frequent changes in styles. A 
further advantage results to the manufacturer 
when the dealer buys through the wholesaler, 
in that the dealer can maintain his assort- 
ments better and in that way keep the manu- 
facturer’s newest goods on display. 

Also, depreciation is reduced materially, 
since neither manufacturer, wholesaler nor re- 
tailer is required to carry so large a stock as is 
necessary when the goods have to be shipped 
much greater distances to the retailers. Whole- 
salers can introduce new items of a branded 
family more economically than the manufac- 
turer can, because it costs verv little more for 
a wholesaler’s salesman to show new items 
when he is visiting a dealer to get orders for 
his regular lines, and still further benefit the 
dealer by being able to ship small introductory 
orders economically. 

The wholesaler and his salesmen are the 
“watch dog’ for the dealer, as many manufac- 
turers are not organized to give satisfactory 
service to dealers in the settlement of little 
complaints. When manufacturers, whole- 
salers and retailers realize their full responsi- 
bility to do everything possible to bring the 
products of the factories to the ultimate con- 
sumer at the lowest possible cost; and take 
steps to eliminate unnecessary expense and 
waste as much as is possible in the chain of dis- 
tribution, only then will they be entitled to the 
recognition and the reward they claim as their 
just dues. 


*Reprinted from Printers’ Ink. 





As Mr. Bales Views the Peddler 


(Continued from page 5d) 


that there are cheaper methods of distribu- 
tion than from manufacturer to Jobber to 
retailer to consumer. I now have in my 
possession a statement issued at the close of 
business on December 31, 1923 by a retailer 
owned wholesale hardware company doing 
business in the Northwest, showing a net 
gain of $1,607,486.96 in the first ten years 
of operation, on an original investment that 
apparently does not average more than 
$100,000, or an average return of more than 
160% annually on the investment. This 
money represents the net profit the jobber 
makes and the expense of traveling sales- 
men. Members of this organization have 
assured me that the service is just as satis- 
factory, the goods of the same quality, 
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Satisfaction Guaranteed 





Modern Methods 
Have Made These 


Products Leaders 


se to your customers that 
quality, service and economy 
they are demanding more and 
more from building and allied 
products; give to your business 
that stimulus which will assure 
you better profits — Certain-teed. 


Certain-teed products are the re- 
sults of most careful, scientific 
manufacture. The different grades 
in each line are truthfully labelled 
according to quality, so that your 
customers know just what value 
they are receiving. Each grade, 
too, represents the best that can 
be made. 


These productsare building profits 
for dealers throughout the coun- 
try. Near-by jobbers, carrying 
complete stocks, give quick and 
convenient service. For this 
reason, Certain-teed dealers are 
able to handle small stocks, get 
faster turnover and more business, 
with small initial investments. 


Sold wherever good building and 
allied products are required. 


PAINTS AND VARNISHES 

LINOLEUM AND FLOORTEX (Felt-base) 
ROOFING AND SHINGLES 

PLASTER AND GYPSUM BLOCKS 


Corlain-leed 
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ANKS that know the hardware business from a 
hardware man’s point of view are not many in the 
United States. 


The Mechanics & Metals National Bank of the City of 
New York is particularly fortunate in that its official 
staff numbers those who have had actual experience in 
the hardware business. 


This experience is at your service. Write us about 
your banking problems; call on us when in New York 
and permit us to show you what a combination of know- 
how and ample resources can accomplish. 


THE 
MECHANICS & METALS 


NATIONAL BANK 


OF THE CITY OF NEW YORK 


Capital, Surplus and Profits, $26,500,000 























“Best Advertising Investment We Ever Made’”’ 
—Eli T. Reynolds and Son, Rising Sun, Md. 











INCREASE YOUR DAILY SALES 
WITH UP-TO-DATE SIGNS 


WITHOUT PREVIOUS EXPERIENCE you or 
your youngest clerk can brush up an attractive 
showcard, price ticket, or streamer in one or more 
colors that will look like the work of an experienced 
artist. Good-looking signs made on the 


Showcarder 


dignify your store and sell your goods! Nothing to 
puzzle over. Simple directions tell just what to do. 
Full equipment with each outfit. 


INCREASE SALES BY GIVING A VOICE TO ITEMS 
IN YOUR STOCK 


A few extra daily sales will make a world of difference 
in your bank account! 


Write for illustrated folder and price on Special Hardware Outft. 


SHOWCARDER, Inc. 
2332 University Ave. ST. PAUL, MINN. 
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and the connection altogether agreeable. 

“To ask the jobber to do away with their 
traveling salesmen would be like asking 
England to destroy her navy and disband 
her army in the hope that the other nations 
would follow her good example. They will 
not do it. The average retail merchant is 
perhaps paying in the neighborhood of $50 
per week for the privilege of buying from 
traveling salesmen, when in fact the jobber 
could supply him with the same kind of a 
catalog and the same information as he gives 
his traveling salesman, at an expense not ex- 
ceeding fifty cents per week. With this in- 
formation at hand the retail merchant can 
keep up his catalog and make up his own 
order in less time than he spends with 
salesmen. 

“TI traveled for several years for one of 
the biggest wholesale hardware houses in 
the country, and at that time was impressed 
with the lack of foresight, expressed in one 
of our salesmanager’s trite sayings which 
ran, ‘Any man can sell a merchant the 
goods he wants, but it takes a salesman to 
sell him goods he does not want.’ ‘Trace this 
idea to its final analysis and you will dis- 
cover one of the principal reasons why the 
Peddler, the mail-order house and the re- 
tailer-owned jobbing house have come to 
stay. I believe a wide open discussion 
through the columns of our trade journals, 
in which the jobber and manufacturer and 
the retailer will all be allowed to present 
their side of the argument would eventually 
bring about very great improvements in our 
methods. ‘That it would convince the retail 
merchant that he should not carry any more 
merchandise in stock than he has the money 
to pay for without owing a dollar to the 
banker, the jobber or anyone else. It would 
convince the jobber that he can no longer 
hope to pass on to the retailer an unneces- 
sary overhead expense without it reacting 
to the detriment of his own business. It 
would show the manufacturer that getting 
his products to the consumer with the small- 
est possible handling expense would work 
to his own advantage. 

“If each hardware jobber could be in- 
duced, as an experiment, to furnish cata- 
logs to a few of their discounting customers 
and allow them credit for making up their 
own orders, by refunding an amount equal 
to the expense of having their salesmen take 
the orders, I believe the results would be a 
surprise to all concerned.” 

(Signed ) J. W. BALEs, 
Billings, Mont. 
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About Cons pirators HOUSECLEANING SALE 
SPECIAL $1.00 LEADER 


SIX, FOR ON 


LKY 


HOUSEHOLD BRUSH SET 


Ask the Clerk 


e a 


(Continued from page 71) 


us by the Federal Trade Commission and then bring 
a suit for civil damages against us. In other words, 
he was using the Federal Trade Commission in a 
little personal financial speculation of his own! They 
fell for it and it cost me personally about $1,500 and 
gave me a good deal of disagreeable advertising. 
Therefore, consequently and to wit: I feel that the 
majority of the Federal Trade Commission should be 
congratulated on their new rules and regulations and, 
as stated above, we will look forward with special in- 
terest to the dissenting report by Commissioners Nu- 
gent and Thompson. In the meantime, we have called 
upon some of the investigators of the Anti-Saloon 
League to look up the records of Messrs. Nugent and 
Thompson. We, as well as the Anti-Saloon League, 
have a card system of our own. oe 
Incidentally, when the pleasant gentleman calls at “ape 
your office and asks the privilege of looking over the 
copies of some of your correspondence, just remember 
















Set Consists of 





= planer’ 
“1 ¢ 


that in one case in northern New York recently such Following 
a pleasant gentleman called, was entertained nicely, Brushes 
and the next day four or five other gentlemen joined Pine — 
him. They all went through the files of this manu- lothes 
facturing institution like a dose of salts. They took Bottle 

at 





out 600 letters, carried them away and later this con- ee 





cern, one of the leading manufacturing houses in . carton . 
the hardware line, received their nice little complaint. for 100 o—. =. Pg vail Ld —— 
They were charged with consmracy. Now, it is a of customers for us. It’s a volume seller. 
legal question as to whether they have a right to go Ask your Hardware Jobber 
through the files of any concern. I think it has since JEAN CARO PRODUCTS CO. 





been decided they haven’t. We would suggest, at 
least, if you have any such callers, that you ask for 
their credentials and refer the matter to your lawyer 




















before giving them carte blanche to go through your S) XK 
private files. QUALITY TOP 
As a matter of fact, when I think of the long list Ri eae 
of our leading houses who have been cited and com- ° 
plained against and then dropped, it is really an honor S pecial J f ar d ware 
to be a member of the Federal Trade Commission 
Complaint Club. I do think, on mature considera- FOR MOTORISTS 
tion, that they use unusual discrimination in picking You carry special hardware for carpenters 
out the very best concerns in the country to investi- and builders; why not, for motorists? 
gate. Car owners take their 


machines seriously these 
days, and make a lot of 
repairs and replacements 
themselves. With a set 
of Auveco 9 Handy 
Trim’ Supplies on your 


Weilbacher’s Plan for Boosting _ Supplies on you 
counter, you can pick up this business 


Tire Sales without a penny extra overhead. 
(Continued from page 58) Supplies—Not Accessories 


of the hardware department. We note with in- Hit'em Nails, Nattitrim and the other 
terest that Urban Schmidt, the man who signs seven are distinctly repair and re- 
the sales letter, signs himself as “The Tire Man Placement supplies—not “ee aon 
at Weilbacher’s.” Such a letter gives the pros- bi gy Frey 
pect a human tie with the tire department; it and you don’t have to 
gives him the realization that some one man in sell them. The attrac- 
the store is competent to serve his special needs tive displays do that. 

on tires. Such a plan could be used at your store Your Jobber Has Them 

in- tire letters and in letters for other lines. It Order a Set of 9 Today! 


would not necessitate the particular man being a ; 
tire specialist only; in fact, he could handle a The Auto-Vehicle Parts Co. 


group of associated lines. 3319 Colerain Ave. 
Manufacturers Cincinnati, O. 
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Store Management 


(Continued from page 97) 


tion between the two. It is not the amount 
of capital which you have in your business 
that counts so much but the frequency with 
which you turn your capital, which reflects 
profit providing you have a proper mark up 
on your goods. 

Your expense account is a true index of your 
business management. You should watch it 
closely and strive in every way to hold your 
overhead down, in proportion to your volume 
of business. 


Profit 


Profit is that part of the sale price over and 
above the cost of the goods and all overhead 
expense added. Many of us are prone to over- 
look the profit part and a large part of the 
overhead, and then at the end of the year we 
wonder how it is that, having sold many thou- 
sands of dollars worth of goods, and believing 
that we have had a mark up average of 331/3 
per cent, we find our margin only 18 per cent 
and our cost of doing business 211% per cent. 
That’s the trouble. Too eager to make sales, 
and not giving enough attention to the per- 
centage part of it. 

Budget 


I am a strong believer in a budget system 
covering expense items. A certain amount 
should be set aside for advertising, and the 
full amount used in the best advantage pos- 
sible. Great benefits are obtained from proper 
advertising, and an absolute waste of money 
from improper advertising. Our largest suc- 
cessful business men believe in advertising. If 
it is good for the large business, it should be 
good for the small business. Moreover your 
local papers should have your support in this, 
as they assist in helping to build up your 
community which makes for your success. 


Clerks 


Take your clerks into your confidence. Have 
at least one meeting each month, in the eve- 
ning, if possible, and have them all attend, so 
that you can go over each department of your 
business. Don’t try to impress all of your own 
ideas. Give away to them, on different points, 
it will have a tendency to stimulate their in- 
terest, and secure for you their partnership 
and loyalty in the business. As soon as you 
find an employee that is disloyal, remove him 
for the benefit of the service and for the stim- 
ulation of those remaining. 

Pay your clerks a living wage. Don’t have 
them work for less than they need to keep up 
their position in society. Under pay has ruined 
the life of many an honest man. 


Office Work 


Proper records should be kept, especially 
if a credit business in any form is contemplat- 
ed. I believe it is just as essential to know 
what is owed to you, as it is to know what you 
owe your jobber. If these two items are ever 
in your mind, you will be careful of your credits 


and you will ascertain from all new accounts 
their ability to pay before the purchase is made 
or before the account becomes too large. The 
same is true that if you know what you owe, 
you will not overbuy. And be careful with 
your obligations and either discount your bills 
or meet the obligations at maturity. 

Be your own credit man. Don’t expect re- 
sults if you have the other fellow do the things 
that you should do yourself. 

And remember this: Everybody’s new cus- 
tomer was somebody’s old customer. Every 
prospect belongs to the other fellow until you 
have him closed. It is wrong to feel that be- 
cause a man did business with you last year, 
that you merit his business always. Keep in 
mind that others are desirous of his business 
and are liable to use every means to obtain it. 

Friendly mixing with your trade, not over- 
looking proper recognition of the women and 
children that come into your store will go far 
toward making your business a success. It 
will pay vou to make your store attractive to 
women, who do most of the buying in nearly 
every community. And don’t overlook the boys 
and the girls of today, who will be the men and 
women of tomorrow. 

Personal calls on your country customers, 
showing an interest in their work and their 
welfare, will cement the ties and help hold 
their custom. A mailing list of all customers 
whether they trade with you or not is a won- 
derful help. If your customer is a friend of 
vours, he will be pleased to read every pam- 
phlet that you send him, and will pass the good 
word on to the others. A personal letter to 
your good customers once in a while promotes 
confidence in you and should be done more than 
it is. 

Honesty in all of your dealings is essen- 
tial. ‘Inspire your clerks with honest enthusi- 
asm. Buy only reliable goods. Have your 
clerks understand your policy of honesty, re- 
liability and knowledge of the goods handled, 
and success is assured. 


Your Banker 


Many merchants do not seek a close coop- 
eration with their banker, which is a mis- 
take. Your banker should be your closest 
business associate. He has money to lend the 
same as you have goods to sell. His only mar- 
gin of profit is the interest on his loans, and 
his success is the development of the com- 
munity of which he is the substantial founda- 
tion. Do not hesitate to call on him if you need 
money to discount your bills, or to purchase 
needed goods in season when the price justi- 


fies. Be frank and honest with him and mu- 


tual benefits will follow. 

Do not tie yourself down to systems and 
details so that you are unable to give the busi- 
ness your personal supervision and attention. 
And don’t spend your time worrying about 
business conditions. 
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The new IWarren 
Economical Fixture 
Catalog tells you 
how to “Speed up 
Selling.” Send for 
it today. 


WARREN SECTIONAL —v FIXTURES 
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Seiad Up Your Selling—at I has Cost. 


Homely, inefficient, badly arranged store fixtures are a handicap to any store. They slow 
up sales, class your store as backward, and cost you money every day in lost sales. 


WARREN SECTIONAL HARDWARE STORE FIXTURES 


Warren Fixtures develop a new prestige for your store. It organizes your business for 
leadership—promotes merchandising etficiency, secures added sales without increased 


overhead. 

Proof! In every state in the country—from Maine to California-~Canada to the Gulf; 
undoubtedly there are Warren Fixtures right in your town or close by, and every installa- 
tion is a testimonial of efficiency and profits. 


The new Warren Catalog, a practical text book of better I*ixtures, and better storekeeping, tells you of numerous 
installations paying increased profits to owners. If you are planning store changes, send for it today—Now! 


4 D. WARREN MFG. COMPANY 159 No. State Street, Chicago, Il. 
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“AN INVESTMENT IN GOOD MERCHANDISING METHODS” 
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Draws Trade from 


Blocks Away 


Make your store pay a greater profit. 
Attract and draw trade from near and 
far. 


Flexlume’s bold, snow-white raised 
letters of glass by day and brilliant 
solid letters of light by night: compel 
favorable attention, day and night. 


Flexlume signs are producing re- 
sults for other hardware dealers. 
Write for photo-prints and informa- 
tion as to how your own needs can be 
economically and profitably satisfied. 


FLEXLUME CORPORATION 
1230 Military Road Buffalo, N. Y. 













Ce . 
saneteess i ° 


Phone: ‘“Flexlume”’—All Principal Cities 


Offices also at Detroit, Los Angeles, Oakland, Calif.. and 
Toronts, Ont. 
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Improved White Mountain 
Freezer 


The White Mountain Freezer Co., 
Nashua, N. H., has so thoroughly re- 
constructed its well-known product that 
virtually there is a new design. 

There is every reason to believe that 
dealers and housewives will be quick 
to recognize the improvements which 
speak for easier operation, increased 
speed in freezing and greater economy. 

The triple motion beater in an im- 
proved form remains the principal fea- 
ture, while the can, said to be made of 
copper steel, charcoal tin plate, is taller 
and therefore provides a greater freez- 
ing surface, turns by means of a lug 
on the inner top surface connecting 
with a corresponding lug on the inside 
of can lid. The bottom of the inner 





mixer with floats fits over the dasher 
support in the bottom and revolves with 
the can, the cup-shaped bearing at the 
top of the mixer turning on a pivot. 
The outer mixer revolves on the dasher 
support in an opposite direction be- 
tween the inner mixer and the can, 
scrapes the can thoroughly with its 
wooden scrapers, moving the cooled 
cream inward until it is met by the 
inner mixer, which imparts a horizon- 
tal reverse and upward motion due to 
the formation of its floats. This pro- 
vides a definite path of circulation, 
which is said to insure even, thorough 
and efficient freezing of the cream, to- 
gether with proper mixing and beating 
of the entire cream contents. Both 
beaters are of malleable iron construc- 
tion and practically non-breakable. 

The top frame has been simplified 
and carries only the hub gear and 
crankshaft pinion. It is claimed these 
gears are high-grade castings from 
patterns having accurate machine-cut 
teeth, which supply a greater strength 
to resist injury from binding with ice 
or salt. 

The bottom of the can is of heavy tin 
plate, sufficiently rigid to eliminate the 
necessity of any supporting bearing. 
The form of center construction pre- 
vents the can bottom from becoming 
clogged with any deposits which are 
troublesome and unsanitary. The new 
style of cans can be easily and thor- 
oughly cleansed. 


—_—_ 


Perfection Heaters Improved 


Dealers and consumers alike will be 
interested in the reconstruction and 
renumbering of the well-known No. 30 
Perfection and No. 20 Puritan Oil Cook 
Stoves, put out by the Cleveland Metal 
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Products Company, Cleveland. 

The new numbers are 70 Perfection 
and 40 Puritan. These familiar models 
will keep unchanged the long blue chim- 
ney burners and the inner combustion 
tube guaranteed for the life of the No. 
20 Puritan, known as the “Better Short 
Chimney Oil Stove,” which are said to 
have given satisfaction to thousands 
of users and dealers. 

The real change is in the design of 
the frame, which is said to be more at- 
tractive, with its clean-cut lines and 
straight legs, as well as durable, and to 
provide new comforts and conveniences. 


} 





House users will welcome the higher, 
roomier cooking top with square grates, 
which promises greater speed by per- 


mitting a greater volume of heat to 


reach the utensils and the reversible 
glass oil reservoir, constructed with a 
wire bale so that the hands need never 
touch the bottle. The base shelf acts 
as a support to the stove and also a 
convenient place for pots and pans. 
The chimneys of No. 70 are “Cobalt 
Blue,” while those of No. 40 are two 
toned, Porcelain Enameled White and 
Brown, said to be permanent, lustrous 
and not to chip, craze nor to readily 
show stain. Both models are now avail- 
able and immediate shipment can be 
made. The old models will be obtainable 
until further notice. 

Another new stove is Model 11, in- 
tended for dairy and camp purposes. 
This stands solidly on a circular base. 


—§ 





A windshield placed around both burn- 
er and chimney prevents draft from af- 
fecting the flame, and also forms the 
body of the stove. The burner is the 
well-known Perfection, with the chim- 
ney finished in cobalt blue. A bale is 
provided for ease in carrying. The 
chimney is held by three guards, and a 
glass top filler cap keeps the oil level in 
constant sight. This model is said to 
be strongly built to withstand any 
rough handling that is occasioned by 
such use. The stove weighs 8 lb. and is 
11% in. in diameter. 
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Screen Door Latch Eliminates 
Slamming 


The improved screen door latch, be- 
ing offered the dealers by the National 
Brass Co., Grand Rapids, Mich., will be 
hailed with delight, for the constant 
swinging and slamming of screen doors 
have caused trouble with ordinary 
bolts and latches which are thrown 
out of alignment and a source of an- 
noyance to the users. 

This latch is said to be practically 
indestructible; to save labor and cost 
of installation; to be quickly adjusted; 
tubular in design and attractive in ap- 
pearance as all exposed parts are solid 
brass, while it responds to a quarter 





turn of the handle. Only three work- 
ing parts are assembled in seamless 
brass case. 

Strength and durability is claimed 
for the spindle, threaded so knobs can 
be correctly adjusted and_ securely 
fastened with a set screw, while the 
round bolt insures freedom of action 
and the special tempered steel wire 
spring, coiled with proper _ tension, 
gives strength and resilience for quick 
action. 

The Dexter screen door latch is 
furnished with knobs and has a posi- 
tion locking device which suggests 
them for French doors as well. 





Swatter Protects Home 
Against Unsanitary Fly 


The new improved Drake Rubber Fly 
Swatter made by A. W. Drake Mfg. 
Co., Hazelton, Pa., is said to be harm- 
less to the finest varnished surfaces, 
delicate fabrics and other furnishings 
which must not be marred or soiled. 
It is of flexible rubber, sanitary, 
quickly cleaned by washing and can be 
sterilized. The handle is extra long. 
Total length of swatter 22 in. 

Packed in one-gross corrugated fiber 
shipping cases, 7144 x 9% x 22% in., 
containing 6 cartons of 24 swatters 
each. Printed high class folders for 
dealer advertising are included. 





The New Philadelphia Hardware Co. 
is the name of a new company that has 
opened a hardware store in New Phila- 
delphia, Ohio. 
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The Foundation is Right 


In his inaugural address President Coolidge 
said: “If we wish to erect new structures, we must 
have a definite knowledge of the old foundations.” 


Hardware dealers who are planning new 
wrench business know that Coes Quality is the 
right foundation—it has stood the test for more 
than 80 years. It makes new customers and ever- 
lastingly holds the o/d ones. 


Your Jobber will supply you. 


COES WRENCH COMPANY 


“In business since 1841” 





Worcester Mass. 
J. C. McCarty & Co. ........ 29 Murray Street, New York 
Selling Agents John H. Graham & Co....113 Chambers Street, New York 
Fenwick Freres.......... 8 Rue de Rocroy, Paris, France 
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Everyone who uses belts for trans- 
mitting power will prove a ready purchaser of 


DIXON’S SOLID BELT DRESSING 


A sure cure for slipping belts. It contains no harmful ingredients, does not deteriorate and is recom- 


mended for all kinds of belting. 
Dixon’s Solid Belt Dressing is put up in handy convenient bars and may be applied to belts without the 


necessity of stopping the machinery. 
Write for Dealers’ Frices and Booklet No. 40-O 


JOSEPH DIXON CRUCIBLE CO. 


Jersey City New Jersey 
Established 1827 
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About “‘ Tests” 


If a hollow screw fails in the 
service test, all is not lost. Some 
trick test may yet sell you some. 


It’s sometimes done with an 
honest test block: Man inserts 
a hollow (broached) screw; sets 
it tight without breaking. He 
then screws in an © Allen’ — 
sure! and breaks it. Only, it 
wasn t an Allen screw. 


Before you buy by the desk test, 
look into the screws. Look for 
the corner triangles in the 
socket-holes The ““Allens’’ 
should be authentic! 


Have you a little test block of 
your own? Well gladly sup- 
ply one, with some genuine 
ALLENS for your comparisons. 


THE ALLEN MFc. Co. 


139 Sheldon Street, Hartford, Conn. 
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All equipped with 
Grady Wedges — 
easy to keep heads 
always tight 


For 
Camping 
and 

Tourist Trade 


Spring and summer business 
is just around the corner. Now 
is the time to stock up on the camp 
and tourist axes and hatchets sure 

to be in greater demand than ever be- 
fore. CRECOITE is that wonderful 
new tool metal, perfected after thirty 
years of steel making experience. The 
two numbers illustrated here typify our 
complete line of boys’ and men’s axes, 
hammers and hatchets. YOU can sell 
all of ‘em! Liberal dealer discounts. 
Ask your jobber or write to us for sam- 
ples and Catalog H. 


No. 97 
Tourist 
Axe 


MARION TOOL WORKS, Inc. 


Subsidiary of Chicago Railway Equipment Co. 
Marion, Indiana, U. S. A. 








CRECOITE 


Pronounced CRE-CO-ITE 
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They all want 
the vise with 
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these advantages 


1 


Easily replaceable. 


2 





¥ firmly set in the shaft. 
set screw. 


z 





.002” tolerance. 


4 


Detachable steel jaw faces, 
accurately faced and tempered. 


Castellated collar with prongs 
No 


py Sliding arm machined sepa- 
rately on all four sides to 


Press-forged head, an integral 


part of the screw shaft. 


5 


Ball ends are _ forged 


These five Prentiss construction advan- 
tages speak for themselves to men who 
buy vises. Coupled with the long stand- 
ing Prentiss reputation for quality of 
materials and workmanship, they make 
vise turnover easy and rapid. It pays 
to push Prentiss Vises. 


PRENTISS VISE CO. 
106-110 Lafayette St. New York City 





integral part of the lever. 


an 
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PORTER’S BOLT 
CLIPPER DISPLAY 


The background is a brilliant yellow—the 
lettering is in black and red and the dis- 
play holds securely four of the popular 
PORTER BOLT CLIPPER models. The 
display measures 164% x 22% inches and 
the substantial easel back supports it on 
counter, on case or in window. 


Many dealers are attaching the display to 
a conspicuous place on the store wall. 
Wherever displayed, it will get attention 
and call attention to PORTER BOLT 
CLIPPERS with very satisfactory results 


in sales. 


PORTER BOLT CLIPPERS are 
almost universal use and are bought by the 
mechanic, the repair man, the farmer, the 
automobilist and the home-owner. 


tools of 


They are time-savers, labor-savers and 


money-savers. 


Order from your jobber or write to 
us for catalog of complete line 


H. K. PORTER, Inc., Everett, Mass. 
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NONE BETTER. 


No. 200-S Brace 







%, 
and a Speedy Seller! 


This brace, designed primarily for a rim 
wrench, with any NONE BETTER Socket 
Set, will be found handy in a multiplicity 
of uses. Made of high grade steel, fitted 
with rotating steel grip, which, being accu- 
rately machined, makes for ease of opera- 
tion. Socket, for connect- 
ing to L type handles, is 
also accurately machined 
and properly tempered, en- 
suring a perfect and per- 
manent fit. 


No. 3—Six accurately machined 
and properly tempered sockets, L 
type %” hex steel handle in 
handy, hinged, steel 
box. 


enameled 


No. 5-—A husky drop forged and 
accurately machined ratchet. Small 
head; reversible adapter; four 
points of contact. A valuable ad- 
dition to any NONE BETTER 


socket set. 


No. 30—A popular combination 
of the No. 3 set and a 200-S Speed 


Brace. Individual boxes. 


No. 20]—Similar to the No. 3 
set, but more complete; eight 
sockets, screw driver socket, L 
type handle. 


Sold through Jobbers only 


Write for complete catalog on this 
profitable line. 


No. 201 


The New Britain Machine Company 
198 Chestnut Street 
New Britain Connecticut 
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SELLING YOU 
AN IDEA 


—not mere goods 


There was a big market for Electricity 
—once it was discovered and used. 
Automobiles have proved to be more 
practical than was originally supposed 
by those who prophested—“People 
won’t buy ’em.”’ Hundreds of other 
examples prove that just because a 
thing hasn’t been done is no sign it 
can't be done. 


There is a market for sandpaper you've never 
thought about. It’s bigger than the market 
you now cultivate—many times bigger. To 
every painter or carpenter in your town there 
are hundreds of possible sandpaper buyers. 
You’re selling to the painters and carpenters 
only. Why not jump into the bigger field? 
The man who buys paint or a screwdriver or 
a plane or a dime’s worth of wood screws is 
going to do work that also requires sandpaper. 
He will take along a ten-cent package of sand- 
paper if you suggest it to him. In the course 
of a year this represents a lot of extra money. 


It’s Cash Business—No Slack Seasons 







Package sandpaper 
for the BIG volume 
of little buyers. 


Sheet Sandpaper for 
the trades. 





Minnesota Mining & Mfg. Co. 
Producers of 3-M Brand Abrasives 


799 Forest Street St. Paul, Minn. 
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Approved! 
by the keenest buying 


brains in the country 


Through unity of effort, 
large scale production, the 
elimination of waste by the 
use of efficient machines, 
the hearty cooperation of 
satisfied employees and 
specialization, the Tubular 
Rivet and Stud Company 
has for 50 years manufac- 
tured rivets that are the 
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‘The Expansion Shield 
You Hammer Home! 


The Dryvin Saves 50 Per Cent of 
Your Installation Cost 





RYVIN — The expansion shield you hammer 

home. No laborious turning with screw driver 
or wrench to slow up 
the work. Just drive in 
the nail — and the metal 
expands. It’s the shield— 
not the nail that holds 
the load. Ideal for work- 
ing loads up to 1200 
pounds. Used bycontrac- 
tors, builders, erectors, 
public service com- 
panies, industrial plants 
and mechanics. Here’s 
the comparison — point by point with ordinary 
expansion shields — note the saving in practically 
every operation: —- 





OLD WAY! 
1—Buy shields and bolts 


2—Place work — spot for holes 


3—Remove work 


4—Drill holes 1/4" to 3/8" 
larger than holes in fixture 


5 — Insert shields 
6—Replace work 


7—Turn bolt or screw 


NEW WAY! 

1—Buy Dryvins—nails in- 

cluded . saving 30% 
2—Place work only “ 10% 
3—Unnecessary “ 100% 
4—Drill holes same size as 

holes in fixture,saving 30% 
5—Included in No. 7 

ae saving 100% 
6—Eliminated ” 100% 
7—Drop in shield and ham- 

mer nail home, saving 40% 






recognized 


standard 


in 

















their field. 


MARTTI 


TUBULAR RIVET & STUD 
COMPANY 


BOSTON 


Coast Representative 
J. L. McDEVITT 


Postal Telegraph Building 
SAN FRANCISCO, CALIFORNIA 




































































DRYVIN 


Send for this Handy 
Dryvin Kit 


Dryvin shields, any size, 
Dryvin drill point of Vana- 
dium Steel and special hand 
chuck that makes drilling 
faster and easier. Complete 
outfit — list price — averages 


$1.60. Special 


Offer .....- $ 1.00 


When ordering sample kit specif. 
size of shields and type of poms 
for which they are to be used. 



















Dryvin Sizes 
3/16 x %” “x1” Y%x2” 
Y4x 1” 5/146x1%” %x2%” 
5/16x2%” 


STAR EXPANSION BOLT CO. 


Established 1900 


Room 202, 147 CEDAR STREET NEW YORK CITY 


Full Stock carried at following branches: Montreal 
Philadelphia Chicago Los Angeles Toronto 
Boston St. Louis Seattle Winnipeg 








Also Manufacturers of 
LOXIN Machine Bolt Expansion Shields 
Two lengths—regular and short. Short length one-half inch 


shorter than ordinary shield, saving time in drilling. Jam 
collar keeps expansion at bottom of hole. Won't work loose. 
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The Lawn Mower That 
Helps You Make Sales 


Though Pennsylvania Quality Lawn Mowers 
are the acknowledged leaders, we do not rest 
on our laurels and put all sales effort up to the 
retailer. 

On the contrary, we give you active assistance 


through free sales helps and national advertis- 
ing that goes into millions of the best homes 


in the country. 

Above is a facsimile of one of our consumer 
advertisements and the group of leading publi- 
cations in which our message appears. 


Pennsylvania Quality Lawn Mowers are 
easier to sell because they are so well and fav- 
orably known. 


FOUNDED 1877 


PNR OI 




















For Suggestions 
On How To Sell 








One of America’s great merchants has 
said: “The way to make a business go is to 
go after business.” 


It is always interesting to read how dif- 
ferent hardware dealers go after Paint and 
Varnish business and increase their sales by 
novel window displays, practical paint dem- 
onstrations, timely mewspaper advertise- 
ments, “follow ups” by personal letters and 
visits by your sales force. If you will 


read the Paint 
issues of 
Hardware Age 


which appear the fourth issue of each month, 
you will find all these and other methods of 
securing Paint and Varnish business discussed 
in a timely and interesting manner. 


And there’s this much about any paint 
article appearing in Hardware Age—it is 
based on the actual experience of the men 
who sell as well as the men who apply the 
product. 


Hardware dealers read the special Paint 
and Varnish Issues regularly because in 
every issue there are practical ideas which 
have paid others in their locality and will 


pay you in your town. 


Keep posted by reading— 


HARDWARE AGE 
239 W. 39th St. New York | 
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CORBIN 


SCREW 
PRODUCTS 














Wood Screws—Machine 
Screws—Cap and Set 
Screws—Saw _ Screws, 
and Special Screws of 
every _ description. 
Stove, Tire, Sink, and 
Agriculture Bolts — 
Nuts—Escutcheon Pins 
—Jack, Safety, Plumb- 
ers, Register, Sash and 
Ladder Chains. 


ay 


“ALLL TARR LAR RARE 





We shall be pleased to 
furnish quotations im- 
mediately upon receipt 
of samples, blueprints, 
or specifications. 


The CORBIN SCREW 
CORPORATION 


The Aenesleon Hardware Corporation 
Successor 
229 High Street 
New Britain, Conn. 
Branches: 


New York Chicago Philadelphia 
Western Factory: Dayton, Ohio 
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50c. Padlocks 


every dealer can sell in great 
quantity — with real profit. 
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OU can build a really worth- 

while Padlock business with 
these four Fraim numbers as 
they include every feature of 
size, construction and appear- 
ance most in demand. 










No. 115 Fraim Padlock (as 

wae he illustrated) is the popular style 
No. 115 a ° 

Actual size 2-3/16 inches with key bearing at bottom of 
case. | 

This lock has six key changes 

and is of substantial warded 

construction. 


No. 356 Fraim Padlock (as 
illustrated) is of the lever, bolt 
and spring construction with six 
key changes. 


The case, of highly polished 
cast brass, makes a_ sturdy 
weather-proof lock. 


No. 237. Fraim Padlock (as 
illustrated) is an old reliable 
lock. 


Brass-plated steel case ; 
shackle locked both at nose and 
heel, 12 key changes. 


No. 0241D Fraim Padlock 
(as illustrated) has exceptional 
thief-resisting qualities. This 
lock is provided with spring 
drop, making it very popular 
with many users. 12 key 
changes. 


Stock these Fraim numbers in 
time to profit by the seasonable 
demand. Interesting Fraim an- 
nouncements appear each 
month. Watch for them. 


SME a SE oh A i i SOB ie, BRIS i, SCR. NOOO i, CORN cn. NO Ae. NR 





No. 0241D 
Actual size 2% inches 


E. T. Fraim Lock Co. 





Lancaster, Pa. 

Selling Agents in 
New York Boston Vancouver 
Chicago Seattle Philadelphia 
Detroit Ogden, Utah Baltimore 







Los Angeles Winnipeg 


San Francisco 
Montreal 
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GRIFFIN— 


the hinge that is designed 
and made for lasting beauty 


of finish, pleasing simplicity 
in design, lifelong endur- Riietignnnatik: - Wipdensaitunee 
ance in service—the result = 5,0 vars) of Sizes and Cellar Window Sets, Hasps 


° i istu f d and Safety Hasps, Door 
of more than thirty year S of ated an “a “ “som Handles and Door Holders, 


with screws to match. Brackets, Push Plates, 


experience in the manufac- Write today for our price Drawer Pulls, Door Stops, 


; Sash and Screen Lifts, Bar. 
list and the catalogue of the Bite, Gome Gee 


ture of hinges. complete Griffin Line. Cosner Beatm, Washers, ane. 


GRIFFIN MANUFACTURING CO. 


45 Warren St.NewYork ERIE,PENNA. 74w.LakeSt.chicago, Itt 








GENUINE 


“PHILADELPHIA” 


Make 1925 2 PHILADELPHIA year. Tell the customer to try the 
“PHILADELPHIA Lawn Mower. He will soon realize that this mower 
is the finest that long experience and human skill have ever produced. 

And the owner of a large estate will find that the same easy cutting charac- 


terizes the “PHILADELPHIA Motor Mower which can be had in either 











walking or riding type. Motor Mowers—30” Walking 
Type, 30” Riding Type. 40” 
THE STANDARD FOR OVER FIFTY-SIX YEARS ee 


The completeness of the bi; ‘PHILADELPHIA line makes 


selection easy for customers—25 distinctive and different 
models to choose from. 


A MOWER FOR EVERY PURPOSE 
18 Hand 4 Horse 3 Motor 


“PHILANELPHIA’ MOWERS ARE KNOWN 
WHEREVER GRASS IS GROWN” 


Send for Complete No. 25 Catalog and Discount Sheet NOW. 


THE PHILADELPHIA LAWN MOWER CO. 
31st and CHESTNUT STREETS, PHILADELPHIA, PA. 
“The original people in the Lawn Mower Business since 1869"’ 







inivinisivintstsintststststa tat et ad 


Styles * ‘Graham’’ and 
‘‘A’’ All Steel. 


Practically Indestructible. 
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Royal 
No. 6 


Home Owners All Use Tools 


Every time you sell a Carving Knife, Bread Knife, 
Butcher Knife or any edge tool—when you wrap it just 
slip in a circular on Royal or Cheney Grinders. 





What’s the result? When the customer gets home he 
or she unwraps the knife or tool—reads the circular and 
realizes that tools get dull and becomes interested in 


knowing how 


ROYAL GRINDERS Keep Tools Sharp 


or the Cheney Grinders, for we make both in all standard sizes 
and beautiful finishes. The next time such customers visit your 
store they will be attracted to your display of these practical tool 
grinders. 


Show them how quickly, easily and noiselessly these popular 
grinders put a keen cutting edge on tools when they get dull. And 
then tell them how little these five grinders cost—how often they 
are needed and how strongly and substantially they are built to 


give many years’ service. 

Ask your Jobber to supply you and insist on getting Royal or 
Cheney Grinders, which are widely known for their high quality 
and satisfactory operation. 





Write us for hterature. 
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The Customer Who Leaves It 
To Your Judgment 


When it is left for you to decide—you become not 
the “Judge’—but the Defendant! It is your trial, 
so to speak, and “Perfect” is a Character Witness. 











Mamma 111 





Paap “att You will not only make a sale. Your decision will 
: wines H bear weight. When a customer says, “I'll leave it to 
=, 1 — wry awed he is going -- tell his wg 
Yj ors all about the merits of his selection. Even i 
—— you did send “Perfect”? Screen Cloth, he will claim 
the credit for his good judgment. Make the sale 
and let the credit go! 


Your Jobber Carries “Perfect.” 
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LUDLOW-SAYLOR WIRE CO. 
St. Louis, Mo. 
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In Your Product 




















A Better Bearing at 
Less Cost 


Combining high efh- 
ciency with adaptabil- 
ity to varied bearing 
conditions and _ needs, 
Schatz “COMMER- 
CIAL” Annular Ball 
Bearings exactly suit 
the requirements. of 
those manufacturers 
who seek a good bear- 
ing at moderate cost. 








A Typical Installation 
This type AHR “COM- 
MERCIAL” Annular Ball 
Bearing — CS-638 — is used 
extensively on sliding doors 
of automobile bus_ bodies, 
typewriter desk mechanisms, 
etc. Similar rollers of larger 
dimensions can be furnished. 
The general design can be 
adapted to many different 
locations. 


Write for illustrated Catalog, 
Discount Sheets and Samples 


THE SCHATZ 
MANUFACTURING CO. 


Poughkeepsie New York 















































@>~ to Sell 
“Ss The bugs and blight come as regularly 
WS . ~~ = seasons, hence the demand for 
q : SS. 
ry SSS 


of Hand Sprayer, At- 
omizer and Duster is 
found in the ‘‘Acme’’ 
line. You can meetev- 
ery customer’s needs 
with a smaller invest- 
ment by selling the com- 
plete Acme Line, all pur- 
chased from one house. 
Farmers Know 
‘‘Acme’”’ Quality 
Every “‘Acme’’ tool car- 
ries the “‘Acme”’ Trade 
Mark—a brand that for 
years the farmer has rec- 
ognized as a safe buyer’s guide. 
Sold by Good Jobbers 
Everywhere 

‘“‘“Acme’”’ Toolsnever have been sold through 
general mail orderhouses. We protect the 
established jobber and dealer. National farm 
paper advertising and effective sales litera- 
ture helps you sell. Write for catalog, 
prices and name of nearest jobber. 


POTATO IMPLEMENT CO. 


DEPT.11 ‘TRAVERSE CITY, MICH. 
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PROFIT PULLERS 


Every Morrill Nail Puller sold 
is a live salesman and brings 
business into your store be- 
cause it certainly can pull nails 
and please the user. 

It has that fine balance that 
makes work easy and that is 
the distinguishing mark of a 


fine tool. 


Tomy MORRILL 


Ask your Wholesaler for them. 





All of our goods are illustrated 
and listed in your Hardware 


Buyers Catalog. 


CHAS. MORRILL, Inc. 


102 Lafayette St. New York City 
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*‘They Keep a-Running”’ 











Sell This 
Lifetime Ceiling Fan 


Specially designed for Dining Rooms, Restau- 
rants, Theaters, Assembly Halls, Lobbies, Foyers;, 


a Spaces Requiring Effective Air GOOD PROFITS 
Byres ~ Po anny aay nen eat "They de WELL EARNED 


two things exceptionally well:—(1) At maxi- 
mum speed they move a large volume of air; 


(2) On slow speed, especially when hung well 
up from the floor, they are used most suc- 





HE surest way to earn 
profits is to sell a com- 


cessfully to prevent discomfort and fatigue modity that “delivers the 
by circulating the air without annoying goods.” That’s the soundest 
sounds or draughts. economic principle for any 


business. So-E-zy certainly is 


They are very attractive in appearance, have — 1 liag 
giving results. That’s why So- 


a graceful sweep and are drilled and tapped 


to permit the installation of electrolier arms, E-zY sales mount higher and 
urns and pendant fixtures when required. higher. 

The lubrication system is particularly note- We hurry along the profit time 
worthy—the ball-bearings which carry the by giving free samples to your 


armature are submerged in oil at all times 
while there is a positive circulation of oil CUSTORNSTS, BE-SNSR 88 TOR Pus 
through the radial bearing. Oil cup holds at In a stock. But we don t stop 
least one year’s oil supply. cooperation when this is done, 


Thousands of them are giving as satisfactory for — learned that sale 
service as when installed over twenty years good usiness to help keep 
ago. Alternating and direct current types. stocks moving. And this we do. 


Get Attractive Series of Fan Leaflets With our present branches and 
factory, our service and dis- 


tribution ability is all that can 


be desired. This enables the 


1925 Century Fan Leaflets are ready—send 
for your supply now. They are attractively 
printed in colors—cover the entire line—and 


will help you make this a bigger, more prof- alert dealer to carry a min- 
itable year. imum stock and yet obtain 
maximum turnover. 
CENTURY ELECTRIC COMPANY alae eral ae 
1827 Pine St. St. Louis, Mo. iaggliaiiaah aT datas 


Line. 


Send a post card for 


29 Stock Points in the United States and More 
our Profit Plan 


than 50 Outside Thereof. 


CAINT AND VARNISH OIVISION 


ee Standard Plate Glass Company || 


General Offices 
Ceiling _ PITTSBURGH, PENNSYLVANIA 














Portable 
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MYERS & 
GELF-OILINGY 
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ws 
















In every mart of trade—in every avenue of in- 
dustry—in every zone of agriculture—in home, 
in educational and in pleasure circles, Myers Self- 
Oiling Power Pumps have found a permanent place. 
Better power water service through economy, safety 
and high efficiency has been the foundation on 
which their success has been established. And 
with this wide-spread adoption and marked popu- 
larity has come increased power pump business 
for hundreds and hundreds of dealers through 
whom the distribution has continued to flow in an 
ever growing stream. 
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HAY TOOLS & DOOR HANGERS 











THE F.EAMYERS&BRO.CO. 


ASHLAND, OHIO. 
ASHLAND PUMP AND HAY TOOL WORKS 





April 2, 1925 


Spring and Summer — the great construction 


* periods of the year—offer exceptional opportuni- 


ties for profitable power pump and water system 
business through the exclusive sale of the MYERS 
line. There is a style and size for every installa- 
tion, and with each installation comes others 
which multiply profits rapidly. Dealers tell us 
this. Our records prove it. Why not investigate? 
Get the facts direct from us at this the opportune 


time. 
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[x M S Storage 


Warehouses in Britain 


{ Lonvon. MIDLAND & SCOTTISH RAILWAY OF GREAT BRITAIN | 


A 
. \ ae . Ten million feet of floor 


HARDWARE AGE 





‘““THE BEST WAY” 
350 Warehouses. 


space. 
The cheapest and most 
convenient form of stor- 
age in Britain. 





Exporters 
“YOUR OWN” WAREHOUSE 


in Great Britain 


No matter what your exports may be — in what market 
you are operating —- there is one ot the 350 L. M.S. ware- 
houses in the heart of that market “Your own ware- 
house’’— as advantageously situated as though you had 
selected the site yourself. 

All rail connected — trucking and transfer charges are 
eliminated while L.M.S. warehousing charges themselves 
are as low as any in the country. 

Traffic Managers and Freight Forwarders should inves- 
tigate at once the many advantages of using the L.M.S. 
chain of warehouses. For information, address: 


ThomasA. Moffet, Freight Traffic Manager inAmerica 
LONDON, MIDLAND & SCOTTISH RWYY. OF G. B. 
One Broadway 





New York 











LMS 











GREAT BRITAIN 


Dante 


























Ask your jobber for prices and full information. 
There is a scale for every purpose. 


JOHN CHATILLON & SONS 


Established 1835 


85-99 Cliff Street 


Hardware Dealers Sell 


CHATILLON 


Vegetable Scales 


The fact that it is easier and quicker to sell 
vegetable scales an item of interest to 
dealers. 

Every progressive dealer should be able to 
find a place in his stock for Chatillon Vege- 
table Scales. Made to meet the require- 
ments of all sealers of weights and 
measures. 

Chatillon Vegetable Scales are 
made in several capacities—one to 
suit every user. Special pans and 
scoops furnished for weighing 
different kinds of vegetables. 
There is a good profit for dealers 


New York City, N. Y. 


No. 263G Circular Spring Balance 


3 in the sale of Chatillon Vegetable 
No. 243G Circular Spring Balance Scales. 






by weight make 
live hardware, 
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No. 343G Red Scale 
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[UFAIN BOXWOOD RULES 
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THE [UFKIN fpuLe C9. 


SAGINAW, MICH. 
New York Windsor, Can. 


1925 


















The Best Hand Screws are 






a MARK 


Or Sensen 


a 
U S&S PAT OFF 


Steel Spindle 
AHand Screws 
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12 Sizes, 4” to 24” _ ; 
Either Adjustable or for Parallel Clamping Only 
Write for NEW CATALOGUE 5B 


ADJUSTABLE CLAMP CO. 
216 N. Jefferson St. Chicago, Il. 


Hammacher-Schlemmer & Co., 4th Ave. & 13th St. 
Distributors in New York 















Sets of 8, 11, 17 bite are fur- 
nished In compact cases for 
the convenience of the user. 








It ism’t baré. Every mechanic needs pe oe — set im his works, end it 
resolves itself to a question of selling seventeen times. Bring 
eut the value of the case, its use ~; weaptas & the | bits im order end mear at 
hand, preventing loss, ete. Try it. 


Porstner aay ® are the only bits that are not dependent om a center a 
level to guide them. They - from the outer rim. The cathe nv Bay is 
at work all the time; mo jagged ends; every part of the work is smooth and 
polished. They bore their wd through hard, knotty, cross graimed wood, 
leaving s smooth hole and clean, polished surface. 


Let us send you catalogues. Order through your jobber or direet. 


The Progressive Manufacturing Co. 
TORRINGTON, CONN., U. S. A. 


























In a Close Corner or 
on Ordinary Work— 


The Bemis & Call Improved Adjustable “S” Wrench has 
the knack of getting around parts in confined places as 
well as providing the mechanic and layman with a gen- 
eral purpose tool. 

It is THE automobile wrench. Strongly constructed and 
easy to adjust with thumb of the hand holding it. 

A high quality B. & C. guaranteed product. 
design, carefully hardened and tempered. 


BEMIS & CALL CO. 


Springfield, Mass., U. S. A. 


Graceful in 
Write for 





THE STANDARD 
“S” WRENCH. 
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The “Have a Drink 


Gataoal on Me” Salesman 


J EOC Y | cving stronger 


Tee ae ere) 2 than ever 


. 
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_ | Allsteel Shelving | = *2500.00 from ani 


vestment less than 





tees 

** 7 
*eeee 

tet esee ee ®® 


*eeeeee 


eee eee 


eerie IGHT, strong, fire-resistant— 


e . 
°° We'c'sne ® 
Peaeee® 


eh quickly erected or re-erected JR2:>: 20.00 
“3 without special tools—and giving 10 R32: aaa 
se to 30% greater storage space. 
toes To fit growing needs, additional units may be 
added later—or the entire installation moved only enterprising but 
and re-erected elsewhere. shrewd. He housht 
Allsteel Shelving has innumerable uses in office, esti 7 : ome . hn 
Mis store and factory, with low initial expense and SRE water cooler and put it in 
saat no upkeep. The Allsteel mark on shelving is patie —" . 7 : 
ES your guarantee of permanent satisfaction. Rens action — his bargain 
Sei Write for a copy of ‘*Saving with Shelving’’ ee 2 a cuiiie ,: ' ge ote - 
234] ‘THE GENERAL FIREPROOFING CO. fF: ee a on oe 
Ee Youngstown, Ohio See Because of customers stopping for a drink 
eee ee Dealers Everywhere - Canadian Plant: Toronto, Ontario SEES and consequently having the bargain counter 


The merchant was not 





ete tete 


RR. AN ot PRB ofee merchandise “right under their noses” 


© etter es 
SOOT aes 

ote ew tees eee? 
POD rere 


es Seat $2600.00 worth of merchandise was sold. 
SRE : And hot weather when most folks are feel- 
Bi ing lazy, is just the time this “salesman’”’ 


e . 
or tear 


Bee works the best. 


It Sells Itself, Too! 


The customer that stops for a drink at your water 
cooler will want one for himself also, either for his 
office, his store, or his factory. So you get an ef- 
fective “ad” from the cooler on your floor. 


And another advantage! You ean sell XXth CEN- 
TURY coolers to other stores for their bargain 
counters. An all round crackerjack proposition— 
that’s the XXth CENTURY cooler. 


- 


~ ait 
=~ | 
= > 


ans! 


Let’s Introduce Him 


Let’s introduce this “salesman” to you—who he is 
and how he works. The coupon below will bring 
pm eee prices and complete information. Send it along— 


~~ CENTURY” 
OOLERS 


CORDLEY & HAYES 


> MN 
10 LEONARD STREET 
NEW YORK 
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CORDLEY & HAYES, 
10 Leonard Street, New York City 


Gentlemen: Please send me prices and complete 
information about XXth CENTURY coolers. 
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MACHINE 
SCREWS 





WOOD 


SPECIAL 
RIVETS 


SCREWS 










SPECIAL SCREWS ~~ UPSET WOR 
7 &, IRON. we ey 
S- 


Sor roan WS 











Continenta 


lOokarhirl=S 


(Reg. U. 8S. Patent Office) 





WOOD SCREW CO. 
New Bedford, Mass. 














OBERG’S FILES 


With the trade marks 


p) C.0. OBERG &CO 









‘ 





mi 


—— es 


i) 


GUARANTEED 


/ 


i 





FULLY 


Circular Cut Files 


PANSAR 





Are made of the finest Swedish Charcoal-steel. 
Skilled craftsmen all over the world do know 
Oberg’s files as reliable tools worthy of utmost 
confidence owing to their sharpness, great endur- 
ance and uniformity of temper. 


Order from your jobber today, or wrtte 


SCANDINAVIAN 
WESTERN IMPORTING COMPANY 


116 Broad St., N. Y. 


509 E. Hennepin Ave. 
Minneapolis, Minn. 


Coristine Bldg. 
Montreal, Can. 





Manufacturers of Mechanics’ Auio Tools for 14 Years 






Years of 
Experience 
Back 

Every Set 


Set of 6 socket wrenches with off-set handle 
in handy card-board box. Fully guaranteed. 
Packed 100 sets to carton. Send for sample 
and prices of the new Miller. 


Handsome Profit for You 


Jobbers and dealers realize big profits on 
these sets, also on our Feeler Gauges called— 


The Cat’s Whiskers of Mechanics’ Tools 


Blades take in 
any required set- 
ting used “by 
motor mechanics 
or machinists. 
Made of 


tempered 
stock and guar- 
anteed accurate, 
one-piece handle. 
3” blades. 


Write for Dis- 


is wa <EN, 
} <2"o< > Counts. 


MILLER TOOL & MFG. CO. 
DETROIT MICH. 


Eastern Representatives James A. Gaffney Co., 35 Warren St., New York, N. Y. 
Western Representatives : Alden Glaze & Co., 143 Second St., San Francisco, Cal. 


























Mathias 
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& Sons 
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“You would be surprised to find out how many homes are 
without CLOTHES WRINGERS!” 


The above remark is made to us often by 
House to House Canvassers. 

You can profit if you will display Anchor 
Brand Wringers and suggest the purchase of one 
to each customer. 

Every household needs and should have one 
or more Wringers. 


Stock and Display 
ANCHOR BRAND Clothes Wringers 


Lovell Manufacturing Co., ERIE, PA. 


Largest Manufacturers of Clothes Wringers in an World 


a 














TRADE | [MARK 
































Quick Sales That Spell 
PROFIT and PRESTIGE 


ACCURACY—of course, plus exclusive features 
that make for greatest convenience in use; K & E 
Measuring Tapes have the approval of the build- 


ing trades who know that K & E products stand 
up under hardest usage. It pays to show our BEN 'H LE¢ S 


line in one of our 





Attractive Display Trays of Pressed Steel 
which brings out its fine appearance and clinches many 
profitable sales. The fine reputation of our goods will | saapnaaiagge but withstand rougher usage than cast 
add to the prestige of your store. iron. All parts are formed in dies, without use- 


less weight. Top and feet are broadly flared making 


Send for information re. Tray 52. 
them steady without cross-bracing. These bench 











KEUFFEL & ESSER CO. legs sell on sight. Ask for descriptive circulars. 
NEW YORK, 127 Fulton Street, General Office and Factories, HOBOKEN, N. 3.) 
meGHICAGO ST.LOUIS SAN FRANCISCO MONTREAL DAVID LUPTON’S SONS CO. 
| Drawing Materials, Mathematical and Surveying Instruments, Measuring Tapes onan ate . 
\ Branch Offices in Principal Cities cos) 











REFRIGERATOR HARDWARE 


Hinges—Levers—Latches—Locks—Catches 
Handles—Fasteners—Corners 





All These in @ Variety of Styles and Sizes 
Are Contained in 


THE BRAINERD LINE 


HIGHEST QUALITY PROMPT SERVICE 


Have You Our Catalog? Reduced 
duce 


THE BRAINERD MANUFACTURING CO. om 
EAST ROCHESTER, N. Y. | 








Reduced Size No. 188 
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HART 's TICKET PUNCHES 


E are not only the originators, but the largest manu- 
This is why we are able to quote attractive prices. 
Punches are furnished with 4” or %” round dies, 


with or without reservoir, also 1” assorted dies in diamond, 


Packed six in a box. 


facturers of Ticket Punches in the United States. 


club and heart, with or without reservoir. 











PUTTY KNIVES 
Hollow Handle with Steel Tempered Blade, Nickel Plated. 


Packed One Dozen in a Box. We solicit your inquiries. 





Manufactured by THE H. C. HART | MFG. CO., Unionville, Conn. 

















READING 
CUT NAILS 


72% Greater Holding Power 
Than Wire Nails 


READING IRON COMPANY 


Reading, Pennsylvania 
Also makers of RICO Hard Cut Floor Nails, made to 


drive into hard wood without bending. 

















O00oe 


Improved Nipple Holder 


No. 20 for No. 2 Stock 

Range %—1” Right or Left 
No. 30—for No. 3 Stock 
Range 1—2” Right or Left 


The right nipple is always on the job 
when you carry one of these tools. 


The Armstrong Mfg. Co. 
Bridgeport 


Conn. 




















Manufacturers of 
Ornamental Lawn 


AS wi ad ot ee 


Fence Babi } a Enables Us 
EPERRSESEEEU |. PERREREQEERERSEEQQUE0E | DEGEE 
Walk, Drive and ) [ERSPSESPSESH(|  SEIESRSESESESESESESPSE ‘(SPS ma ge ee 
Farm Gates (pecan bs POREUTERURER LETTE PEER EEE Si AEE 5 Py Subente 
Rubbish Burners HUUOOOURVQGESEEDUU Nf je TUOCUUUQSNEREEEEUUOUASOCERERRSEREOUQUOTHY 2 SHUNT a! 3 “ 
Trellis iN ANEEHEE QE vr nui vv ARTE rices Detore 
Flower Border beached Bn tttsts 3 ik compres You Place 
Tree Guards Spring Orders 


THE H. L. BROWN FENCE AND MFG. CO. 
CINCINNATI, OHIO 


All Pickets Made of No. 9 Heavily Galvanized Wire 


/GGnABARMDAAAGS; 0 UDARODDDDADADARARERDD © 12D 








Increased Manufac- 
turing Capacity 
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Put a display of ‘‘Whipwells’’ 








Every Housewife is a Profitable Pros- 


pect for “Whipwell” 


When you consider the number of women buyers who come into your 
and add to those many others who could be made good customers—you have a fair 
idea of the large market for the 


Made with all the attractive features that appeal to the modern housewife, sani- 
tary handle, smooth operation, 
like a watch and will last indefinitely. 
in your window and on your counter. 
cartons are splendid for that purpose. 

Drop us a line and we will tell you how other dealers have increased their sales and 
send you full details about our interesting proposition. 


C. H. & E. S. GOLDBERG 


Beaters 


store— 


sale of “WHIPWELL” Egg Beaters. 





\ 


Runs 





one piece frame and direct driving wheels. 


Their attractive 


Pane es th tiwwe 








ayy ra ae 


id In wi ela 






Hudson 


(20a 2 Oe 6 Ge ter oe wD 


585-591 
New York 





Street 














Where a house has twenty 
pairs of Shutters 1t has 
twenty good reasons for 










ee 














You have seen the Col- 
onial House make vast 
strides in popularity these 
last few years. Every live 
dealer knows that to 

equip his share of the 
shutter prospects with 
the best nationally ad- 

vertised Fastener is to serve his customer 

best with the least effort. The Zimmer- 
man Fastener is easy to control and will 
outla‘t many shutters themselves. Send 
for a trial order—NOW! Get in line to 

:eap the benefits of our national adver- 

tising campaign. 


7IMMERMAN 


FASTENERS for SHUTTERS and CASEMENTS 


THE G. F. S. ZIMMERMAN CO., INC. 
6 BROADWAY, FREDERICK, MARYLAND 

















Proved Best by 
Actual Test 


Tremont Hardened Steel Cut Nails 
are cut from high carbon steel that 
by actual laboratory test contains an 
emer small percentage of im- 
purities. his metal is rust resisting 
to a remarkable degree and will not 
pene. crack or twist while being 
ven. 



















Tremont Nails are scientifically de- 
signed to shear their way into the 
wood in a manner that assures @ 
strong, permanent grip. They are re- 
markable for their strength af head, 
an important feature in the con- 
sideration of the quality of cut nails. 
All these nical superiorities 










make > a. . selling arguments 
and in the actual use of the nails 
themselves assures the customer 






satisfaction that is so necessary io 
the welfare of your store. 


Sell the Tremont Brand 




















Tremont Nail Company 
205 Lincoln St., Boston 














We ¢ wrery Tacks in all sizes 


* . 
uNnistHOl p Pt OPS 


Stock. 


Baltimore, Md. 










Selling tacks by LENGTH instead of 
by NUMBER saves time for both cus- 
tomers and clerks, as the size is shown 
on the Display Cartons. 

Dealers can now meet all household 
requirements with about one- -half the 
stock formerly carried, as the sizes are 
now graded in eighths instead of six- 
teenths, thus eliminating many unneces- 
sary sizes which were found to be “Dead 


Insist on getting Holland and Shelton 
tacks from your jobber. 





IThe Holland Mfg. Co. 















: 
snae ee 
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In all sizes 


OLD PURPOS 






















The Shelton Tack Co. 
Shelton, Conn. 
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Donley Screen Door Guards Fit Any Door 


DONLEY SCREEN DOOR GUARDS are made in four sizes to fit any door from 2’-6” 
to 3’-o” width. They measure from center to center of the screw holes 26”, 28”, 30” and 
32” and are beautifully finished in black Japan matte. 


DONLEY SCREEN DOOR GUARDS prevent the screen from bulging and tearing and 
protects it from the careless hands and elbows of children and grown-ups. EVERY 
SCREEN DOOR IS A PROSPECT. 


elec RETAILS AT 75c PER SET 


If your jobber does not stock DONLEY: SCREEN DOOR GUARDS, write us direct, 


giving his name and address. 


THE DONLEY MANUFACTURING COMPANY, 10585 Quincy Ave., Cleveland, Ohio 


KIMBALL SROS. CC) 
[mpregnable/ 4 


to Jimmy and Saw 


Keil Locks provide extraordinary aeeety in homes, é. 
warehouses and garages. The massive bronze locking bolts 
with revolving steel inserts, shoot out perpendicularly, 
turn and rest horizontally in locked position, sealing the 
door against jimmy and saw. 




















~~ 








ee 








Sell a Keil Lock for every unprotected door, at a 


good margin of profit to yourself, and to the aie x 
satisfaction of your customers. b») 
Write today for partioulars and trade prices. SE 
















DBAOSEGEOSOGSSSSSSSSBOOssr BoqoqwaDyoqqwwgers 


FRANCIS KEIL & SON, Inc. 
Established 1876 


401-425 East 163rd St., New York, N.Y. 





Light Electric Discutses 


Careful and accurate workmanship has placed the 
Kimball Light Electric Elevator in its present envi- 
able position of leadership. Wherever a light electric 
elevator is needed the Kimball will successfully oper- 
ate with a maximum amount of service and at a 
minimum cost of upkeep. 

All parts are built sturdy to withstand rough 
usage and all parts are sawed, drilled and 
fitted and easily installed. 

If you need an elevator machine, write or wire 


your needs to us and we will supply you with de- 
P scriptive matter on the Kimball Elevator Line. 








Celine Metteen 1117—41 Ninth St. Council Bluffs, Ia. 


Copyright, 1926, by Franeis Keil & Son, Inc. D 
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eS Made in the “L. & G.” 
QUALITY, both in FIN- 
ISH and WEIGHT. Or- 
der a Sample Line and be 


convinced. 


LALANCE & GROSJEAN MFG. CO. 


NEW YORK CHICAGO BOSTON 
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“Te SPRING HINGES 
Resist Wind Pressure 








NO 
~ | CROSSWORD 
When You Use 
* ER’ |STAR HACK 
47 1486 SAWS 52 53 





The construction of 
this type of Spring 
Hinge is such that its 
two axes give the door, 
when closed, resistance 
against the wind. 











S56 





S4 











This feature makes it 
very desirable for out- 
side doors and is worth 
mentioning to customers, 
especially at this season. 


s7 se s9 GO Gi 
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But whether for Inside 
doors or Outside doors a 
type of Chicago Spring 
Hinge is made to give 
unfailing operation and 


CLEMSON BROS., IN C. Tripler gS oe "ee maximum service. 


Middletown, N. Y. 


WE HAVE SOMETHING TO TELL YOU 


ABOUT HACK SAWS. WRITE FOR alia 
BOOKLET. Chicago Spring Hinge Company, 


CHICAGO NEW YORK 

















Makers Since 1883 





Send for Catalog H-39. 



































A Small, Power Driven 
Jacobsen Lawn Mower 


Every home in your vicinity with an average size lawn is 
a prospect for this labor-saving lawn beautifier. It takes 
the drudgery out of lawn upkeep; meets the demand for a 
light, sturdy, compact, power mower at a very moderate 
price. Cuts a 19inch swath at the rate of two acres a day 


Jacobsen 


19-inch Power Lawn Mower 


The Jacobsen Junior Power Lawn Mower 
ig designed by pioneers in power lawn 
mower construction. It has an enviable 
‘‘ancestry’’ in our famous 4-Acre Mower, 
Putting Green Mower and BDstate Roller 
Mower. Weighs but 150 a Wh I 
dependable. Both traction wheels an [ L 
cutting reel are power driven. Device a Cars O OU 
ean be furnished for sharpening reel 
knives by mower’s own power and without 


removing reel. We prefer to sell all tools through the trade 


Here’s Something 
Important ! 


Has your tool department 
our Catalogue? If not, how 
can they take care of your 
customers’ inquiries that 
are resulting from our con- 
sumer advertising? 

















Jacobsen and where we can we refer inquiries to dealers, 
There's a Jacod- a : : Mfg. Co. but we are going to take care of inquiries any- 
erery gales and WN KS y Dept. DD way. If you have our catalogue and will tell us 
advertising helps | = Racine you will take care of these inqiiries we will refer 






i — ¥F- 
supplied. Write ime “4 
for literature and ae | ™ 


dealer plan. 





these to you. 


lp 


Wisconsin 


Better Write Us Today. 














125 Columbia St. Buffalo, N. Y. 
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SATURN 
A New Can Opener! 


“How to open tin cans,” although there are 101 different 
Openers—none entirely satisfactory, has remained the leading 
kitchen question in EVERY HOME. Mr. E. N. Humphrey, 
after making Openers 30 years, producés the SATURN and we 
offer it as the BEST YET SHOWN. See Can in cut—an 
actual picture; we defy any other Opener to accomplish this. 
Cuts any size, any shape, in proper place, on top right at edge, 
leaving Can rigid. OPERATES EASILY: NO JAGGED 
EDGES—not dangerous. SOLID, STRONG, EFFICIENT, 
SANITARY. Sells 50c. everywhere, but worth more. 

Electros free and discount for PROVEN ADVERTISING. 
ORDER AT ONCE. Sample if necessary to convince. 

SATURN can be shipped along with LADD BEATERS and 
other goods of our make you are constantly ordering. DON’T 
YOU NEED MORE LADD BEATERS RIGHT NOW? 
KEEP FULL STOCKS. 


United Royalties Corporation 
1133 Broadway, New York 





Known as Reliable for 
over Fifty Years 








Priest’s 
The bobbed hair fad is at its peak 
—take advantage of it. 


Priest’s Tiger and Shaver are 
ideal for keeping the cropped hair 
short. The daintiness and light 
weight of these clippers always at- 
tract women customers. 


Remember Priest quality and 
service are back of every clipper 


AMERICAN SHEARER MFG. CO. 


NASHUA, N. H. 

















Which Hod Would You 
Rather Carry? 


If you had to haul mortar for a living, you 
certainly wouldn’t want to carry a hod that 
dripped water all over your shoulder. 

You would choose a Never Drip Steel Hod 
with its one-piece ends. You would go 
whistling on your way while the other fellow 
sulked. 

There are lots of hod carriers in your town 
who are bearing the discomforts of carrying 
leaky hods simply because they have not been 
shown the sensible and better kind. 


This open field of profit is yours for the 
asking. Write us at once for details. 


The Cleveland Wire Spring Co. 
Cleveland Ohio 














Toy Sales 
Bring 
Other Sales 


Little Willie Brown can get a lot of en- 
joyment out of a good sturdy toy, and 
you can get a lot of business out of selling 
it to him. 

It won’t be long before Willie’s father 
will need a few tools and Willie’s mother 
will have to have some new kitchen uten- 
sils. 


Mr. and Mrs. Brown will naturally buy 
more of these things from the hardware 
men who pleased Willie so much with that 
new toy. 

How to please Willie is a problem to 


which the second issue of Hardware Age 
every month is largely devoted. 
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This Is a Good Post Hole 
Digger Year 


To profit by it, stock these IWAN 


tools 





IWAN Post Hole and Well Auger, 2 to 16 inch. 
IWAN Invincible Digger. 

IWAN Eureka Digger. 

IWAN Perfection (Atlas) Digger. 

IWAN Hercules Digger. 

IWANS’ Vaughan Post Hole Auger, 4 to 9 inch. 


An assortment of all these will give you better sales 
volume than only one style, as customers like a 
variety to select from. Order from your jobber by 
the above names. 


Iwan Brothers, South Bend, Ind. 


® Mfrs. also of Sickle Edge Hay Knives, Snow or Barn Scrapers, 
Tile Drain Cleaners, Revolving Chimney Tops, Wire Conductor 
Pipe Hangers. 








STOP 





Replenish 
Hardware Your 
for Stock 
Hard-wear with 
BOMMER 











SPRING HINGES 


ARE THE BEST 


Your dealer handles them, get 
New Catalog 47, you need it. 





BOMMER SPRING HINGE COMPANY 
BROOKLYN, N. Y. 


Manufacturers 























PERFECTION at last 


in HOSE NOZZLES 





GUARANTEED 
made of heavy wrought brass 
throughout, rugged, durable, this 
New Sherman Diamond Nozzle 
is free from sand holes or flaws 
and bears our unqualified guar- 


antee for good workmanship 
and material. 
H. B. Sherman Mfg. Co. 
-“—- Creek, 


_ DIAMOND 


It will throw more water far- 
ther. Each nozzle tested 
under water pressure. Even 
spray. Straight stream and 
tight shut-off. 


Your Jobber can furnish Sher- 
man “Diamond” in display 
cartons. for counter. 

H. B. SHERMAN MFG. CO. 
Battle Creek, Mich. 




















Heavy Pressed Steel 


Sampson Dust Pan 







Moe’s SAMPSON 
FIRE SHOVEL 


Something out of the ordinary. Real Beauties.— 
One piece heavy pressed steel, finished in baked 
black enamel. Made to last. Write for Catalog and 
attractive prices. 


HOEFT & COMPANY, INC. 
405 N. Ashland Ave. Chicago, Ill. 
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Cad 


Werincees 


Seveeze. 
Easy 


Let’s help the housewife with her spring cleaning 


—and incidentally convince her that a hardware store is the logical place to buy 


all her labor- “saving devices. 


Mopping is a man’s sized job. If we were really asked to perform the task suggested 
by the above heading, we would recommend the nearest handy-man, providing, of 


course, there wasn’t a better opportunity in offering 


EASY-SQUEEZE MOP SQUEEZERS 


We ure prepared to help you cultivate 
this profitable trade an keep you 
promptly supplied. Our complete stocks 
of 34 different patterns of Mop Squeezers 
and Wringers offer a style for every re- 
SS ne Household, Janitor 


and Hotel sizes. 


PETER POLLER MACHINE WORKS 


126-128 N. Curtis St. 


Give a thought—and space—to household 
items. Set aside a section of your win- 
dow to their display and attract your 

most important customer—the housewife. 
We will gladly send you prices and 
information. 





Chicago, Ill. 

















proper key. 


material. 





Dead Bolt 
No. 202 


Only the key can open it. It. 
may be operated just like an 
ordinary night latch; 
turning the key one turn 
backward; it securely locks 
the bolt and the inside knob. 
locked, the bolt positively cannot be 
forced back or the door opened from 
either inside or outside without the 


Also our line of Padlocks is complete 
in every respect. We also make Special 
Cylinders for Special Locks, including 
Automobile Locks of all kinds. 

And don’t forget us when you need Key 
Blanks and Cut Switch Keys. 
over 1000 different patterns—all of best 
Write for Catalog 6. 


@ INDEPENDENT OCKCO,d> 


oe Latch 


or by 






Thus 


We make 








LEOMINSTER, MASS. 


Mfrs. of cylinder locks, padlocks and key blanks 


U. S. A. 











Radiovise 


STRENGTH, WEIGHT and 
GENERAL UTILITY have 
our RADIO-VISE a 








made 
leader. 


Swivel Base, Anvil Equipped with 3% ins. 
Steel Jaws opening to full 4 ins. Polished 
Handle, Screw Jaws and Swivel Base. At- 
tractively finished in bright cardinal red. 


Compare the Radiovise and write for our 


discounts. Good profit. 


Rock Island Mfg. Co. *°Tinois~” 
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Our WS-46 


UNION Dish Drainers Sell Rapidly 


All Styles and Sizes, 
Retailing from 
15c to $2.00 Each 

These practical Dish 
Drainers (like all items in 
the UNION line) are made 








throughout of durable elec- 
tric-spot-welded steel with 
a beautiful retinned finish. 

Homes, restaurants, hotels, 
boarding houses, etc., buy 
and repeat on these dish 
drainers. Geed.profit. Ask 
your Jobber or write to us. 


Union Steel Products Co. 
Albion, Michigan U.S. A. 


a 
~* 





aD LL Bi i i ti i i te i te 
ll hi he he hh 





BL i i i i i i i i i a i i i i 
lit hh hh i i i i i ke 

















April 2, 1925 HARDWARE AGE 


137 





he . Ae rae 
*\. Furniture Necessities 


BEN shy oe aS. : Soe 
Home Furnace en ee 
Be SP ee 
5 ' & he a s : ee teh got 
BY Stas tae 
+ 


Pag] 


Saat 


WASHIN GTON RUBBER CI ALR IDS 


gost 


Dealers will make big money 
selling Washington Home Fur- 
naces because they are backed 
by our extensive advertising 
and dealer service co-operation. 
We are the only foundry in 
the world that has ever made a 
stove without a name plate or 
advertisement on the outside 
and in a grained mahogany 
finish just like a fine piece of 
furniture. 


Write today for complete sell- 
ing = Made - same plant a = 

in which we manutacture I00,- 

000 Washington stoves and Rubber Chair Tips 


ranges per annum. Can ship 
sample furnace now, as we 


\* 





Ne, This Is Not | plan to ae of six different styles and sixteen dif- 
on. 7 — ferent sizes in a neat showcase display 
SPECIAL FEATURES box. They prevent injury to the 


Two years to perfect, new features never before in a floors and muffle noise without leav- 


furnace, heats entire home with circulating moist heat, ing a mark, 

eautiful mahogany enamel finish; equal to finest ma- - 

hogany furniture, no name plate on outside, special air ’ Our Catalogue shows = — 
duct, hot blast fire box, correct construction of water line of rubber specialties with prices. 
pan, most beautiful and most expensively constructed Send for it. 


furnace now on the market. 


Gray & Dudley Co. Elastic Tip Co. 


NASHVILLE, NN. . 
—— 370 Atlantic Ave. Bosten 


“We melt more than 100,000 pounds of Southern pig iron per day”’ 


























Their Uses Ar eC Many 1—Accuracy in Manufacture 


Frost’s Invisible Fric- 2—Evenness of Quality 
tion Catches are having 3—Cleanliness After Making 
a large sale for use on 4—Fine, blued finish 


light, small doors of all 

inds. Above are the cardinal features of fine tack- 
kinds. Because making. That’s the measure of a box of tacks 
and Baur Tacks fit that four-line measure. 


r’s 
F ROS We have skilled, interested tack-makers first, 


who are working for the future of the com- 





sot pany. Accuracy is established thru a fine in- 
Friction Catches terest in the details of operations, ee — 

; os of perfectly centered heads and shanks, specia 
are the finishing touch of re- processes of cleaning, rigid inspection for ac- 
finement to Cabinets, Cup- curacy and finish. 
— ve nian i — Try Baur Tacks. Make a trank examination 
Cican Gesigns ennance art of these points and we'll get your business. 
beautify the work. 
They’re strong and durable. BAUR TACK CO. 
Adjustable and Non-Adjust- Indianapolis Readifemse 
able Types. Many styles and 

sizes. All profitable sell- Manufacturers of a complete line of high quality 


Single and Double Tacks, Staples and Clout Nails. 


= IN ( JR 
va trends | 


ers. Order from your 
Jobber. 





Catch and Prices. 


Made only by 


C. L. FROST & SON 


28-30 Ionia Ave., S. W. Grand Rapids, Mich. 
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Here are three prime requi- 
sites for the trade—quick sell- fine finish. Packed 
ers, With rapid turnover, each bulk or cartons 
one a profit-maker and busi- 
ness getter. You’ll find M. M. White Enameled Toi- 
P. Products sturdily built — | RRMREeeeetntee 
each giving full measure of | SGRARMpIsEaDEE OO aeRe 
service—a line that you can 
cash in on extra profits. 


Sold by all leading Jobbers 
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For the 
AUTOIST 


Twenty-seven different 
kinds of Brushes used by 
Motorists, Garages, Tire 
Repair Shops, etc., are 
featured in our latest cat- 
alog. 

These Bruskes are _ the 
kind you can stake your 
reputation on for quality 
and service. 

Many hardware dealers 
are handling our line with 
success and profit. 

Send for Catalog No. 20. 
It describes them all. 


MILWAUKEE 
Brush Mfg. Company 


Milwaukee 





Note heavy steel wire 
folded around edge and 
through handle, mak- 
ing absolutely non- 
breakable handle. 










i pans pack- 
ed 2 doz. to case. 


atey A 


Storm- Proof Mail 
Boxes, extru strong, 





Michigan Metal Products Co. 


Battle Creek, Michigan 





Wis. 
































No Trouble to Sell the 
ADJUSTO 


HOUSEHOLD RACK 


ISPLAY the Adjusto Rack and it sells 
itself. Women instantly appreciate 

its usefulness in the kitchen, bathroom 
and hallway. The price is so reasonable that 
your turnover should be big on this item. Made | 
in 3 and 6 arm sizes—hardwood arms—durable | 























metal parts. Adjusted to any width or folded 
out of the way. Endorsed by Good Housekeep- 
ing and other testing institutes. 


Order from your jobber or write us for 
prices and details 


FERNALD MFG. CO., Dept. A, North East, Pa. 


Makers of Sleeth Mats, Fernald Sweeping 
Pans, etc. 


FERNALD 


HOUSEHOLD 
E| PS 









































Extra strong construction with extra depth sockets— 
heat treated. 
Plain lacquer finish—twenty-six standard sizes 


Ask for Catalog No. 500. 
WALDEN -WORCESTER 


INCORPORATED 
WORCESTER, MASS. 








UNIVERSAL 


BOX STRAPPING 


CARY MANUFACTURING CO. 
Manhattan Bridge Plaza, Brooklyn, N. Y. 











UNIVERSAL €é€?rsn 
CLAMP 
Adjustable. Two sizes wil] clamp any hose of any 
sata diameter. Made from cold rolled steel out of wire. 
No rough edges to cut hose. on in less thar a 
minute. Everlastingly leak-proof. Order Universal 
Hose Clamps. Trademark on every clamp end ear- 
ton. Get them from your jobber—or write as. 


UNIVERSAL INDUSTRIAL CORP. 
Hackensack, N. J. 
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MARK PATENT 
















OFFICE 
The 
Only 
Mop Triple 
Pail Rollers 
Made Cut 
With Labor 
Mop One-half 
Guards 
No 
Clogged 
Bearings 





Operated by 
foot pressure 


Pat. Nov. 10, 1908; April 18, 1916 


The BULLDOG Mop Wringer and Pail is built in the 
oldest mop wringer factory in the country by men of long 
experience, 

It has many features of real merit and every part is 


constructed to stand long, hard, continuous service. 
Tested and approved by Good Housekeeping Institute, 





14 and 20 qt. 


Big sellers to Housewives and Janitors. 
V rite for Folder and Prices. 


BUSHNELL NOVELTY CO. 
MANSFIELD, OHIO, U. S. A. 
Pioneers Established 1896 


conducted by Good Housekeeping Magazine. Two sizes: 





























Sell More 





Heller Shelving in Payne-Cummings Hardware Co., North Adams, Mass. 


of the merchandise that is often needed, seldom 
asked for but easily sold when seen on Heller 
Cabinets. 


Let us show you how to increase your sales 
without increasing your stock. 


Write for Reference Book No. 26-A TODAY. 


W. C. HELLER & CO. 


Main Office and Factory: Eastern Display Room: 


700 Wabash Ave. 20 Vesey St. 
Montpelier, Ohio New York City 











A Big Seller 
to Boat Owners 


Jeffery’s No. 7 Marine Glue is a big 
seller to boat owners, because it will 
positively make any boat leakproof so 
long as the frame is in fair condition. 





We do more than guarantee this boat 
glue; we help you sell it. As soon 
as you order 











JEFFERY’S 
WATERPROOF MARINE GLUE 


we get busy and co-operate with you. 


Send you Dealer Helps, provide you with Interesting 
Booklets with your imprint, circularize in your locality 
and help you in every way. 


It is Nationally advertised—known the world over. With 
your order we send a liberal supply of Interesting Book- 
lets neatly printed with your name and address on them. 
Write for Trade Discounts now. 


L. W. Ferdinand & Co. 


150 Kneeland Street Boston, Mass. 
























Drawing 


Lowest 
Prices 


in i 
History/ wei . 


NET trade prices of HIGGINS’ Drawing Inks 
are now lower than at any time in the 45 
years during which they have been manufactured. 
List prices, with a single exception, are no higher. 
Trade discounts on writing inks and adhesives 
have been substantially increased thereby greatly 
benefitting the dealer. 
These revisions have been made at the end of 
a period during which, according to the U. S. 
Bureau of Labor Statistics, there has been an 
increase of 52% in wholesale prices over 1913. 


Copies of our new Descriptive Catalog and Trade 
Price List and Discount Card are now available. 
Write us at once for yours. 


CHAS. M. HIGGINS & CO.., 
271 Ninth St., Brooklyn, N. Y. 


Chicago London 
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“QHIO” 


Shoe Lasts and Stands 





MADE 
OF 
SEMI-STEEL 


=> ABSOLUTELY 

GUARANTEED 

gem AGAINST 
BREAKAGE 


’ -« 











F 





The lasts are lock bearing. One 
last is especially adapted for ladies’ 
pointed-toe shoes. 


Order the “Ohio” and you will have 
the most popular sets on the mar- 
ket. Write for prices. 


The Fate-Root-Heath Co. 
Plymouth, Ohio 
N. Y. Office, 90-92 West Bdw’y—D. N. Winner, Mgr. 

















COMBINATION 
SOLDERING AND TINNING FLUX 








It’s easier and more profitable to sell the 
The best known products. Ruby fluid is preferred 


because it is non-corrosive, non-explosive and 
Perfect Flux | jon-injurious. 


oe ar Order from your jobber or write to 


readily and repeats | The RUBY CHEMICAL COMPANY 
68 McDowell St Columbus, Ohio 














Ensign Bickford is the ORIGINAL 
SAFETY safety fuse—tested and tried by 
time and experience. 
We manufacture various 
brands of fuse, among 
which you should find 
one adaptable for your 
work. 


FUSE 





The Ensign-Bickford Co., Simsbury, Conn., U. S. A. 








2 LOS NTT WHER PACKED : 
RELIABLE PLASTER | 


®t 08. MET WHEE PACKED - 


i} RELIABLE PASTE CO. 


CHICAGO 














A new convenient way to handle Plaster 
Paris Packed in three sizes: 


two pound and five pound packages in an assorted 
of 300 pounds as follows: e toma pac ; 60 2- 


wn ey bulk Srey id oo a. 5. ° pore ” 
RELIABLE PASTE CO. 


3223-25 Cottage Grove Avenue Chicago, Illinois 
Dry Paste—Paint and Varnish Remover—Calcimine 








— Spring 
| Means Housecleaning 


| 
Housecleaning 
means Dust Pans 


Dust Pans 

mean Polly Prim 

| Polly Prim 

L means business for you. 


Over 1000 leading jobbers have 

Polly Prim, America’s Dollar Dust 

Pan. Order from your jobber now. 
Manufactured by 


PATENT NOVELTY CO., Inc. 


On the Mississippi 
Fulton, Illinois 

















REVOLVING 
CABINETS 


Hardware stores, dealers in 
auto supplies and garage 
owners like these cabinets. 


They prevent mixing of bolts 
or screws. 


Many sizes. Send for Cata- 
log and Price List. 


Your Jobber will supply you. 


American Bolt & 
Screw Case Co. 


Dayton, Ohio 








EP LADD TIRE 
[ADDERS 









































Large capacity. Small space. 


























[ADDERS 
pel METHODS 


510 provide adequate storage facilities for 

shelf stock—to make it accessible and con 

venient for clerks and stock men to handle with 

absolute safety—to insure quick service for whole- 

sale or retail trade — install one or more 

ISELESS CUSHION TIRE STORE LADDERS. 

, Deep tread steps, full length hand grips, rubber tires, 

overhead track system, firm construction throughout, 
eliminate vibration and noise and produce a ladder 

of ample strength for safety, convenience and 

efficiency One style only—neat of design— B p 

















sy installed mee finished —any height — N 
easily ins most 

requirements. Circular y LA 

on request. THE fase uM ) ASH! oHIO- 
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Make First Keys to Lock 


without originals on 


BEISSER KEY MACHINE 


Put in a Key Department. Make $5.00 to $20.00 per day profit. 53 hard- 
ware merchants bought the new Beisser Key Machine at Chicago Show. 
One machine makes every type of key. 

Free 10 day trial. 


Guaranteed. 
Send for circular. Write today. 


\ 

















§-saVer-$ 


Scaffold Bracket 
Fixtures 


Packed in handy, attractive, 
fiber boxes for Dealer Dis- 
play. One pair, two pair, 
half dozen and degen in box. 





This New Machine 
Makes Every Type of Key 


THE BEISSER KEY MACHINE CO. 
Detroit 
Mich. 






















Orville E. “White 












Distributors 
The Lansing-Company 1000 Bauch Bldg. 
Lansing, Michigan Lansing, Michigan 

















The Ideal Torch for NATIONAL LEVELS 


Heavy Duty 


A substantial quart size for 
100% service. Has no screwed 


joints to leak or become loose. PERFECT—CORRECT—TRUE 


Burner is underfeed type, pre- 





a mechanics. (Jur levels are manufactured by highly skilled me- 
Specify “Detroit No 102” on chanics, and the best of material used. 
your order to Jobber. ; All levels are guaranteed against warping. 
Write us for our latest catalog and price list. 


—-———— Write for catalog “F.” 
Detroit Torch & Mfg. Co. _ Detroit, Mich. NATIONAL LEVEL MFG. CO. | 


New York Office: 45 Warren St.; Canadian Rep. George P. Fraser, 
39 Tyndale, Toronto; Kettmann & Ten Eyck Sales Co., 2131 E. 6197 FIELD AVE. DETROIT, MICH. 
9th St., Los Angeles, QOalif. 

















Osborne High Grade Punches ee 


4A > 
: _ a VNV Ge) mere):40 7.0) n1'10);0 4 
unches | BOSTON, MASS. 


Spring Punches Revolving Punches SASH eve) :40) 


A varied and attractive line for the Hardware Trade. Also: Lea 
pa mal Trimmers’ and Upholsterers’ and Plumbers’ Tools of superior SAMSON SPOT, PHOENIX, and SACHEM BRANDS 
The ebove tools will please your cust Clothes Lines, Masons’ Lines, Shade Cord 
and Oval Punches. . FEE GEEESNS 50 WES Sh aap CD eee Awning Line, Dumb Waiter Rope, etc. 
Remember we have had 99 years of successful manufacturing experience, Ss f 
= only = workmen and use the finest quality of materials in end for catalog and samples 
making our products. 
We stand back of every tool we make. Try us. Write for Catalog BRAIDED CORDS ° COTTON TWINES 


and Prices. 


C. 8S. OSBORNE & CO., NEWARK, N. J. 
ESTABLISHED 1826 





























BURNLEY 


The Soldering 
Paste that has 
satisfied cus- 
tomers for over 
23 years. 





Easy to Sell 


No. 6380 


Builders Level 


to builders who demand rapid, 
accurate work. An exceptional 
instrument reasonably priced. 


Telescope 12in.; magni- ‘ 
fying power, 18 to 20 atisftes trade; profitable to you. 
diameters; horizontal 


circle, 34% in. diameter, HUGENEDIETZGENCO. BURNLEY BATTERY & MFG. CO 


sumgeene ACCESSOTICS, Chicago NewYork San Francisco New Orleans 
«ipod, box, etc. Pittsburgh Philadelphia Washington NORTH EAST, PENN. 





Sample free. 
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BARS HOOPS 


BANDS 





STEEL — IRON — WIRE 


Of Every Description 


THE HAROLD McCALLA CO. 


Beach St. and E. Columbia Ave. 


PHILADELPHIA 


Large Stock of Black and Galvanized 
CHANNELS 
ANGLES TEES 





WIRE 
METAL LATH 














SUPERIO 


Hex Mesh 
POULTRY NETTING 


G. F. Wright Steel & Wire Co. 
WORCESTER, MASS. 











against 





reecvecgueereeenegt 


A JAX—No. 33- Sockee PLUG 
Triple Socket Plug 


Leaves intended. 


in position 
LIST 


EACH, 75c 


Greatest value and fastest selling 
item of this character. Guaranteed— 
all damage from heat, moisture or breakage. 
Liberal Discounts 
Your Jobber Can Supply You 
Insist on AJAX—St. Louts 

AJAX—Electric Secialty Company 

St. Louis 


lamp 

















MILBRADT 
LADDERS 


Will pay for themselves in a 
short time by enabling you 
to wait on more trade, save 
the wear and tear on your 
fixtures and goods, as well 
as bring the appearance of 
your store up to date. 

Write for catalogue show- 
ing a large number of styles 
suitable for all kinds of 
shelving. 


Milbradt Mfg. Co. 


2411 N. 10th St. 
St. Louis, Mo. 





If You Haven’t Used Natural Guano 
You Haven’t Seen Plants Grow! 


Give your business a growing chance. 
a pure, safe, effective fertilizing agent— 


Natural Guano 
100% Pure Sheep Manure 


Contains all the natural, vital elements of 
a complete fertilizing agent, including 
nitrogen, phosphoric acid, potash, and— 
HUMUS! 
Distributed in convenient, attractive pack- 
ages, 5-pound, 19-pound, 25-pound, 50- 
pound, 100-pound. 


Stock and recommend 


eae 
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Write for prices and free leaflet, “‘How 
to Make Beautiful Lawns and Gardens.’’ 


NATURAL GUANO COMPANY 
814 S. River Street Aurora, Illinois 
A Natural Meal for Anything That Grows in the Ground! 


i me 
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Ice Tools and other equipment 
for every ice handling purpose. § 
A large stock always on hand § 
to promptly meet your re- 
quirements. 

Write for ye price list, § 


a. 


GIFFORD- wooD o-~- 
Main Office & Works: 7 Hill St., 


Hudson, N. Y. 
New York, Boston, y Pittsburgh 


MM Ln 


il 








OUTSTANDING— 


GN - its quality, value and desirabil- 
é \ E R .. Nationally Advertised 






Pe, +A. and handled with profit by a grow- 


A R_E. ing multitude of alert dealers. 


Get our special offer. 





THE WAGNER 
MANUFACTURING CO. 
Sidney Ohio 























2 a 
Says this advertiser,— 
“We are pleased to advise that we have succeeded 
in getting compilers from the advertisement we 
ran in your publication, and we give it as our 
opinion that for anything connected with the hard- 
ware business, Harpware Acg is, without a doubt, 
the best medium fer advertising.”—J. H. Yewdale 
& Sons Co., Milwaukee. 
It pays to use the Classified Opportunities See- 
tion of HarDWARE AGE. 

















Major’s Cement 


is good for repairing china, 
glassware, bric-a-brac, meer- 
schaum, tipping billard cues. 
Rubber and Leather Cements 
all three kinds. 20c a bottle. 


Major Manufacturing Co. 
No. 461 Pearl St., N. Y. C. 


TRADE MARK 











How About a Fan Display? 


In the first hot spell of summer, a good display of electric 
fans will bring big sales. 

Get the jump on your competitor this year. The turnover 
in fans is quick, and the profits are big. 

Read the fourth issue of Hardware Age every month for 
merchandising ideas on fans and other electrical goods. 
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HARDWARE JOBBERS’ 
CATALOGUES 


J. H. YEWDALE & SONS CO. 
MILWAUKEE 


1865 — 1925 


HARDWARE AGE 
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OUR NUT CRACKER and PICKS 
ARE HOUSEHOLD NECESSITIES 


They can be had in either We furnish them in BULK 
NICKEL or SILVER PLATE or in a variety of SETS 


DEALERS: These items are in demand the year round. 
ALWAYS keep them on DISPLAY. The best Whole- 
sale and Jobbing Houses can supply you. 

JOBBERS: If you are not already handling our goods, 
please write us for CATALOGUE, PRICES and 





DEALERS, write your Jobber—JOBBERS, write the manu- 
facturer. 
Business Established in 1872 


H. M. QUACKENBUSH, Herkimer, N. Y., U. 5S. A. 











SOLID SAL AMMONIAC 


The Handy Way 
to Clean The 


Soldering Iron 









Special Chemicals Co. 
Highland Park, IIl. 


Makers of 


ce e Speco Protective Soldering 
: Fluxes 














Two NECESSITIES In Every Garage 
fi Garage Door Bolt 


Specially designed for 
garages, factories, ware- 
houses and fire doors. 
Locks and unlocks top 
and bottom bolt with 
one turn of handle. 


Garage 
Door 
Holder 





Prevents accidents, broken headlights 
and bent up fenders. Operates by 
hand or foot. 
For prices and further information 
write today to 


Phenix Mfg. Co. 
032 Center Street Milwaukee, Wis. 

















No. 50 Holder No. 52 








A 
Y fg Satisfied 


Customers 


Profitable 
Sales 


A Russell Jennings Mfs.Co, 


Chester, Conn. o1-i82 








INT NEED MOST MECHANICS 
BE ENLARGED DEMAND 


the best tools. You should, therefore, 
stock those tools which have already 
proven themselves the leaders on 
quality and merits. 

“ALWAYS RELIABLD”’ torches and 
furnaces have been made since 1876. 
Since then they have built for them- 
selves a wonderful reputation on 
quality and merits. They are still 
made from the best materials obtain- 
able and by skilled workmen. They 
are now fitted with many improve- 
ments which are patented or have 
patents applied for. 

Increase your sales by 
oF )6l stocking this line in the 
future. 


Jobbers supply at factory prices. 


OTTO BERNZ CO. INC. 
Newark, N. J. 


PATENTED Q BURNER GLOCK BLUNT NEFOLE 
URNER o ie) 


GASOLINE 












BURNER 'BLO 

FOR KEROSENE 

No. 79 Qt. No. 80 Pt. 
Gasoline-Kerosene, 


Removable hook on 
burner. 
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Manufacturers 


BUILDERS’ HARDWARE 
HIGH GRADE WINDOW AND DOOR 
SPECIALTIES 


WRITE FOR ILLUSTRATED FOLDER 


















= 


TIN AND TERNE PLATES 


We manufacture SHEET AND TIN MILL PRODUCTS for all pur- 

> poses — American Bessemer, and 
American Open Hearih Stee] Sheets, 
Keystone Copper Steel rust-resisting 
Sheets, Apollo Galvanized Sheets, 
%, Formed Roofing and Siding Products, 
4; Culvert and Flume Stock. Sheets for 
Special Purposes, Roofing Tin Plates. 
YY Bright Tin Plate, Black Plate, Etc. 


AMERICAN SHEET AND TIN PLATE COMPANY, Frick Bidg., Pittsburgh, Pa. 


Send for booklets and weight cards— valuable to hardware merchants. 





\\ 
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Am Effective Low Cost Contact with Hardware Man- 
afacturers, Manufacturers’ Agents, Jobbers, Jobbers’ 
Salesmen, Retailers and Retail Salesmen. , 
Neo illustrations accepted for these pages. 
Allow seven words for Keyed Box Number Address. 





fle sot BoliG, Mibmimnmme GO Werks. oc ccccccccccccccccsccccccces 
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ey CEE SEU se See cececoccccocccceseesecesecees 

All Capitals, Minimum 50 words...............ccccccccccs J 
Minch GGGitional Word. ....ccscccccccccsccccsecccccces - 
Se PE hide uh eeudeeeb 0660046464666 0s 6040000008 5.00 
er 4.00 


4 insertions, 10% off; 8 insertions 15% eff 
Remittance Must Accompany Order 
50% off the above rates for Positions Wanted Advertisements 





Business Opportunities 


Business Opportunities 


Positions Wanted 








FOR SALE, HARDWARE STOCK and fix- 
tures that will imvoice $35,000. Located in a 
city ef 3,000 im the state of Ohio. Sales last 
year ever $70,000. Store room 32 ft. x 110 ft., 
reate for $150 per month. Price $25,000 cash. 
Ne trade considered. Address Box 35, care 
ef Hanpwans Acz, New York. 


FOR SALE—HARDWARE STOCK and fix- 
tures. Doing a semi- e and retail busi- 
mess, Im one of the fastest growing industrial 
sections ef Southern California. as a fine 

rental lease. Will e about 
$45,000 to handle. No trade. This proposition 
will bear the closest investigation, and is the 
foundation for a large and le business. 
Address Box G-541, care Harzpwass AcE, 





Row 





DESIRABLE OFFICE AND SALESROOM 
SPACE in the center of the hardware district on 
bers Street. The third floor of remodeled 
building at 151 Chambers Street, 25 x 
equipped with electric light, steam heat, and all 
modern improvements, including elevator service. 
The balance of the building is occupied by the 





following well-known hardware manufacturers: 
Iver Johnson Arms & Cycle Co., John Russell 
Cutle Co., Union Hardware Co., and Pike 


Manufacturing Co. Rental, $175.00 per month. 
For further information or view of the space 
apply to Herbert R. Conner, Manager, KE 

ANUFACTURING CO., 151 Chambers Street, 
New York City. 


I HAVE an up-to-date clean stock of hardware 
invoicing around $11,000, that I am going to 
sell this week, located in one of the best towns in 
West Tennessee. Lee Highway runs in front of 
door. Offering this stock at 65 cents on the 
dollar, either with or without fixtures. This is 
a real opportunity. rite or wire J. H. Landers 
or J. E. Parker, Whiteville, Tenn. 


FOR SALE, WHOLESALE AND RETAIL, 
house, 





hardware, machinery and farm suppl 
poe business in best trade center New York 
State; good organization and agencies; $50,000 


stock; buildings may be purchased. Sale positive, 
owner to retire. Address Box G-538, care of 
Harpware AcE, New York. 





FOR SALE—A hardware business established 
35 years ago in a live village located in Western 
New York. Stock will inventory about $5,000. 
The building and fixtures can either be purchased 
or leased. There are living rooms equipped with 
modern conveniences above. Prefer not to give 
possession until July Ist. Address Box G-469, 
care of Harpware Ace, New York. 


FOR SALE: LARGE HARDWARE AND 
SPORTING GOODS STORE. Established trade. 
Address Box G-568, care of Harpware AGE, 
New York. 

=; 








Help Wanted 





WANTED TO SELL, HARDWARE STORE 
IN BEST TOWN in South East Georgia; good 
farming section; been in successful operation for 
2S years. This is the best business in this section 
and is a money making proposition for the right 
=. Will take desirable real estate in any good 

rgia town in exchange for half the purchase 

price. Will take about $25,000.00 to handle. 

Box G-553, care of Harpware Ace, New 
ork. 





PENNSYLVANIA HARDWARE & FURNI- 
TURE STORE FOR SALE, account death of 
proprietor. Excellent business of 20 years stand- 
ing; town of two thousand population.  Rail- 
road shops and fine farming community; location, 
eenter of town. Property and merchandise a 
bargain. Address: Mrs. David F, Love. Avis. Pa. 








FOR SALE: HARDWARE STOCK, TIN 
SHOP, corner brick building, 7 room flat on 
second floor. Prosperous farming community, 
Southern Indiana. Priced to sell quickly account 
death of owner. Address MRS. T. J. FREED, 
Osgood, Indiana. 





FOR SALE: COMPLETE HARDWARE 
STOCK, tools, etc. Address Box G-566, care of 
Harpware Ace, New York. 





FOR SALE—HARDWARE IN A MANU- 
FACTURING town of about 5,000. Merchandise 
invoice around $26,000, consisting of shelf hard- 
ware, crockery, farm implements, plumbing and 
tinning. Do wholesale and retail business. A 
good business for the right man. Selling on ac- 
count of age. Address Box G-569, care of Harp- 
WARE AcE, New York. 





FOR SALE: SPORTING GOODS STORE, 
inventory $15,000.00 located in prosperous mid- 
west city of 100,000. In business over twenty-five 
years. Excellent location with growing established 
trade. Address Box G-567, care of HARDWARE 
Ace, New York. 





HARDWARE AND PAINT STORE FOR 
SALE on Long Island in fast growing section. 
Will invoice around $10,000. Clean stock of 
builders’ and shelf hardware and paint stock. 


Address Box G-551, care of Harpwarge Ace, New 
York. 


WANTED—BY PROMINENT MFR. BUILD.- 
ERS’ HDWE. salesman for Chicago. Must be 
a seasoned adept, capable of handling large, intri- 
cate work. State experience in detail, age and 
salary expected. Single man preferred. Ad- 
dress Box 7109-A, care of Harpware Acez, 1507 
Otis Bldg., Chicago, I. 








WANTED—EXPERIENCED YOUNG MAN 
FOR HOUSE-FURNISHING DEPARTMENT. 
Hardware store in Pennsylvania. One with some 
store experience preferred. Excellent opportunity 
for advancement. None but hustler wanted. Give 
age, experience and reference in first letter. Ad- 
— Box G-564, care of Harpware Ace, New 

ork. 


SALESMAN WANTED WITH ESTAB- 
LISHED trade to cover Long Island, including 
_ of Brooklyn for established hardware job- 
ing house. State age, experience and alone 
expected. Confidence respected. Address Box 
G-556, care of Harpware AcE, New York. 











Positions Wanted 


WANTED—POSITION AS BUYER or assist 
district 


ant buyer of hardware in Metropoli 
hardware 
mine, mil) 





Eleven years’ experience with 
—¥ ae Ey Sea wi 
and railroad supply firm; seven years’ ro] 
with latter firm as buyer. Will be By ny~ 
accept position by April Ist. Address Bex G-534 
care of Harpware Acz, New York. 


EXPERIENCED SALESMAN CALLING e: 
wholesale and retail trade in Central West terri 
tory wants connection with reputable concern os 
salary or salary and commission with expenses 





Will consider change of territory, accustomed te: 


long trips, and six days a week work. yey 
at present, age twenty-eight. Address Box 32. 
care of Harpwarge Acer, New York. 


RETAIL HARDWARE SALESMAN wishe: 
to connect with a retail or wholesale house, that 
offers opportunities for advancement. Located in 
the Middle West States or Texas. Twelve years 
experience in retail hardware; 32 years of age 
can furnish best of reference. Address Bo> 
G-540, care of Harpware Acs, New York. 








POSITION WANTED BY A_ RETAIL 
HARDWARE man with an up-to-date hardware 
company. Have had 10 years’ experience in th 
general hardware business, including paints, radio 
and radio supplies; 5 years as buyer and 3 years 
as store manager. Thirty years of age, married, 
and can furnish excellent references. Address 
Box G-552, care of Harpware Acz, New York. 





POSITION WANTED —Sales manager, instruc- 
tor or salesman; 20 years’ experience. Addrese 
Box G-548, care of Harpware AcE, New York. 





POSITION WANTED—HARDWARE AND 
PAINT MAN, 12 years’ experience, desires a 
position with a concern that can use a man of 
general hardware and paint experience. Tools 
specialty, also thoroughly experienced in window 
and store demonstrating of paint, varnish, varnish 
stain and graining, etc. ould prefer to locate 
in Massachusetts city. Address Box G-558, care 
of Harpware Ace, New York. 


RETAIL HARDWARE MAN, EXPERIENC- 
ED, GOOD SALESMAN and full of pep. Knows 
how to handle the trade and knows the meaning 
of suggestive selling, Thirty-nine (39) years old. 
Can furnish best of references. Could invest « 
little money if arrangement made proves satisfac- 
tory. Address Box G-561, care of Harpware 
AcE, New York. 








EXPERIENCED BUILDERS’ HARDWARE 
MAN wishes to make a change and connect with 
a good reliable house in their builders’ hardware 
department. Has knowledge of Yale and Towne 
and Corbin lines, fire door and kalamun work. 
Can work from plans. Address G-562, care of 
Harpware Ace, New York. 


RETAIL HARDWARE MAN THOROUGHLY 
EXPERIENCED in all departments wishes to 
connect with a first class growing concern who 
wants a progressive and energetic man. 9 years’ 
experience, single, and 33 years old. Can furnish 
the highest business references as to qualifications, 
ability, and reliability. Address Box G-570, care 
of Harpware Ace, New York. 


Sales Accounts Wanted 














Manufacturers 


Sales agency with men constantly 
traveling New York, New Jersey, 
Connecticut, Pennslyvania, Mary- 
land and Delaware can handle an- 
other reputable line in the Hard- 
ware or Automotive jobbing field. 
Commission basis. 

Knowledge of your line and co- 
operation assured through periodical 
visits to factory. 


A. A. BOCK CO., INC. 


Flatiron Building New York, N. Y. 


i A an 
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_ A RESPONSIBLE SALES AGENCY operat. 
ing as manufacturers representatives, covering 
Eastern Pennsylvania, Southern Mew Jersey. 
Delaware and Maryland with an and show. 
room located in the heart of the wholesale hard 
ware district in Philadelphia, desires additional 
lines for both jobbing and dealer trade. Builders’ 
hardware, tools or a specialty. Plenty of space 
for a consigned stock if desired. Address Box 
G-531, care of Harpware Acz, New York. 
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Sales Accounts Wanted 


Sales Accounts Wanted 








To the Manufacturer 


of Hardware or house furnishing 
specialties who wants quick national 
distribution. I have an organiza- 
tion of high power salesmen located 
in the strategic distributing centers 
of the country. 


Am ina position to turn their ef- 
forts to marketing your products. 
Unquestionable references. 


Address Box G-565 


care of Hardware Age, New York 
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MANUFACTURERS’ AGENT—WISHES AD- 
DITIONAL LINES, for Metropolitan territory. 
Has had 20 years’ general hardware experience 
in that district. Address Box G-571, care of 
Harpware Ace, New York. 





A RELIABLE AND WELL ESTABLISHED 
MANUFACTURERS’ Agent with Chicago head- 
quarters can handle another hardware or house 
furnishing line. Article must have merit and 
be factory rated. Call on jobbers, department 
stores and large premium users in Ohio, Michigan, 
Indiana, Illinois, Iowa, Missouri, Minnesota, 
Wisconsin and Kentucky. Address Box G-559, 
care of HarpWwArE AGE, New York. 





Sales Representatives Wanted 


MANUFACTURER’S AGENTS—A nationally 
known chain manufacturer requires representa- 
tion in the Pacific Northwest for its general line 
of chain, tire chains and automobile accessories. 
Only well established manufacturers’ agents who 
have received favorable consideration from hard- 
ware jobbing and accessory dealers need apply. 
References giving names and addresses of fac- 
tories now represented to be submitted in answer. 
— Box G-547, care of Harpware Ace, New 

ork. 





Sales Representatives Wanted 








Salesman Wanted for 


Indiana 
Full line of coal and gas ranges and 
heaters. State age, experience and give 
references. 
Charter Oak Stove & Range Co. 


St. Louis, Mo. { 











SALES AGENTS WANTED BY LARGE 
New York import house for the sale of imported 
files and hacksaws, already well introduced in 
several _ states. Exceptional opportunity. Big 
seller with large repeat business on account of 
superior qualities and special features. Selected 
applicants must have ambitious selling force, well 
acquainted with files and hacksaws, calling on 
industrial plants and factories and be prepared 
to produce a good volume of business. Give full 
details and references in reply. Address Box 
G-572, care of Harpware Ace, New York. 








SALESMAN WANTED—To carry side line oi 
high grade mechanics’ tools on commission. Must 
have following among jobbers and retailers. State 
line now handled and territory covered. Address 
Box G-549, care of Harpware AcE, New York. 








) EXPERIENCED BRANCH 
MANAGER 


Young man possessing wide following among 
Central West hardware, furnace and sheet 
metal trade desires a manufacturer’s Chicago 
Branch representation. Bxecutive, organizer, 
successful sales record, sales promotional 
work. Advertising, experienced in office, 
warehouse and shipping managements. Present 
connection eight years. Al references. Mar- 
ried, Age 30. Box 7111-A, care of Harp- 
WARB AGB, 1507 Otis Bldg., Chicago, Il. 

















WANTED—SALESMAN WITH CAR visit- 
ing hardware, paint and lumber trade to handle 
as a side line on commission basis window glass 
and putty throughout New York State, New 
Jersey and Connecticut. Address Box G-557, 
care of Harpware AcE, New York. 


WANTED—AGENTS TO HANDLE AS A 
SIDELINE, on a commission basis, a full line of 
hand and pneumatic tools, carvers, punches and 
rock drills. Address Box G-560, care of Harp- 
ware Ace, New York. 








WE WANT LIVE-WIRE SALESMEN TO 
SELL OUR LINE to the retail hardware trade 
in Western Pennsylvania, Indiana, Wisconsin and 
Northern Illinois. This is a 20% proposition and 
makes a wonderful side line. Send details in first 
letter. Address Box G-563, care of HARDWARE 
AcE, New York. 





MANUFACTURERS of full line household 
specialties want local representatives in all impor- 
tant cities to handle line on commission. Depart- 
ment houses, premium concerns, are all big users. 
State experience, lines handled and _ territory 
covered. We want none but those who can 
‘‘make good.” For such our proposition is an 
excellent one. Address “S. H.,” care of Harp- 
warRE AcE, New York. 








| “They Have a 
Bull Dog-Grip” 


Manufactured by 
U. S. Clethes Pin Co., Montpelier, Vt. 
S 





es Dept. 
1018 Union Bank Bldg., Pittsburgh, Pa. 









American 


Tosreasses @LACR IAON GAU 


Can 


American Can Company 





eee a meme re 


The “TORREY” 
A Real Man’s Razor 


Send for Catalogue of Full Line 


J. R. TORREY RAZOR CO. 
WORCESTER, MASS. 











Hose Attachments 
For connecting hose to smooth 
faucets. Slips on and off easily. 

Economy Mfg. Co. 


5850 Germantown Ave. 
Philadelphia, Pa. 





Economy 





Taintor Positive Saw Set 


Fully 
Send 


All steel. 


Guaranteed. 
for Free Book. 





TAINTOR MFG. CO. 
113 Chambers St. N. Y. City 

















Molasses and 
Dairy Gates 
Perfection Pattern. 
Made in All Styles. 
Syracuse Stamping 


Oil, 


) 
J o. 
Syracuse, New York 


he LAKE 








SASH CORD 


NET WEIGHTS FULL LENGTHS 
Sliver Lake Ce., Newtonville, Mass. 








If it’s the best tool you can sell 
For Working Stone 
it’s ours 


Trow & Holden Co., Barre, Vt. 
Send for catalogue. 








LUMBER 


CRAYONS 


STANDARD CRAYON CO. 
Danvers, Mass. 








J. L. THOMPSON MFG. CO. 
Waltham, Mass. 
Tubular and Bifurcated 


=Rivalto— 





ELEVATORS _ 
DUMBWAITERS 


Write for eur oateleg 
Energy Elevator Ce. 
211 New St. Philadelphia | 
AXES 


<s’ SCYTHES 


Scythes since 1812, Axes since 1800 


RIXFORD Fc. co 


East Highgate, Vt. 





















YERDON CAST 
BRASS HOSE BANDS 
give JUST THE SERVICE 
you want Hose Bands for 
on All Hose Connections. 
A trial will convince. 


WILLIAM YERDON, Box 102, Fort Plain, N. Y. 
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Plain or enameled in 


STRATTON *** 322 
HANDLES 


For Small Tools, Utensils, Electrical Goods, Ete. 
Enameling, both baked and aw dried. 


STRATTON MFG. CO. Stratton, Maine 








DEALERS WANTED EVERYWHERE 1... Fence, Gates 


wn Vases 

iI (rin II Pane: g a 

| TELL | and Wire Work 

Des asetl| WIRE FENCE 
Ask for Catalog 


THE STEWART IRON WORKS CO., Ine., 225 Stewart Block, Cincinnati, O. 


































































BOLT 


“VICTOR” CLIPPER 





Send for Catalog 


ROBERTS MFG. CO., Somerville Station, BOSTON, MASS. 








MASBACK PRICE SERVICE 


Keeps vou informed at all times 
ot the Net Cost on approximately 
30,000 items of Hardware 


Mashback Hardware Co. Inc., SO Warren St.,New York 








Wey st) TH COTTE OT nt 


PADLOCKS 


GS ==,am, OR EVERY CONCEIVABLE PURPOSE 
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Robertson “Horse Shoe a Hammers 


Permanent magnet which holds 
the tack in position for driv- ) | 
ing. Awarded the Silver Medal : 
(the highest offered) at the Saneuse taal ee 
Good profit. Write for price list. 

Name and design trade marks registered U. 8S. Pat. Off. 


ARTHUR R. ROBERTSON 94 Portland St., Boston, Mass. 














Welding Compound is best by every 
test. Makes welding of any steel as 
easy as Iron. Stock it and increase 
your sales. 


Made only by 


ANTI-Borax CoMPouND Co. 
Fort Wayne, Ind. 








HACK “J J NOX” saws 
ron” SD osvcrn 


“The Soots in Lhe Pua Bor” 
AMERICAN SAW & MFG. CO. SPRINGFIELD, MASS. 


HACK SAWS - BAND SAWS — SCREW ORIVERS - GLASS CUTTERS 











Ask your jobber for 


CALDWELL SASH BALANCES 


Thirty-five years of service is assurance 
of quality 


CALDWELL MFG. CO. 


9 Jones Street 





Rochester, N. Y. 


Fly Screen Cloth 


Comes in Bronze and Copper. 
But only one Quality—the best 
& possible to produce. 


Write for prices. 


Spargo Wire Co., Rome, N. Y. 

















Get Your Seed Department Ready 


Now is the. time to start making friends 
with attractive display cartons of Landreth’s 
Garden and Flower Seeds. ° Make up a list 
and let us quote you on our tested seeds and 
Mixed Lawn Grass. Be sure of your stock. 





THE FOWLER & UNION 
HORSE NAIL CO. 


HORSE SHOE NAILS 
OF HIGHEST GRADE 


Plant of A 
1000 MILITARY RD., BUFFALO, N. Y. 











A Full and Complete 
Line of Pruning Shears 
and Tree Pruners. 

ABSOLUTELY 
7 ay sora 
rite for New 

Iustroted Catalogue. 





Vineyard Pattern 
Manufactured by 
SEYMOUR SMITH & SON, INC., Oakville, Conn, 
Sales Representatives: John H. Graham & Co., 113 Chambers St., New York. 








the all’round Sharpener! 


Knife, scissors, sickle, anything, ‘Shar- 
pit” will keen-edge double-quick. It’s a 
wizard seller—low priced and good profit 
maker. Send for our special offer! 


» ae "an & 


¥p co. 
Lb fp 4301 Warne Ave. 


St. Louis, Mo. 



















Q. Lindemann & Co. 


Manufacturers of 


BIRD 
CAGES 









TRAD) eA 


Established 1863 


a 
~ = 3 32-9 ' ry] 
. tg at tr ot : 
: a 


= 35-37 Wooster Street, New York 
























~ REQUIRES : é 
ONLY kame <geinn ~<ditinn SAMPLE 


HEAT” , fe ae FREE 
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MizccoR;, 
Long End Stove Pipe 
Adjustable Elbow 








MiI~CcORs; 


One Piece Corrugated Stove 
Pipe Elbow 








Better Stove Pipe and Elbows 
A New MIZCOR-. Line 


OU will readily recognize in the 
Milcor Line of Stove Pipe, EI- 
bows, and Fittings, exceptional 

quality and workmanship. It will 
certainly pay you to add this new 
Milcor Line to your regular stock. 


Milcor Stove Pipe and Elbows are 
made better. The Elbows, for instance, 
are riveted top and bottom. Modern 
equipment insures uniformity of 
workmanship. Every item in the 
line is full weight and full measure. 


Perfectly rounded edges on Milcor 
Adjustable Elbows (above, at left) 





“> Fan!) > en 
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—_ 
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permit each section to turn freely 
without becoming disconnected. 
Adjustments can be made quickly 
from any angle between a straight 
line and a right angle. 


The deep corrugations of Milcor 
Corrugated Stove Pipe Elbows, in 
addition to the fact that they are 
formed from one solid piece of 
metal, makes these the sturdiest 
stove pipe elbows on the market. 


Use the Coupon below — or write 
for details and prices. 








gs gS 





‘ 
— ‘ 






— ee 3 
—y = - ——+ 
—— - WADA ED eg 


- tt 
a =. 
o—~ 
ol =. ee, _ 
a. 44 rt ~~ se 
e 5 . 
en Sere 
~ Med | a ? 
fi s) ba: 


6 ZEEE PEs, 5 - = 


Main Milcor Factories at Milwaukee — One of the 3 Milcor Plants 
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HOME OF 
Milcor Stove Pipe and Elbows, “Crimpedge’’ Eaves Trough, “Interlock” Conductor Pipe: 
Trimmings, “Titelock” Roofing, Sheet and Roll Roofing and Siding, “Invisible Joint” Ceil- 
ings, Metal Lathand Corner Bead, StockTanks, Ventilators & other Sheet Metal Products: 


MILWAUKEE CORRUGATING COMPANY 
MILWAUKEE, WISCONSIN 


Kansas City, Mo. 
Chicago, III. 









Stove Pipe & Elbows : 


La Crosse, Wis. 
Little Rock, Ark. 


Minneapolis, Minn. 
ston, Mass. 
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April 2, 1925 
The 


MILCOR-J- 
Stove Pipe Lock 


HIS sure, simple, Milcor lock- 
; e device prevents collapse of 

the pipe, either inward or out- 
ward. The Milcor Lock runs the full 
length of the Pipe seam and can be 
cut at any point without requiring 
rivets to secure a continuously tight 
seam. This is by far the best stove 
pipe seam lock ever developed. 





| | ml 


The Milcor Lock permits convenient 
nesting of Milcor Stove Pipe for ship- 
ment. Notice the construction of 
this seam-lock. It is simple, thorough- 
ly practical, and easily assembled. 


Milcor Stove Pipe is packed in wire 
bound boxes—certain to reach you 
safely. And Milcor Service in- 
sures deliveries on time—from the 
Main Plant or any of our branche; 


Pipe as shipped Ready for use 
sassuseueseees: 


EE CORRUG ATING COMPANY 


Milwaukee, Wisconsin 


formation and prices 


Please send po eae Elbows and Fittings. 


H. A. 107 
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Snap-On Wrenches Now Selling 
Faster Than Ever 


With an order for 
two or more 
empty boxes, this 
display card is 
free. By turning 
a dial on _ the 
back, it may be 
used to feature 
the selected Snap- 
On Set for any 
make of car. 





The big repairing season is now speeding right 
along in “high’”—car owners are busy, so are farm- 
ers and industrial users of Snap-Ons—dealers are 
sending in orders fast and the Snap-On Factories = ae i 
are working day and night to keep up with demand. 9) Fe CAD an 


























If you haven't yet installed the Snap-On Cabinet, 
now is the time to do so—and be sure to display 
one or more of the selected car owner sets. You 
make them up yourself from Cabinet Stock accord- 
ing to the “What Car Do You Drive” book. It’s 
as simple as A. B. C. We furnish the metal boxes 
empty. You tie up no stock permanently in any one 
set. With a limited investment you can correctly 

equip every car owner with the Snap-On handles Other Busy 


and sockets he needs. Snap-On Users 


Road Contractors 


Over 250,000 skilled mechanics in automotive and ; 
Construction Engineers 


industrial fields use and recommend Snap-On equip- Municipal Public Works 
ment. Unskilled car owners are much more in Public Service Stations =e 
need of the help of these superior quality tools for Coal Yards “3 
maki o . f | . . Oil Fields bg 
ing repairs success ully. You will aid them Mines = 
greatly by offering Snap-On service—and make real Lumber Yards ss 
prohts, too. Laundries ss 
Creameries “s 
los Ice Plants ste 
Write us today. Ice Cream Plants, etc. ae 

Snap-On Wrench Company 
Manufacturers Milwaukee 


Motor Tool Specialty Company 


Exclusive Distributors 
14 E. Jackson Blvd., Chicago, II. 


Distributing Branches in 18 Principal Jobbing Centers 


Snap-on 


INTERCHANGEABLE 


Socket Wrenches 


: START YOUR Snap-on assortment 
Look for the name—without Add Extra Sockets and Handles As Needed 


it no wrench is a genuine 


Snap-on | he 
40 eae | 
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 UEAVY DUTY-|: 
{ FORTRUCKS AND | 
EXTRA HARD SERVICE 


a e 








BOLO das A a as ed Ae, 
| D/STRIBUTO RS WANTED ALL OVER THE WORLD~WRITE US. i 








SHAPLEIGH HARDWARE CO. 


INTERNATIONAL DISTRIBUTORS 


ye 
gore 
“ Ths - ESTABLISHED 1843 


wanes AMR SBNOTERED ST. LOUIS, U. S. A. TRADE MARK REGISTERED 


(N THE U 6. PATENT OFFICE 


“DIAMOND EDGE 1S _A QUALITY PLEDGE” 




















Shapleigh National Series No. 1212 








